


























HAROWAREN EL 


SEE the BUYING CHECK LIST on page 70 May 19, 1960 


*SHELF-LIVELY’ RACKS 


Put one or both of these eye-catching racks on your 


counters . . . and watch busy fingers pluck the PICK FROM 5 HIGH-PROFIT 
shelves and pop the profits in your fill. SANDPAPER DEALS 


- ADALOX Assortment 
(550 sheets ADALOx 9x11” 
plus choice of 60-T or 60-S 
Rack). Your Cost $47.71. 
Your Resale $85.00. Your 
Profit $37.29 (43.9%). 


2. RED & WHITE Assort- 
ment (300 sheets GARNET 
9 x 11” plus 300 sheets 
MOHAWK FLINT 9x10" plus 
your choice of No. 60-T or 
- Your Cost $31.42. 
$55.50. Your 

Profit $24.08 (43.4%). 


3. ADALOX & TUFBAK 
Assortment (350 sheets 
ADALOX 9x11” plus 150 
sheets TurBAK DuritTe 9x11", 





plus your choice of 60-T or 
60-S Rack). Your Cost $44.18. 
Your Resale $77.50. Your 
Profit $33.32 (43%). 


—— ~ 4, GARNET Assortment 
No. 60-T Sandpaper Rack <- ° (550 sheets GARNET 9x 11” 


The NEW 8-SHELF VERTICAL No. 60-S Sandpaper Rack aed Soa. Your Ger: 34040. 


Your Resale $72.50. Your 
Place on counter, or hang on wall. The NEW 8-SHELF LOWBOY Profit $29.85 (41.2%). 
More compact than previous racks. Locate on counter, shelf or wall. 5. MOHAWK Assortment 


Sheets stack neatly for self-service. Full shelf on top returns your counter space. Sune” one oe  iecge 
Shelf on top provides extra space. New horizontal lowboy design. 60-T or 60-S Rack). Your 


Side strip with price and grit stickers. Center strip with price and grit stickers. See wen: ber ne 
Rich blue and yellow attracts customers. Rich blue and yellow attracts customers. (45.1%). 


Sturdy welded wire construction. Sturdy welded wire construction. 


BEHR- eon tay co. 


TROY, NEW YORK 


A DIVISION OF NORTON COMPANY (RORTOND 


BEHR-MANNING PRODUCTS: Coated Abrasives » Sharpening Stones « Pressure-Sensitive Tapes Floor egy ene Products 
NORTON PRODUCTS: Abrasives « Grinding Wheels «+ Machine Tools «+ Refractories Electro-Chemicals 


ta Canada: Behr-Manning (Canada) Ltd., Brantiord. . For Export: Norton international inc., a. New York, U. S.A. 





SPECIAL INTRODUCTORY OFFER... 


QD ser-sreeam ser 


FOR QUICK TURNOVER AND FU/// AROAT 


| orver A/QIA/ 


NEW ; C ee : “ft 
JET-STREAM 7 dl 8 — = | 
STYLING... as ae tS = | aq aa PACKED IN = 
the HOTTEST 3 , & r a COLORFU 
SELLING housewares | wil 1) ; | - COUNT DISER 
development in Jf : MERCH we = 
a generation! 2 an 


. A 
$1.65 
SAUCE PAN 


THE PURCHASE OF 
'NTRODUCTORy 


Includes this 
2-QT. SAUCEPAN 


ee 


COVER 
with off-center handle. 


quent OF 6 8tFUne o, 


>” Guaranteed by 
Good Mouschooping 


<2 ADVERTISED = 





Order immediately! Offer good only through 


August 31. Advertise and display! (Newspaper ad mat available.) No burned hands! 
You make FULL PROFIT on every set you sell. = v a 


No messy drip! 














boy WOW from your MIRRO JOBBERI 


MIRRO ALUMINUM COMPANY MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 »® Merchandise Mart, Chicago 54. | 
ALUMINUM COOKING. UTENSILS 


WORLD: S LARGEST MANUFACTURER OF 








... for the complete line of locks and hardware. You name it—Yale makes it! Padlocks! Nightlatches! Screen 


door hardware! Cabinet locks! Casement window operators! Specialty locks! All in the latest styling — widest 
price range—highest quality. For full information, contact your jobber or write The Yale & Towne Manufac- 


turing Co., Lock and Hardware Division, White Plains, N. Y. 


YALE & TOWNE 


YALE ~— REG. U.S. PAT. OFF. 


Want more facts? Circle 101, p. 77 
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CUSTOMERS COLD 


Display Nicholson or Black Diamond files...now with orange 
and black Hi-Impact plastic handles...skin packed for factory 
freshness ... suggested uses and prices printed on a bright card. 
m Here’s everything for alert promotion and faster sales. 
Counter top or pegboard display contains 48 of these self-sellers. 
Your cost, $24.20...selling price, $36.30... your profit, $12.10 @ For yo 
share of fast, easy file sales...order from your Nicholson or Black 


Diamond wholesaler now. NICHOLSON <3 


. U.S. Ae 
Nicholson File Company, Providence 1, Rhode Island « Files = Rotary Burs 


Hacksaw and Band Saw Blades « Ground Fiat Stock = Industrial Hammers 


Handles designed and made by Danielson Mfg. Co.—a Nicholson subsidiary 


Want more facts? Circle 102, p. 77 
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If you want more family-store appeal, 
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How to make money on holidays 63 
Want ideas on store planning? 64 
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AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston react 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
*Indicates Warehouse Stocks 


Want more facts? Circle 103, p. 77 
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Editorial 


by W. A. Phair 


What is the outlook ... 


This year of 1960 has already given birth to some confusing cross- 
currents in business. What is the outlook for the rest of the year? 


When the steel strike ended, there were some rather wild predic- 
tions of a tremendous boom in 1960. But as 1960 slowly moves along, 
it becomes increasingly apparent that there will be no wild upsurge 
in business activity. In fact, business forecasts in such key industries 


as steel production and automobile assemblies have been revised down- 
ward. 


The failure of business to live up to these early predictions of a 


real boom is giving rise to a certain amount of pessimism. Is this 
justified ? 


Businessmen are too often inclined to think only in terms of a 
boom or bust condition. Either business and profits go way up, or 
they go way down. The possibility that business may move in a hori- 


zontal direction, going neither sharply up nor sharply down, is seldom 
considered. 


Yet, this is just about what is happening right now. The general 
trend of over-all business conditions is still slightly upward. In fact, 
1960 will likely show enough of an improvement to set new high rec- 
ords in many key fields, including gross national income. 


When you consider that this will be achieved in a period when 
prices have shown unusual stability, it represents an outstanding ac- 
complishment. There is little question but that 1960 will end up as a 
very good year, from the over-all picture. But the increase will not 
be as great as some have predicted. 


It seems to me that what is going to happen this year and what 
had been expected to happen is a simple matter of degree. 


This development may well work out for the better in the long 
run. For one thing, it is giving us a chance to slow down inflationary 
forces. 


From a businessman’s viewpoint, I think it is important to realize 
that business is going along at a very high rate. Pessimism at this 
time could be very dangerous, particularly if it influences your busi- 
ness decisions. 


Judging by all the facts that are before us, it would seem to me 
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Editorial 


continued 


that if you have plans for expanding or remodeling, you can go ahead 
with the assurance that business will continue good in the foreseeable 
future. 


The only factor that cannot be appraised by the over-all economic 
picture is local conditions. These can have an important influence 
on your plans, but only you can equate for them. 


When economists are examining the future, they are especially in- 
terested in certain key statistics which, they know from experience, 
are accurate in showing the general condition of business. 


You’ll find a summary of many of these key business statistics in 
this issue on p. 122. You ought to look these over carefully and note 
particularly that practically every figure shows an improvement in 
1960 over 1959. 


What about hardware... 


When you study such key business indicators as are shown on p. 
122, you must realize that while the general trend may be upward, 
some individual industries may be moving down. These industries 
with down trends may have a great influence on your business. 


This is true right now in one industry that is important to the 
hardware trade ... the building of new homes. New housing starts 
this year are expected to show a decline of about 15 percent from 
a year ago. 


This situation is directly traceable to the influence the war years 
had on births and marriages. Most homes are bought by married 
people, usually 30 years or more of age. 


Most folks don’t realize that the number of young people reaching 
the marriageable years of 18 to 24 has been declining consistently 
for some years; the marriage rate has followed this tendency. But, 
this trend is now being reversed. From the present year on, the 
marriage rate is expected to show a strong and steady increase. 


But, before these young couples buy homes, they will rent apart- 
ments. Hence, we can look for an improvement in apartment house 
construction. Then, later, an increase in private home building. 


Automobile buying is also going to feel this change. These young 
people will first buy used cars, then they will graduate to new ones. 


You can project this trend yourself with respect to the buying of 
certain types of hardware. Such a projection would show a gradual 
improvement for several years, then a sharp upsurge. This should 
be considered in your plans. 


I use this example because I think it illustrates how you can analyze 
business conditions yourself, when you have the facts. It also demon- 
strates that the future for hardware products is a good one. 
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The point lis... 
you do the right thing 


when you 


sell AETNA 
7 


f 


( 


ses Line 


Your customers get a cord that’s really tough. 
You build your reputation for quality. Your 
customers get clean cord. You and your cus- 
tomers get two guarantees with AETNA — 
Samson’s and Good Housekeeping’s — easier 
selling, plus the satisfaction of knowing you’re 
doing the right thing. 


Excellen 
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Samson Cordage Works 


Manufacturers of world famous Spot Cord® 
BOSTON 10, MASS. 
Want more facts? Circle 104, p. 77 
HARDWARE AGE, May 19, 1960 © 9 





WASHINGTON 


nels 


You may receive more co-op ad aids 


in ruling benefiting manufacturers 


A decision has been reached that will ease a 
major restriction on manufacturers’ allowances 
for dealer co-op advertising. 

The U. S. Court of Claims was asked to rule 
if co-op refunds to merchants for advertising 
were bona fide rebates, and, therefore, if such 
rebates could be deducted from manufacturers’ 
cost prices and provide them with an excise tax 
saving. 

In its decision, the court held that refunds 
due dealers by the Frigidaire Div., General 
Motors, could be subtracted from the cost of 
merchandise delivered to those dealers. This, 
in brief, would reduce the net cost price to 
dealers and provide the manufacturer with a 
lower excise tax rate. 

Many manufacturers who have held back on 
allowing co-op monies to dealers now have the 
assurance that they are on firm legal ground. 
Their excise tax savings can provide extra 
money for dealers’ ad allowances. 


outlook 


This ruling should encourage manufacturers to 
provide dealers with more co-op ad money. Some 
marufacturers who cut out co-op allowances en- 
tirey because of the former tax penalty may 
restore this benefit. It is a victory for dealers 
and suppliers. 


Ruling on controversial blue laws 


due from Supreme Court in October 


A conclusive ruling on Sunday sales is expected 
this autumn. 

The Supreme Court has agreed to rule on 
the constitutionality of Sunday “blue laws.” It 
agreed to hear challenges of Sunday-closing laws 
in three states, Maryland, Massachusetts, and 
Pennsylvania. 

The laws, most of which originated in Colonial 
times, recently have caused a rash of lawsuits by 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


merchants who want to do business on Sundays. 

The high court ruling probably will not come 
until its next term, beginning in October. 

The court has not consented to hear blue law 
eases since 1900. It had dismissed legal chal- 
lenges without comment, giving the impression 
that blue laws were untouchable. 


outlook 


The Supreme Court is going to give the whole 
blue law system a thorough review. Its decision 
will set the stage for uniform rulings by each 
state. A favorable ruling could upset sales pat- 
terns in your area. 


Modified bill to protect time-pay 


purchasers passes first committee 


In the near future you may have to spell out all 
charges on merchandise you sell for other than 
cash. 

A Senate banking subcommittee has approved 
a bill requiring full disclosure of all finance 
charges involved in a credit sale. 

The measure requires disclosure of more de- 
tails about credit terms than in the original bill. 
The original measure (see HA, April 7, p. 10) 
sought to force lenders and sellers to spell out 
total finance charges and interest. 

Now, the bill provides that a customer must be 
furnished in writing a statement that also in- 
cludes the delivered price of the item; the 
amounts to be credited as downpayment; the 
unpaid balance owed; the amount of each pay- 
ment due; the number of payments and the dates 
due; and any other charges involved above the 
cost of credit. Finance charges also would have 
to be shown in terms of simple annual interest. 


outlook 


The subcommittee vote was close, 4-3. Rough go- 
ing may await the bill in the Banking Committee, 
as even some of the original backers now find 
fault with the modified bill. A moderate bill more 
like the original seems most likely to succeed. 





Another of Master's famous ‘Secret Service"’ series . .. 
padiocks that assure the world’s finest protection ' SITTER PIN-TUMBLER SECURITY 
because of these two Master-originated security features: | ’ ... finest known 
®@ Laminated Case Construction — stronger than a solid block of steel. to lockmaking 
@ Brass Cylinder, Pin-Tumbler Locking Mechanism — acknowledged 
superior design and construction. 
Offer your customers the world’s strongest padlock 
protection . . . Master ‘'Secret Service’’. 


Order from your wholesaler 


Master Jock Company, Milwaukee 45, Wis. Wowdi- Longest Padlock 


Want more facts? Circle 105, p. 77 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Caution forecast by inventories .. . 

Retailers these days are working with much lower inventories than 
usual. Result of this development is to remove the usual cushion of 
retail and wholesale inventories for absorbing sudden changes in 
consumer buying volume. Hence, manufacturers may find them- 
selves adjusting their activities more frequently to meet these 
surges. Chief factors in this new trend is believed to be higher 
cost of borrowing money and greatly expanded manufacturing 
capacity. This situation could lead to occasional temporary tight- 
ness in some lines as consumer interests shift. This needs watch- 
ing by dealers. Letting inventories get too thin could hurt sales. 
Watch for changes in Federal money policies for clues to changes 
in this picture. 


Home buyers to get more help... 


With housing construction lagging behind a year ago, look for 
new efforts to stimulate home buying. Two measures on the part 
of the government, one to lower down-payments, another to supply 
more money to the mortgage market, are already underway. The 
Federal Housing Administration has lowered its required down- 
payments on loans it insures for homes selling for $15,000 to $26,- 
000. The House of Representatives recently passed a measure that 
would force the Federal National Mortgage Assn. to buy at face 
value, up to $1 billion of mortgages on homes costing $13,500 or 
less. Both of these efforts should spark the rate of home building 
in future months. 


What's happening in business? . . . 


Current business trends are important in planning for the future. 
Hardware dealers who plan realistically keep a close check on 
current business as a guide to future management decisions con- 
cerning buying, promotion, etc. To make this job easier, HARDWARE 
AGE now offers these important key business indicators in a chart 
entitled “Trends in Business.” You’ll find the key indicators are the 
latest available, and will help you make plans in accordance with 
overall business conditions. Beginning in this issue, page 122, 
“Trends in Business’ will be published in HARDWARE AGE in the 
second issue of the month. 


Wholesalers’ sales rise .. . 


Hardware wholesale sales in the first quarter of 1960 followed 
pretty much the same pattern as in the first quarter of 1959. Ac- 
cording to the Commerce Dept., March’s 8 percent gain in sales 
over February adds up to a 1 percent increase for the quarter, 
when compared to 1959’s first quarter. The second quarter looks 
better. Early reports indicate April sales to be a record, or near 
record for the month. 


... turn to page 122 for more news of How’s the Hardware Business 


12 © HARDWARE AGE, May 19, 1960 





Again WJ /){"1]: a Steps Ahead in 1960! 


with GREATER QUALITY - PERFORMANCE 


+ DURABILITY 
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Self-Propelled 
REEL 
New Front-Throw 
Trimmer Type 


MODEL P924-HS, 24” Deluxe, 314 H.P., Wind-Up Snap 
Starter, Finger-Tip Height Adjustment .. . Available 
with Recoil Starter... Also in 20” and 22” Sizes 3 H.P., 
Recoil Starter. 


oc ee a a a a oe a a at a oe oe ie Se ee ee ee a a ee a a ee ee 
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Self-Propelled 
REEL 








MODEL 321-S, 21", 3 H.P., Wind- 
Up Snap Starter with Many NEW 
Pincor’ Touch-Go Features. 
Remote Control— 
Standard on above and all 


Rotary Models except electric 








MODEL P5521, 21”, Deluxe, 2 H.P., Recoil Starter... 
Also Available in 18” Size. 


ROTARY ELECTRIC 





i \ | Self-Propelled 
ta ROTARY 





MODEL P622-HS, 22” Deluxe, 3 H.P., Wind-Up 
Snap Starter, Finger-Tip Height Adjustment. 
Available with Recoil Starter and in 19” sizes. 


MODEL P424-S, 24” Deluxe, 3% H.P., Wind-Up 
Snap Starter or with Recoil Starter. Also avail- 
able in 20” and 22”, 3 H.P. with Recoil Starter. 


MODEL P817-E, 17", 14, H.P., Adjustable 
Cutting Heights. 








MeeeoR Is Backeg By A 
Handle Control; Fast, Simple pag Network of 
Height Adjustment; New Power Cit Service Stations. 
Drive and Wheel Design. All of a olan service for mowers 
the other new, 1960 PINCOR PINCOR’. . 'S available from 
models, Rotary, Reel and Electric, hoe, 

have new advanced features, too. 


You should get the complete details 


@® There’s a new line of PINCORS 
to help you build bigger sales in 
1960. A leader is the all new 21” 
Front-Throw Reel which trims to 
the very edge of trees, walks and 
fences. A few of its many unique 
features your customers will like 


and buy: 3 H.P. aluminum engine 
with New PINCOR “Wind-up” 
Snap Starter; One Knob, Remote, 


D 
Anluct 


Power Lawn Mowers 
Want more facts? Circle 106, p. 77 


on them....and find out why 
“You'll Profit More With Pincor 
In 1960.” 


Write, wire or phone for literature, 
prices and model specifications . . . 
GET STARTED FOR ‘60 PROFITS NOW! 





Manufactured by 
aa hO), | 8 5. ae ea a, Ee | fee e)] mere) i10)-7-eelel. 
5840 W. Dicken: e., Chicago 39, | - Teles ne BErks! 7.47 


paay, 


Electric Portable Power Tools Gasoline Engines __ Electric Generating Plants 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Housewares are becoming still more competitive. Better shop nearby 
supermarkets before you make decisions on what items to promote 

or expand in this line. Late reports show 94 percent of store 
members of Super Market Institute carry house wares, a gain over 
1958. Range of items is increasing, with the notable exception of 
electrics. Many Supers carry 200-300 different items. You must be 
aware of what ite’ 3; and prices your local competition stocks 
before making management plans in housewares. The only way to 
know: personal shopping trips. 





























What's your best bet for promotions? Keep your eye on the bridal market. 
A new study by a key ad agency proves three basic points to guide you. 
First, the marriage rate is booming. Some 2% million weddings are seen 
yearly by 1965, a big boost in prospects for your ads. Second, newlyweds 
are spending more: $23 billion in 1959. Third, youth dominates. Some 

32 percent of women marrying for the first time are teenagers. Your 
promotions must appeal to 18-19 year olds. Hope chests for average girls 


now begin at 15.4 years; newlyweds average $1005 in gifts, the survey 
shows. 






































Revolving credit took a giant step in 1959. Federal Reserve 
figures show $1 billion in sales of consumer goods last year via 
revolving credit, a new milestone. Revolving credit triggered 

more than 40 percent of all instaiment purchases in department and 
hardware stores, catalog houses. All credit sales gained $6% 
billion last year, of which 82 percent was instalment contracts. 
Are 30-day accounts headed for oblivion? They're nearly as costly 
to service as revolving credit, but produce no extra profit. 
Dealers uSing 30-day charges (often hard to collect in 60 days) 
may be needlessly passing up much-needed profits. 





























What's all the fretting about? There seems to be universal disappointment 
with business activity in this first year of the "sizzling-soaring" 60's. 
This seems unrealistic for two reasons: First, record sales and earnings 
are a fact. Hardware sales are well ahead of first quarter reports in 
recent years. Apparently, many of us are not content with new records, we 
must have a super-boom. Secondly, we're barely on the threshold of the 
1960's. The prosperity seen for the decade, while already evident in fact, 
will be years gathering a full head of steam. This is healthy, for super- 
booms can spell super-busts. It's wise to plan for steady but moderate 
gains. Ensure this by investing a little more in promotions, staple 
Stocks. The future's solid, if you move with it. 
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Show this man these pliers 


and he’ll buy them... 
from YOU! 





Specially Desiqued. 
ELECTRONICS PLIERS 


Many of your customers work in electronics either profes- 
sionally or as a hobby. They need special pliers . . . pliers 
made with surgical instrument precision. We know because 
we asked them—lots of them, right at their benches what 
they wanted in pliers. Here is the answer . . . four long-reach 
CHANNELLOCK Pliers that satisfy 90% of their needs. Show 
your electronics customers these specially designed 

pliers and they’ll buy therr 

. . . from you! (Electri- 


cians like ’em, too). 


FREE DISPLAY 


Your customers will eye 
‘em and buy ‘em from 
this compact, 3 color 
display. Easeled for the 
counter ... grom- 
meted for the wall. 


CHAMPION DEARMENT TOOL COMPANY ¢ MEADVILLE, PENNSYLVANIA 


Want more facts? Circle 107, p. 77 
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Dork. lode The dale... 


CALL YOUR 


REPUBLIC DISTRIBUTOR 


No need to let temporary stock shortages cost you 
fastener sales. Not ever! Not when your Republic 
Distributor’s as close as your telephone . . . ready to 
deliver right now, in whatever sizes and quantities 
you request. 

There are many reasons why you can count on 
your Republic Distributor. Like you... he’s in busi- 
ness to stay. He understands your needs and your 


problems and works hard to help you meet them. 
As part of his service he stocks a ful/ line of fasteners 
. employs an adequate staff... has a full-time 
delivery system geared to fill both emergency and 
normal requirements. 
Your Republic Distributor is listed in the Yellow 
Pages under HARDWARE WHOLESALE. Next time 
give him a call for fast, dependable service on... 


BOLTS & NUTS « PLASTIC PIPE + STEEL PIPE « ROOF DRAINAGE PRODUCTS « NAILS & STAPLES 
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MORE THAN 20,000 types and sizes of bolts 
and nuts are available from your Republic 
Distributor. Attractive spill-proof boxes give 
displays visual appeal. 


NEW BRITE-GARD FINISH gives added sales 
appeol and sparkling protection—oa no- 
extra cost feature on all Republic electro- 
zinc plated fasteners. 


COLORFUL NEW COUNTER DISPLAY for NYLOK" 
self-locking nuts illustrates typical NYLOK Nut 
uses—serves as counter tray and point-of-sale 
unit for six popular sizes. 


poo 


REPUBLIC STEEL CORPORATION 

SERVICE DEPT. HA-9582 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 

Please send more information on: 

C) Flexible Plastic Pipe type FE® CJ Steel Pipe 

Cj Semi-Rigid Plastic Pipetype SRK® (Bolts and Nuts 
C) Roof Drainage Products CJ Nails and Staples 


Name Title 








REPUBLIC 


STEEL 





Company 


Quality SUuoplies... Qualiiy Sugrdinds Adadeece 


City 
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ronstMaster 


Black Decker. 


MOR-Fig Suunbed 


You can depend RITRON 
on Worthington so 


for “everything” electrical 











Worthington, during its 13l-year history, has witnessed the devel- 

opment and harnessing of electricity. ye OF re 
And ... from the days of Edison’s first incandescent lamp, 

Worthington has been a major distributor of electric-powered devices, 

sold by America’s independent hardware retailers. 


Today, Worthington warehouses and sells more than 8,000 elec- 
trical items. The products of leading manufacturers, these include 
electrical housewares, appliances, residential fixtures, wiring, motors 
and controls, water heaters, electric tools . . . lamps and lighting, radios, 
record players, batteries, flashlights, air conditioners... 


Because its stocks of this latest model, nationally-advertised, quick 
turnover electrical merchandise are complete, Worthington is your one 
best source for everything electrical. In addition, the Worthington pro- 
motional department and Worthington sales representatives are always 
ready to furnish you retail merchandising helps, displays and sales 
assistance. 


A-2261A 


Mr. Simon, electrical department 
manager, joined Worthington in 1929 
as an order clerk. One year later, he was 
transferred to the electrical department 
and in 1938 became a salesman in the 
Akron territory. In 1945, he returned to 
Cleveland as Northern Ohio division 
sales manager and was promoted to his ~~ 
present post in 1948. He was elected a , » 











company director in 1958. 


J 


ss THE —w 
| | gl FY PGEO.WORTHINGTON SS 
Frank Simon y 


THE GEO. WORTHINGTON CoO. 


CLEVELAND 1, OHIO 
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To sell the shopper who buys quality at medium prices 


So a 








Tall, trim and terrific! 
the brand new 


Continental ine 


As soon as they see it, you sell it— beautifully 


in beautiful, practical 


RCOWARE.. 


crafted ivory-white metal, trimmed and topped 

with glowing copper—that’s the Continental LINE 

of °59 Decoware! Designed to be as 

modern as the shopper you serve, this is the set 

for a fast sales pace. So keep your 

sales-peak rising all year long—call or write 

Continental for the complete Continental LINE right away! 
CONTINENTAL € CAN COMPANY 


EASTERN DIVISION: 530 FIFTH AVE., NEW YORK 36 CENTRAL DIVISION: 135 SO. LA SALLE ST., CHICAGO 3 PACIFIC DIVISION: RUSS BUILDING, SAN FRANCISCO 4 





PROVED (2 # 
PROFIT DEPENDS 
ON PERORMANL 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME HARDWARE DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 











nti 3) 
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“I've sold 


 V-Belts since Siksion ’ 


& 
g 


writes Joseph Rosenthal, 
owner of Joe’s Hardware, Phoenix, Arizona 


“Ten years ago I sold about 5 belts a week. Now, with Gates, I average 35 a week in 
summer... about 20 a week for the year. A good share of my belt sales are for 
evaporative air coolers —a good business I could never have gotten without Gates 
V-Belt Replacement Guide and its complete conversion charts. People all over my 
shopping area know I can supply their belt needs. 


“Having a well known, quality belt on hand...and a complete merchandising pro- 


gram to help me move them... really pays off. Gates Truflex V-Belts are a better- 
than-average profit maker for me!” 


Gates merchandising program boosts sales all year 


Gates dealers the country over report that Gates’ Merchandising program has made 
Truflex V-Belts one of their top lines in volume, turnover and profits! 


Decinsstheaite orth Meare one nee anens & 


Heart of the program is Gates’ up-to-fhe-minute V-Belt Replacement Guide that enables TRUFLEX, 
you to determine in seconds the correct belt for all home appliances, workshop tools, home 

and lawn power equipment. In addition, you receive attractive displays, posters, banners, 

handout folders, and V-Belt merchandisers that put idle space to work — plus the benefits 

from Gates advertising in magazines like Popular Mechanics. 


Find out how Gates’ dealer-proved merchandising program can mean more turns... more 
profits for you. It’s easy to change over to Truflex V-Belts...and you won't lose a penny 
on your present stock. Contact your Gates Truflex Wholesaler today. 


OTHER 
GATES 
HARDWARE | ae 
PRODUCTS |” 


Worlds largest 
are maker of V-Belts 


The Gates Rubber Cuvee: Denver, Colorado 
Gates Rubber of Canada Ltd.; Brantford, Ontario 


TPA-1100 
Want more facts? Circle 112, p. 77 


HARDWARE AGE, May 19, 1960 @ 2] 





Stock and Display ANTROL 


... the complete convenience garden line 








Sales supported by 
local and national 
advertising 


throughout 19 60 











ir, ¥ 
“riean Viole 
“OUSE PLAN. 
‘SECT BOM 
ST aua.1 a, 
SE , 
Specially made for 


house plants. Econom- 
ical and safe to use. 


Harmiess to plants 
.-- gives “New Leaf 
Shine.” 











Protective seal for 
pruned or damaged 


Contains 2,4-D and 
2,4,5-T and has squirt 
top for spot application. 


De A S 








Quick-killing ...long- 
lasting action on 
insects, mites and 
diseases. 


>) “7, .92- AV er: 





Convenient, effective 
control of ants. 








Prevents germination «4 


of crabgrass seed. 


trees. Prevents sap flow. . : 7 Kills lawn insects, 


Se) grubs, termites. 








Perfect Dust — kills 
insects, mites and 
controls diseases. 


Four Hose Sprays: 
Garden Insect Killer, 
Chiordane Soil Insect 
Killer, Weed & Brush 
Killer, Crabgrass Killer. 





CUS SECTS GITES ow 


OUTS ong VEGETABLES 





Kills insects, mites, 2 
scale...makes up to 16 
gallons of mixed spray 


7. | 











For your whole garden— 
contains Malathion and 
Captan in unbreakable 
squeeze duster. 


Stops dog and cat dam- 
age... protects shrubs, 

flowers, trees, etc. Also 
available — Indoor Ridz. 











Hose attachments — 
Heavy spray for lawns 
and trees—light spray 
for shrubs. 


ORDER TODAY. STOCK and DISPLAY the complete Antrol line. They’re your customers’ favorites! 


ANTROL® 
... fine high-profit 


Products from 


Boyle-Midway 





LOS ANGELES, CALIF.* BROOKLYN, N.Y. * CHICAGO, ILL. * CANTON, OHIO * CHAMBLEE, GA. * CRANFORD, N. J. * SEATTLE, WASH. * DALLAS, TEXAS 
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AMES SHOVELS STRONGER 


DOUBLE-TAPER FORGING... 


puts more steel 
where it counts 


AMES SHOVELS MAKE 
SHOVELING EASIER 


0 
: 

‘\ 

‘1 " 

. | 
F 
* 
BLADE IS 


UNCONDITIONALLY ‘NV 
GUARANTEED 


HERE'S THE DIFFERENCE 


Ames shovels are tapered TWO ways. Not just from back to point, 
but also from center to side. Ames alone puts more steel where it 


counts. This Double Taper Forging makes Ames blades stronger. Blade 
unconditionally guaranteed. 


Sell and Profit with Ames 


: SHOVELS 


freer produtla Thrw higher slandards =. 


> METAL HOUSEWARES 
O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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DTX® Non-Metallic Sheathed Cable 


It's the WHITE wire. Non- 
sticking, smooth and easy to 
pull, DTX will not flake off. 
Moisture and flame resist- 
ont, it is clean to handle 
and strips easily. 





DIANON D 
PRODUCT INDEX 


600 V Building Wire Type RHW 


Taped with Dupont “Mylar” 
to provide animproved mois- 
ture barrier. Smoller dia- 
meter. Sheath is wax lubri- 
cated to reduce pulling 
resistance. Standard colors, 
solid or stranded, sizes 6 
AWG through 1000 MCM 





Heavy Duty Portable Cords 


Available in Red-D-Prene® 
(red or black neoprene jack- 
et) oil, heat and flame resist- 
ant; Black Diamond (black 
rubber) for general purpose 
use; and Sigral Yellow (yel- 
low thermoplastic) for all lo- 
cations where heat is 
no problem. 


a 


600 V Building Wire Type THW 


New UL listed Thermoplastic 
building wire for 75° wet or 
dry application. Small dia- 
meter, slick silicone finish. 
Standard colors in solid and 
stranded ... sizes 14 AWG 
through 4/0. 





Diamond DUF® Type UF 


Thermoplastic insulated and 
jacketed non-metallic 


sheathed cable. Retards 
flame and has excellent resist- 
ance to moisture, corrosion, 
fungus, abrasion. UL listed. 


Thermoplastic Insulated Type TW. @ 


Diamond DTW is the small 
diameter building wire that 
is flame and moisture resist- 
ant. Eight permanent colors. 
Small size allows more cir- 
cuits in existing conduits. Sizes 
14 thru 4/0. 





Type SE Service Entrance Cable 


(Armored and Unarmored— Copper or Aluminum) 


May be used without conduit 
from pole to building and 
down side of building in 
places not subject to mechan- 
ical injury. UL listed. Neo- 
prene Aluminum SE also 
available. 


Weatherproof Wire 


Triple braid weatherproof 
covering can be relied upon 
to meet severe climatic con- 
ditions. Available also with 
neoprene or polyethlyene in- 
sulation. Comes in solid and 
stranded, full range of sizes. 





Coiled Heater Cord Set 


It's new, convenient, safer to 
use. Non-tangling six-foot cord retracts to 18 
inches. Can be used on any heat-type appliances. 


Range Cord Sets 


Three wire set is 36” long. Rubber 


molded cap, rubber jacketed cable, 


steel strain relief. UL listed. 


Bare Copper Wire 


Soft drawn bare copper wire is 
available in a complete range of 
sizes, solid or 7 stranded. 


ACT Armored Cable 
& Flexible Steel Conduif 


Suitable for general wiring in 
non-fire proof structures. 
Two, three, four conductor. 








Mark 
we WIRE and 


vi ON D 


CABLE Company 


Sycamore, Illinois 


WAREHOUSES: Pittsburgh « Cleveland * Minneapolis « Denver * Dallas « Atlanta 
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The Short Story on LAMSON 
Piated Assortments 


All bolts plated, nuts included. Six assort- 
ments—the fast-moving types and sizes that 
cover 90% of your customers’ needs: Cap 
Screws, Hex Screws (two assortments), 
Carriage Bolts, Lag Bolts, Stove Bolts. 
Refills available from stock. Steel trays 
have movable dividers, price tickets, can 
be mounted on Lamson floor stand to 
form a complete four-tray bolt depart- 
ment. Cash register cards are furnished 
for each assortment. 


There's 
more profit 


in plated 


fasteners 


(and 
more volume 
when 


they're 
displayed) 


LATED fasteners produce more profit, and they 

move better than black bolts. Given a choice, your 
customers will reach for the clean, good-looking, 
rust-resistant product. 

Sell them the easiest way possible: display your 
plated inventory in Lamson “Serve Yourself” Bolt 
Trays. Volume and profits will jump nicely, we can 
promise you that. 

Why wait for details? Tear out this page and mail 
it to your Lamson Wholesaler—or pin it to your want- 
book, if he’s coming by soon. 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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| Impire 
Brushes 
OUutSe 


others 


Contact David FE. Ritchie, 
Sales Manager, for actual 
proof of how you can increase 
your profits with Empire’ s 
new brush program ! 


number one 
sume Lrish maker 
oo Empire Brushes, Inc. 
Port Chester, New York 
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CASH IN ON THE GIANT 


REPLACEMENT 
MARKET 











STRIKER PLATE 
REPLACEMENTS 
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DC-35* IMPERIAL DOOR CLOSER 


CApniy 4 Dw 4 . . ' . 
security is ina front line position to 
provide rapid delivery of replacements 


for all storm-and screen door 


“FREE—colorful point-of-sale display 
with first order. 


ue i 
woe oe ae 
Passat kee Hohe, 
SP Si ae BOS mca 


Order TODAY to meet the replacement : a 





demand in your territory 


Hickory 9-4300 


aias } IN] 





SSECURITY!: 
a. 2 a ts ee, 


Ce ME gs oe 
VORP Re eRe og ap ee 


world s largest manufacturers of quality storm and screen door hardware 





sTORM LOCK AND HARDWARE CO., Brooklyn 24, N. Y 





dde Juajed. 
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NO 
MORE 
CALLS 
Lic i 
REPRIME! 








Goulds positive deep-well 
self-priming feature saves 
you sleep, time, and money 


Install it. Prime it . . . and forget it. 

You have it that.easy when you sell the Goulds Prime-Flow Water System. 

The Prime-Flow has a patented air-separation chamber that supplies prac- 
tically air-free water to the jet. Combined with the patented self-priming 
centrifugal pump, it: 

1. Gives you easier, faster, positive priming when you install the pump. 

2. Ends inconvenient, profitless service calls to reprime. 

3. Prevents seal from running dry. 
You can recommend Goulds Prime-Flow Water Systems for depths to 90 ft. 
lg and % HP units deliver up to 830 GPH. You wind up with a satisfied 
customer—and keep your profit in your pocket. 


GOULDS © PUMPS 
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PROOF helps you sell. The United 
States Testing Company has tested 
and verified 10 Goulds features— 
important features that lick tough prob- 
lems. Send for a comparison worksheet 
and compare Goulds Water Systems— 
feature for feature—with any other 
system. You’ll find only Goulds line 
offers all 10 features. 


Ro 
a 











NOW ... completely corrosion-resist- 
ant jet system. Two things combine 
to make Goulds Series L the best jet 
yet under corrosive conditions. Re- 
sistance to corrosion is provided by a 
unique combination of construction 
materials plus a baked-on alkyd mel- 
amine finish on all cast-iron parts. And 
now you can get any Series L jet 
mounted on a 42-gallon glass-lined tank 
—the ultimate in a corrosion-resistant, 
rust-free water system. 





More RED HOT subs broaden your 
market. Now you can choose the right 
pump for the job from a complete line 
of hot-selling subs. 4-inch UEM and 
UEH have '4 to 3 HP, capacities to 
1380 GPH, depths to 660 ft. 6-inch 
UB and UF have 1% to 40 HP, capaci- 
ties to 180 GPM, depths to 1450 ft. 
Send coupon for complete ratings. 
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GOULDS PUMPS, INC. 
Dept. HA-50, Seneca Falls, New York 


Please send me 


[] Jet Water Systems informa- 
tion 


[] Comparison worksheet 
plete ratings, on the UEH and 
UEM 


[] Literature, including com- 
plete ratings, on UB and UI 


[] Name of my nearest Goulds 
distributor 


r 
| 
| 
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7 [] Literature, including com- 
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Roll profits up to a new high with Hercules all-purpose 
Tape Dope, in the exclusive new 39¢ bubble pack. It 
ends the need for sticky pastes and drippy liquids, so 
anyone can do a fast, clean pipe sealing job. Now a 
single product—Tape Dope, made of DuPont 
TEFLON ®—can be used for all threaded pipe includ- 
ing steel, iron, brass, plastic, monel, aluminum and 
synthetic rubber. Tape Dope makes per- 

manent, leak-proof joints on pipes carrying 

almost all liquids or gases, and is not 

affected by extreme pressures, tempera- 

tures, or weather. Tape Dope will never 

harden. Joints are easy to assemble, 


On orn 


NEW! “LEANER FASTER 


-RUU 











EN AN ORR 


PIPE JOINT COMPOUND 


and can be disassembled even after years of service. 
Your customers are reading about Tape Dope now, 
in home improvement magazines. Contact your whole- 
saler today and add Tape Dope to your stock of fast 
moving Hercules products: Swif Solder, R-D (Root 
Destroyer), Plastic Aluminum, and others. Colorful 
bubble pack in two sizes: 30” roll retails for 39¢, 90” 
for 98¢. Free display rack (on request) with every 
dozen. Also available in 300” and 600” rolls in handy 
pocket-size cans—one dozen cans per display 
unit. For literature and free sample write 

today to: Hercules Chemical Co., Inc., 

416 Broadway, New York 13, New York. 


aes NEW HERCULES 


et i 3 Pe," : 
; troll “ey . 
Save Tage Depo snplates dene dwkelon compen ts 
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Now! | 
Modern Hager Hardware in 


crisp! clean! attractive! | 
for high-speed shipping without re-packing. 


' 


New materials-handling advantages, too. 


eos Jobbers ship “‘as is’’; without re-packing and re-counting. 
It arrives ‘“‘in the pink’’ ready to display or stack, 
handsomely, on counter or shelf. | 
Decimal packing, throughout the line, simplifies pricing 

~ and inventory. New billboard label can be read at a glance 
an aisle away. The folding top thumbs open conveniently; 

} stays friction-tight shut when closed. 

Newly designed, newly constructed for high-speed selling, 


shipping and handling Modern Hager Hardware. 


new design + modern construction + new decimal count + new billboard labels 


ce Folding Top 







New 1-piece , h. doubl led 
; oug oO *-wWwalle 
attractive Box oo” U6), Oa 


corrugated kraft 


Le 





EVERYTHING HINGES OM Hager / Stacks Evenly . .. 
Shelves Solidly .. . 


Displays Handsomely 


“Seeing-Eye’’ Labels 
- in 3 attractive 
“signal’’ colors 


The shipping carton is new, 
too contains fewer boxes for 


easier warehouse handling. 


©1960 C.*Hager & Sons Hinge Manufacturing Co., St. Louis 4, Mo. 
Hager Hinge Canada Limited, Kitchener, Ontario 


FULL WAREHOUSE STOCKS ATLANTA, BOSTON, DALLAS, DENVER, LOS ANGELES, SAN FRANCISCO, SEATTLE, ST. LOUIS 





HERE’S THE 
LINE UP- 
TAKE YOUR PICK: 
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In the market for carriage bolts? 
We make a full line of sizes. 
Lag, and machine bolts also. 

And they're all top quality. 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation, 


eo wuts OUT THREAD BETHLEHEM 
STEEL 
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Drafstop was recently named ““The Perfect Package” and rightly so! 1959 was 

the big year of dealer-consumer acceptance for Drafstop—but now, get ready 

for the biggest year of all... 1960! Drafstop is priced to make it easy for 

your customers to buy. And this year, Drafstop will have the solid impact of 

color advertisements in Post and Better Homes & Gardens. You'll be starting the 

weatherstripping season with a strong, pre-sold Drafstop package. You'll get 

lots of merchandising and sales aids too...working model demonstrators, 

counter card ad blow-ups, advance magazine copies, “‘As Seen In’’ stickers 

and package tags, and bright red and black Drafstop target signs—plus envelope 

mailing stuffers and ad mats. Drafstop is a “‘do-it-yourself’’ item and a big seller 

—cash in! THIS TIME, WHEN YOU ORDER...ORDER DOUBLE... YOU'LL NEED IT! 
Want more facts? Circle 123, p. 77 


600 N. Baldwin Park Bivd., City of industry, Calif. 
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HOME OWNERS SAY: STOP-FLO makes CONTRACTORS SAY: STOP-FLO elimi- 
it easy to calk, anyone can do a good 
neat job. 


PAINTERS SAY: No mess and clean-up 
nates waste and saves time, saves me with STOP-FLO, saves me time and 
money. money. 


everybody likes it! sell... 


handi1-calk 


with STOP-FLO--------_ 


STOP-FLO makes handi-calk the 


only cartridge on the market that 
stops the calk flow every time! 


For complete informetion write to DEPT. HC-HF; 2366 Woodhill Road, Cleveland 6, Ohio. 


the GIBSON - HOMANS company EVERYBODY LIKES IT! Sell the full line of 


handi-family of quality products 
Calking & Glazing Compounds, Roof Cement, 
Aluminum, Colored & Black Roof Coatings, 
Foundation & Water Repellent Cootings, 
Aluminum & Black Roof & Metal Paints. 
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2366 Woodhill Road « Cleveland 6, Ohio 
Factories: Conyers, Ga. * Matawan, N. J. * Richmond, Cal. 


Portland, Oregon « Cleveland, Ohio 
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aSipes Luma-Lint 
Renews Lemple Roof 


The imposing Temple of B’Nai Israel 
Congregation, Pittsburgh, gets the 
careful maintenance that a splendid 
edifice deserves. Recently, Sipes 
Luma-Tint Colored Aluminum Coat- 
ing was selected to preserve the struc- 
ture’s metal roof. Mr. Samuel 
Schreiber, congregation president, 
states, ““We wanted both to preserve 
and beautify at the same time. Luma- 
Tint proved the perfect solution.” 

Made with ALCoA® Pigments, good 
colored aluminum paints like Luma- 
Tint have found an important market 
in institutional painting. These are the 
big gallonage jobs in every neighbor- 
hood—your neighborhood: schools, 
churches, fraternal headquarters and 
municipal buildings. 

Now you can offer all the durability 


and protection of an aluminum- 
fibrated coating—and a choice of dec- 
orative, metallic colors. Aluminum 
coatings like Luma-Tint carry the 
famous ALCOA label, known to home- 
owners and industrial buyers every- 
where. These coatings are ideal for 
composition, asphalt shingle, tar 
paper, concrete, cinder block, stucco 
and metal surfaces. 

No wonder dealers are enthusiastic. 
Here’s important new business for the 
1960 painting season. How is your 
inventory? 

ALCOA does not make colored 
aluminum coatings, but we will be 
happy to refer you to reputable manu- 
facturers who do. Send coupon today 
for our booklets, which contain im- 
portant informatior to help you sell. 


VWactcoa ALUMINUM 





PIGMENTS, PASTES AND POWDERS 


: Fr H we 2. at 
» J a = ®. ¥ 
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A durable, weatherproof coat of Sipes Luma-Tint 
sets off the beautiful B'Nai Israel Congregation 
Temple. Luma-Tint is made by James B. Sipe and 
Company, Pittsburgh, and was applied by Storm 
Seal Co., Arthur Foote, president. 


Aluminum Company of America 
1744-S Alcoa Building 
Pittsburgh 19, Pa. 


Please send your free booklets: 


|] Aluminum Roof Coatings Make Time 
Stand Still [| Painting With Aluminum 


Name 
Company 
Address 
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n BIG CASH PRIZES in the Rust-Oleum 
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RUST-OLEUM 


GHLVINOLED 


Any rusty items lying around out in back? Why not use them to 
create an unusual Rust-Oleum Window that may bring you up to 
$500.00 in cash? You profit from increased sales on a product that 
returns an average of over $100.00 per square foot— you may profit, 35,000,000 people will see Rust-Oleum 

too, from the opportunity to win big cash prizes during the months featured in the May issue of famous 
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FEATURED IN READER'S DIGEST! 
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advertisement that will bring buying ] igest 
customers into your sfore! PLUS—full = ae 
color page ads in TIME MAGAZINE : 
and NEWSWEEK! All topped off with ° 
hard-hitting Television, Newspaper, . 

° 

J 


Just ask your Rust-Oleum distributor salesman for an entry form— 
then send a snapshot of your Rust-Oleum window, together with 
the form, to the Rust-Oleum Corporation. That’s all there is to it! 
Eleven big cash awards each month during June, July, August, and 
September — $5,000.00 in all! Write for complete details or check 


and Billboard in many local market areas! 
with your Rust-Oleum distributor. 


RUST-OLEUM CORPORATION ~~ 2571 Oakton Street + Evanston, Illinois 


RUST-OLEUM. 


2ee ; 
——" 


Availabie in handy 
brush or spray containers. 


There is only one Rust-Oleum. 
Distinctive as your own fingerprint. 


Want more facts? Circle 126, p. 77 
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the customers you want to 


HOUSE PAIN 


TOR amy extresion sues 





reach for O’Brien’s “75” House Paint! 


because quality makes 
O’Brien Paints the best bargain 
you can offer 


Frequently the customer who’s been sold the 
special price ‘bargain’ paint is the customer who 
never comes back. Pennies ‘saved’ at the time of 
purchase are forgotten when poor quality becomes 
fully apparent. Both the customer and the dealer 
are the losers. 

The sure way to keep business good, profits 
steady, and customers permanent is to feature the 


fine quality of O’Brien Paints. Their greater cover- 
age, easier application, longer-lasting beauty and Pp A I N ; S 
durability are the ingredients that add up to real 


paint-economy. 

O’Brien “‘75”’ House Paint gives a choice of high 
gloss white and low lustre Exterior Eggshell with THE O'BRIEN CORPORATION 
the full richness of ‘“‘symphonic colors.”’ 

For the customers you want to keep—feature 
O’Brien Paints. Baltimore « Oklahoma City « San Francisco « Los Angeles 


Want more facts? Circle 127, p. 77 


SOUTH BEND 21, INDIANA 


HARDWARE AGE, May 19, 1960 © 37 





i1NOW...TIE IN| 
HOLLINGSHEAD | 


Nationwide promotional push, spearheaded 
by Martin Agronsky on NBC Monitor, opens 
in mid-April, runs all Spring and Summer! 





The fuse is already lit on the biggest Hollingshead 
sales promotion ever! 


The products are DAB and Met-L-it ... two 
of Hollingshead’s brightest sales stars. 


The promotion: sponsorship of Martin Agron- 
sky’s popular news commentary every Saturday 
and Sunday from mid-April until the end of August, 

“\. over the full NBC radio network. 

That means we’ll be on the air with DAB and 
Met-L-it sales messages all through the exciting 
pre-convention and convention days ahead .. . and 
all through the best selling season for these two 
Hollingshead favorites. 


What’s more, we’re backing it up with colorful 
point-of-sale display material .. . all yours for the 
asking. 

Plan now to make the most of this exciting 
Hollingshead promotion. Get behind DAB and 
Met-L-it . . . and get ahead in sales! 





Hurry! Order stock and 
free display aids... today! 


Want more facts? Circle 128, p. 77 
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WITH THESE 





"SELLMATES ! 


Here’s DAB! Finest viny! plastic repair ever 
made. For inflatables, auto seat covers, shower 
curtains, and general household uses. Goes on in 
seconds, dries in minutes, lasts for years. Flexible, 
waterproof, airtight. Won't peel off... actually 
gains strength with age. Especially good for seam 
leaks. No color-matching problem, because DAB 
is coloriess and transparent. Many other uses! 


HOLLINGSHEAD 


Canaan 


NO HEAT-NO TOOLS 
REPAIRS - SEALS 
CAULKS “MOLDS 


7 AN - 
‘ING 


| JUST APPLY LET ORY 


WILL 

NOT 

RUST 
crack LA 
CHIP 

OR PEEL 





Here’s Met-L-it! a plastic aluminum 
metal mender in pliable putty form. Mends any 
meta from auto bodies to metal boats... rain- 
pipes to radiators! Repairs cracks, seals holes, 
fills in dents. Won't shrink, rust, chip, crack or peel. 
Also ideal for mending wood. And Met-L-it flows 
free and easy from the tube. No strain: just squeeze 
.. and out comes easy-working Met-L-it! 


R. M. HOLLINGSHEAD CORPORATION 


Sunnyvale, Calif. 


Camden, N.J. 


Toronto, Can. 


Want more facts? Circle 128, p. 77 


HARDWARE AGE, May 19, 1960 © 39 








ot 
& 
x 


JEL LS 
ake TO w w 


“.*% 


when you buy 


R42 x PKA-3 


“PACKAGE 
DEAL” 


You Get - plug 


KEY MACHINE — 227i 
aa ey 
ROTARY KEY BOARD — plus 

1020 POPULAR KEY BLANKS 


You can Cut Cylinder and Car 
Keys Quickly and Accurately! 


You get this Giant Sign 
G@ne for Your Store FREE 


KEYS MADE. 


CAST ALUMINUM 12” x 27” 


MAIL COUPON TODAY 


Me ie oh ot RD et Ok KO oo Oe ER Be oe me 
KEIL LOCK CO., INC. 
Charlestown, New Hampshire 
Please send complete information on your 
R 4% x PKA-3 “‘Package”’ Deal plus FREE Key 
sign. 
Name....... : 


PLEASE PRINT 
Address 


City Zone State ef 


# 
ee ee ee ee ee 
Want more facts? Circle 129, p. 77 
40 ¢ HARDWARE AGE, May 19, 1960 





the only place 
they won't stick 
IS on 

your shelves 


Elmer’s full line turns over fast—and presto! Profits go up. No 
wonder—with all the ads in top consumer magazines backing 
these great glues. Stock all of them. See your supplier or write 
The Borden Co., 350 Madison Avenue, New York 17. 





a °%: 


eee 
 o 


Kxevolulionary 


O10) bere) Ole be morercluinurstalemelelilny 


** 
"mae 


=] ew «© 
as 


a ee 
%e a 
"88 + Geen, 
. 


* 
3g2 


“FLINT 


(G01 6) Cr car) au Das ROO) Er 


i ed 


. 
7° 
5 
* 
‘ 
. 
' 
’ 
‘ 
7 
> 
. 
. 
- 


) 
‘. * “rr? 
‘-Sra@e- #@6 


“Serer er aret #*# «& 


eer Pr 2 See oth ea ee «, 
**erearerae “8 * eee 


Chott. fot oo. oo oe 2 eee 
"* Se eee oa ee 
r *"“« 
‘eee 


a ae | o 


ee ce | 


ON THE COUNTER "SUSAN 
HOLDSTER’’ ® FROM $18.95 





ON THE WALL $14.95 
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UNDER THE CABINET “SUSAN 
HOLDSTER” ® FROM $18.95 
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) WHEELING WARE 


Here’s the full story on the one full galvanized ware line! 


At last—a single source of facts on all types of galvan- 
ized ware. It’s Wheeling’s new ware catalog. 

That’s right, you'll find complete information on every 
item of Wheeling Ware—galvanized sheet, hand-dipped, 
painted and lithographed. What’s more, you'll find a 
wide variety of products in each category. Take pails, 
for example. There are twin... oval...mix...stock... 
calf ...standard ... heavy ... extra heavy... navy... 
and two types of cement pails! 


Wheeling... and only Wheeling... gives you such a 
complete catalog, because only Wheeling makes such a 
complete line of high-quality ware. And only Wheeling 
has the famous red label — symbol of the finest in gal- 
vanized ware for over half a century! 

If you haven’t already received your copy 
of the new Wheeling Metal Ware Catalog, 
write for one today. Wheeling Corrugating 
Company, Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 


Immediate delivery on all stocked items from these warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston 


Want more facts? Circle 132, p. 77 
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VA ANDROCK ANNIE says: 


7 “It’s pure ‘Merchandising Magic’ 
S. the way 


ANDROCK’s 


> -39¢ 


KITCHEN TOOLS 
Disappear Right Off The Racks!” 


MIXING 


SPOON 


ge 2° Siecameemaae 
Sak aa 


Order the 1000XP 
39¢ line of 


No more’n you put ’em out... they’re gone! And no 
wonder. Every piece is pre-priced and labeled .. . 


available in 5 fast-selling, most-wanted colors. And 
tomers help themselves to the smartest style kitchen = o R iK 


tools of MIRROR CHROME PLATE. 


KITCHEN TOOLS 


Made by THE WASHBURN COMPANY «+ Worcester 8, Mass., Rockford, Iilinois 
SO years of American manufacturing experience 





Want more facts? Circle 133, p. 77 
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CH... a — 


ON 7 OUT OF 9 
BULB TYPES 





Here’s a merchandiser that is more than 
justa boxful of lamps. For General Electric 
#285 counter display is planned to show 
G-E Christmas lamps effectively .. . to save 
time for you . .. and to speed your sales. 
No need to figure out quantities, colors, 
types because this new display features, in 
small space, the 3 most popular G-E 
Christmas lamps... the “bread and butter” 
types that give you most of your sales... 
in quantities keyed to average user buying. 


You get 75 C6, 180 C7%, 30 D14, all in 


assorted color, pre-priced, 5-lamp packs. 


Sets up in a jiffy ... just slide from outer 
case, lock together and you’re in business! 
And G-E #285 makes it easy to go after 
impulse sales ... by an extra display at the 
register and at other points in the store. 
Order several G-E #285 displays to help 
you ring up more profits this year. And ask 
your supplier about a selection of the new 
General Electric Christmas lamps your 
customers will also want. 


Want more facts? Circle 134, p. 77 
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G-E #285 Counter Display! 


@ Pre-packed ... just slide from “outer” case @ Price-marked packages... saves your time 
and lock together. in pricing and at cash register. 


@ Sets up fast...two minutes and you’re ready @ Compact... easy to handle... with stock 
... no need to spend time arranging stock. selected for sellout. And new low prices! 





New G-E Twin Lamp Pack 


Cy), Sse | “— 
Saves time...saves work...steps up“‘loose bulb’’sales  — ohh ee ae 
e New G-E twin pack sells two bulbs at a time... AG ‘i ’ - 
twins of the same color. a ; 


e Already price-marked. No need to price stamp each 
bulb or put on stickers. Speeds checkout, too. 


e Easy to display .. . dump in bin or basket .. . or use 
shipment tray ... handy unit of 100 bulbs. 


@ Each card clearly marked “G-E”...to give you full 
advantage from General Electric advertising (reaching 

over 50,000,000 people this year!). 

e Customers make up their own color assortments .. . 
choose just the colors they want and the brand they want. 
Increase your bulk bulb sales. You can now order G-E twin 
lamp packs in handy 100-bulb units in these bulb types: C6, 
C7%, D26, D14, D15, D27. Also in 500 bulb cases. Ask 
your General Electric Christmas lamp supplier for details. 


You'll also want fast-selling G-E 5-Bulb Packs 


® Quickly identified . . . customers know at a glance this 
is the brand they want . . . General Electric. 


@ Easy to stack on shelf or in bins . . . or to dump in bin 
or basket. 


® Unit is handy for shopper and store. . . and it sells 5 
bulbs at a time. (In all G-E Christmas types except 
“Lighted Ice” and “Snowball” lamps.) 


® Available with packages price-marked . . . saves time 
in pricing and at checkout. Order from your supplier. 


Miniature Lamp Department of General Electric Co., Nela Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 


Want more facts? Circle 134, p. 77 
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IT’S NEW! 
“Ciltlp Lacly” COMPACT .. . ELECTRIC 
CABINET RANGE 


BIG SIZE... /7’5 ALMOST 3 FEET HIGH! 


NOTE THESE OUTSTANDING FEATURES THAT BOOST SALES! 


e Safe . . . Controlled Heat with -« Sturdy, Steel Construction ... 
Westinghouse Thermostat! Coral Enameled! 


e Large, Insulated Oven accomo- « Two Real Switches .. . One for 
dates 8” Baking Pans! Oven—One for SBurners! 


e Spacious Storage Compartment e Large, Appropriate Cooking and 
below oven! Baking Utensils Included! 


COOKS AND BAKES... 
































Suggested Retail $24.95 
Write FOR CATALOG AND PRICES! 


Permanent Showroom: 200 FIFTH AVE. ©  WEW YORK 


Oo. 310 
30°* x 15°" x 11°" 
110-120 Volts A.C. 


TOY RANGE & OVEN SETS ELECTRIC CANDY-MAKETTE 
WITH CONTROLLED HEAT SETS 


ELECTRIC CORN POPPERS TOY IRONS AND BOARDS W/p3 METAL WARE Coup 


PLASTIC MOLDING SETS STEAM ENGINES TWO RIVERS, WIS. 
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profit line for 
the selling ’60’s 


All fired up for the best sales, profits 

and easy selling, Barr’s long line is 

the line to sell! Barr constantly / # = 
adds new fast sellers to the hun- /.<47 7 
dreds of quality items already avail- 2% 
able—all with high mark-up, better 
color, displays and packaging thar 

you get anywhere else! National , 
advertising pre-sells for you. 


eo, “. = Shes 
— s ~~ « 
Y=’ 
_ a> * 
77 te oF 
ad Fy ar, 
. 


Lf e ~~ Check your stock now—order from your jobber today! 
3 The BARR RUBBER PRODUCTS COMPANY 


Sandusky, Ohio 
sausoons CC) at ‘BALLS Qos Fron ravens New York Office: 200 Fifth Ave., 


New York 10, N. Y. 


Sea 
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DRAGSTER SPECIAL is racetrack safe for 
real speed... eligible for all classes of races! 
New heavy chassis, low center of gravity pre- 
vent overturning . . . heavy duty pneumatic 
tires and roller bearing wheels mean extra 
safety for higher speeds. At the races, the 
Dragster Special is in a class by itself! 


The ORIGINAL DRAGSTER is a hit with the 
youngsters! Safely speeds up to 15 miles per 
hour ... or throttle can be adjusted to extra 
slow speeds for small children. Low center of 
gravity prevents overturning, performance- 
proved safe for children! With the younger 
“‘racers’”’ the new 1960 Dragster is the winner! 


New 1960 DRAGSTERS 


Here are two of the fastest moving karts on the market today—the new 1960 DRAGSTER and DRAGSTER 
SPECIAL! Dragsters meet the demand of every karting fan ...mean extra sales, extra profits for you! 





SEND TODAY FOR FULL DETAILS! a 


Yazoo Sales Co. 
3607 Livingston Rd. 
P. O. Box 4207 
Jackson, Miss. 


Please send me complete information on the new 1960 Dragster and 
Dragster Soecial. 


NAME 





YAZOO SALES COMPANY, INC. ; 
3607 Livingston Rd. 114.N. Central St. Route $9 FIRE 
Jackson, Miss. Gillman, Ill. Monsey, N.Y. 





CITY ZONE STATE 
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HERE’S A NEW 


PITTCHLOR 
PACKAGE — 
NEW SIZE oe ante Draw... 











.. fifteen ounces 


CONTAINER sieammere wim | Quickest o 


..an unbreakable 
polyethylene bottle 





DESIGN 


..in bright, full color 


Now you can offer Columbia- 
Southern Pittchlor in a com- 
pletely new package. The 
fifteen-ounce size is ideal for 
the fast growing plastic pool 
market. And the sturdy, un- 
breakable polyethylene bottle 
is so convenient to use. The : | 
new design is a big sales help. . ee | 

You'll find the PITTCHLOR oo ee eee pe 

fifteen-ounce unit an attrac- ‘ 7 wt Fe 2 (MARKS MAN 
tive, attention-getting money ~~ | 


maker on your shelf orcounter. >" | iis 2 a ~ N EW 20 S H OT B B 


Ask your distributor toshow way gic aan a. aa 


youthecR-asw PEETORIOR, | | REPEATER AIR PISTOL 


package. 


PITTCHLOR®—Granular cal- en nee SN Re eee Model MPR _.177 Cal. 
cium hypochlorite, for rapid 
release of 70% available chlo- 


rine. Kills chlorine susceptible Brightly colored carton makes — 2 eee 


algae and bacteria. Available 2" attractive shelf display, neat- 
also in 3% lb. and 5 Ib. re- ly holds a dozen bottles. 


sealable cans, and in 100 lb. asiallineaidil And Only Q5 RETAIL 


A tablet form, too: 


PITTABS®—Compressed cal- = 
cium hypochlosite, Pittabe opal e Only BB Repeater that shoots pellets, BB’s and darts. 


provide a continuous and uni- oo @ Balance, weight and feel of a service automatic. 
f ly of 70 i Ve es a: 

eee me roe * a Saks @ Lifetime power built in. No CO’ cartridges needed. 
Available in 3% Ib. resealable “eS 

cans and 100 Ib. drums. 


Write for catalog on Pistols, Pellets, Darts 
columbia southern acadacin rupaecrs 


& eS TY) ] CC a | ~ | Division Morton H. Harris, tnc. 


Los Angeles 25, California 


e Handsome gift box with generous supply of ammo. 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION « A Subsidiary of | 
Pittsburgh Plate Glass Co. « One Gateway Center, Pittsburgh 22, Pa. 3 ‘ : 
DISTRICT OFFICES: Cincinnati * Charlotte « Chicago « Cleveland Le ? MARKSMAN air gun PELLETS 


Boston « New York « St. Louis « Minneapolis « New Orleans « Dallas oS “s fit ali makes of air pistols, rifles. 
Houston « Pittsburgh « Philadelphia *« San Francisco d 3 .177 & ZZ galiber. From 70¢ Retail. 
IN CANADA: Standard Chemical Limited 7 ee - oo 
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“See if it’s Really made of Green Cheese!” 


You'll probably find, Billy, that dairy products and Lady Moon don’t 
have much in common. But, whatever her composition, your Gilbert 
80-power Reflecting Telescope will tell you a lot about the Moon you 
never knew before. 

Every crater, every “sea”, every surface irregularity will show up 
clearly. Gilbert telescopes are not “toys” in any sense of the word. 
Precision ground lens system, Ramsden eyepiece, new rack-and-pinion 
focusing, aluminized reflecting mirrors and other features make them 
suitable for serious astronomical viewing. 

But, because they’re ruggedly rT 
built and designed to provide the FREE 
most in fun for kids, junior scientists Te 
everywhere will want — and get — 

Gilbert Telescopes. 


oe 


bi, pe rae 7 oe 
ee eras ‘3 - 3 Or oe Pap 
Ree By Bras xy % Sh pcg a aN > 


The Finest Name in Career-Building Science Toys 


THE A. C. GILBERT COMPANY 


New Haven, Connecticut 
Want more facts? Circle 140, p. 77 
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HERE'S NEWS trom 











20, 24 and 26 x 2.125 
Black or White Sidewalls 


This trim-clean “Super Rider” 
tread pedals smoothly—effort- 
lessly—yet holds the road with 
powerful traction. 


NZ) 
ov kD 


U. S. Rubber Research is in the 
final testing stages of other 
important tire improvements to 
be announced soon — 


KEEP YOUR EYE ON U.S. 





— 


Wasnt more facts? Circle 141, 
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The Super Rider puts more rubber 
on the road for cushioned riding 
ease. A balloon tire that looks as 
sleek as a middleweight. 

Pedals Easier Coasts Farther 


Nylon provides much greater 
resistance to fatigue — and greater 
resistance to rim bruises. 


CYCLE TIRE DEPARTMENT 
549 East Georgia Stree? 
indianapolis 6, Indiang 


p. 77 
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MAKE TOYS A 
BIGGER PROFIT LINE 


Contents 

How to boost toy profits 
How to gage the future 
What about trends in 1960? 
Which lines to watch 

Why not get an early start? 
How the market shapes up 


How to improve salesmanship 
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Toy Merchandising Guide 


How you can make 


Toys a bigger profit line 


Here is a growing market. The number of toy-age children expands each year. New 


toys follow the space age trend. Here is a Guide to help you sell in this market. 


by James M. Dixon, associate editor 


If you are on the fence about merchandising toys, 
here are some facts to help you make a decision. 
The purpose of this Toy Merchandising Guide is to 
describe major facts about the toy market, to help 
you come to a decision about starting or expanding 
your toy department. 

While there will be price competition, slow movers, 
markdowns, and the same general problems found in 
most merchandise lines, this much is certain about 
toys: Sales can only go in one direction in the 1960’s, 
and that is wp. 

Before looking into this general prediction more 
fully what does the word “toy” stand for these days? 


First, toys are any object of play, sport, or other 
healthful activity for youngsters through age 15. 
From 15-16 years of age on, activities become more 
adult. Toys are discarded in favor of mature sports 
and play equipment. There are more than 50 million 
of these youngsters, 15 and under, to start the 1960’s. 
The number is growing at the fastest pace in history. 


Second, toys today are more than playthings. They 
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feature scientific accuracy, electric power, and the 
ability to mold and train young minds. Many of the 
toys in the 1960 market place are precise enough to 
have served as scientific models in classrooms just a 
few years ago. 

This great sophistication of modern toys almost 
makes the word “toys” a misnomer. Toys have be- 
come, more accurately, devices to develop skill, knowl- 
edge, coordination, and mechanical and technical abil- 
ity. In brief, an expression such as “youth trainers” 
might be more apt than “toys.” 

This Guide measures the market and potential for 
both the modern “youth trainers” and the staple toy 
lines. This Guide outlines the profit opportunities 
toys present in their natural market: your hardware 
store. 

Toy retail sales reached $1.65 billion last year, a 
gain of 18 percent over 1958 sales. About $650 million 
of this figure was gross profit. 

Did your toy sales increase 18 percent last year? 

Did your store gets its share of this gross profit? 

You can answer “Yes” to these important ques- 
tions if you’ve been changing with the market, pro- 
moting new toy concepts. If your toy sales are not 
increasing, or if you haven’t started to merchandise 
toys, at least during the peak fall season, then this 





Guide can help you build enthusiasm for more profit 
in the 60’s. 

In recent years the growth of the toy-age popula- 
tion has far outstripped the population as a whole. 
Births are around the 4 million mark annually, and 
are likely to stay at this level for many years. 

The number of children under age 14 increased 
26 percent from 1951 through 1958. Total population 
increased 13 percent, a clear two to one advantage to 
children. 

As toys become more important to hardware deal- 


regularly for the home or for play that is not repre- 
sented on your shelves. If you skip toys, you are 
missing a vital link in the chain of family sales. 

As women customers become more important, toys 
increase in importance. Why? Women buy the bulk 
of all toys. 

Some dealers are afraid of toys as being “too highly 
seasonal” a line. This complaint, though inaccurate, 
is heard often. 

To a degree, toys are a seasonal assortment. Some 
60-70 percent of all toy sales are made in the October- 


Some new toys for 1960, showing the trend toward training as well as playing. 


ers, it’s important for each dealer to decide how he 
will handle and promote the line. That’s where this 
Guide helps you with your toy section problems. 

You will find in this Guide the market measured 
in numbers and dollars. You will find opinions from 
wholesalers about the changing market. You will find 
HARDWARE AGE aids to help you get a bigger share of 
the market. In brief, you will find proof that toys will 
benefit your store’s traffic, sales, and profit on a year- 
round basis or seasonally. 

Virtually all families buy some toys during the year. 

Where do they buy them? 

At drug stores, stationery shops, variety chains, or 
gasoline stations? 

Your customers prefer to buy them in more natural 
surroundings, such as your hardware store. 

Then there is the family store appeal which some 
dealers tend to take too lightly. If you do not now 
sell toys, it is probably the only major hard line (ex- 
cepting furniture and furnishings) that is bought 


December period. But there is a steady demand for 
that 30-40 percent of toy trade throughout the year. 
This 30-40 percent total will total some $500 million 
in sales this year. 

Also, the “highly seasonal” aspect does not deter 
dealers from sizeable investments in outdoor lines, 
Christmas ornaments, moth goods, etc., with similar 
seasonal aspects. You can’t sell Christmas ornaments 
in February, while you can continue to sell toys in- 
definitely. You aren’t faced with huge markdowns 
or storage on toys after Christmas. Toys are good 
gift merchandise all year. 

Toys complete your family-store appeal every month 
of the year. They give the tots in the family some- 
thing to look at whenever the family comes into your 
store on a shopping trip. 

Discuss toys with your wholesaler if you have 
doubts, after reading this Guide. He’ll tell you that 
you can’t go wrong by having toys on your shelves 
throughout the year. 


HARDWARE AGE, May 19, 1960 « 53 





HARDWARE AGE 





Toy Merchandising Guide 


What’s ahead in sales? 


A new record was set last year. With marriages and births increasing, 


there’s no place for toy sales to go but up, up, up. 


If you are a hardware dealer, taking your first peek 
at the toy industry, current sales figures and future 
potential may appear staggering. 

More than 50 million kids each receive six or more 
substantial toys per year as gifts. In addition, most 
of these children are buying toys for themselves. 

There are between 1000 and 1500 children of prime 
toy age, 15 years and under, for every hardware store 
in this country. 

Last year, toy sales clobbered records to reach a 
new high of $1.65 billion at retail. It appears that $2 
billion a year in retail sales is just a few years away. 

These figures prove the existence of a growing 
market, and it’s a natural hardware market. But only 
some 12,090 hardware dealers are getting their share 
of this market. That’s about one out of every three 
hardware dealers. 

If your store is among the two out of three hard- 
ware stores missing out on toys as a regular contribu- 
tor to traffic and profit, perhaps a talk with your sup- 
pliers is in order. 

Here are impressive and enlightening market 
figures: 

@ Toy sales have doubled in the last decade (see 
accompanying chart). 

@ In the 50’s, the biggest segment of the toy mar- 
ket (ages 1-9 years) increased by 30 percent. 

@ In actual numbers, children of all toy ages have 
been multiplying by roughly a million a yeur. What 
other hardlines’ market can claim a million brand new 
prospects annually? 
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These child statistics will help you gage your mar- 
ket: 
(1) There are a million more boys than girls under 
15 years of age. 
2) There are 18-19 million tots under 6 years old, 
37 percent of your total market. 
There are 17-18 million children between 6 and 
10 years old, 35 percent of the total. 
There are 13-14 million children in the 11-15 year 
bracket, 28 percent of the total. 
Some 7.5 million youngsters live on farms, 15 
percent of the total toy market. 
Some 13 million youngsters live in non-farm and 
suburban areas, 26 percent of the total. 
Some 29.5 million youngsters live in metropolitan 
areas, 59 percent of the total. 


What’s your personal stake in the toy market? You 
can gage this quickly. 

The average family with children spends $33-$35 
for toys during the Christmas season alone. The fig- 
ure for the full year is considerably more. Since most 
dealers think of the fal! season as their prime market, 
use a little arithmetic with $33 or $35 as a prime 
factor. 

Suppose you serve a community of 500 families. 
The potential for toys before Christmas is more than 
$16,000 ($33 x 500). The full year’s potential ap- 
proaches the $30,000 market. 

Granted, you can’t expect to have the whole market 
to yourself. But if you will concentrate on full stocks 





Here’s why the toy market has a tremendous sales, profit potential 
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Figures on marriages and births indicate bigger toy sales during the 1960s. The solid line is the index for toy 
shipments. The dotted line is the index of consumer expenditures. The base index figures is 100 = 1947-1949. 


and sales promotion, there is no reason why you can't 
get 10 percent of it. 

Accordingly, in your trading area of 500 families 
(this represents a community of about 1500 persons), 
you might aim for $1,600 in Christmas toy sales as a 
realistic figure. For the full year, a target of $2,700 
in sales is within reason. 

Your gross profits in this volume range would run 
between $600 and $1,000. 

The figures on toys are bound to get still more im- 
pressive. The population explosion of the 1950’s ap- 
pears to be continuing. More young couples will be 
marrying, between 1/% and 2.2 million a year, through- 
out the 1960’s. The current annual birth rate of more 
than 4 million will swing up, how far no one knows. 

Toy sales can go only one way in the 60’s, and that 
way is up. 

Toys will return you an average profit margin in 
the 40 percent range. The toys that remain on your 
shelves after Christmas have plenty of year-round 
sales potential as: 

Birthday gifts. 

Grade school graduation gifts. 

Reward toys. 

Impulse sales. 

Children’s own purchases. 

Holiday and vacation purchases. 

You’ll do 60-70 percent of your total toy sales in 
the Christmas selling season, and 30-40 percent the 
rest of the year. These are historical percentages. 


There is a substantiai 12-month potential to relieve 
you of heavy seasonal markdowns, or costly storage, 
after the holidays. 

This is not true of many other seasonal lines. Most 
of them have a definite climax. Afterward, you must 
make a decision to slash prices or store merchandise 
until next year. With toys, most dealers reduce the 
display space, but they do not have to eliminate the 
section. 

When our economy is in high gear, as it has been 
since World War II, toy sales are disproportionately 
higher than other consumer expenditures. That is, toy 
shipments have been consistently higher than the 
average of all consumer outlays since 1947 (see ac- 
companying chart). 

Why do toy sales boom in good times? There is an 
understandable tendency to give children most of the 
things they want. Looser budgets let parents have the 
luxury of playing Santa all year. Toy gifts, holidays 
and otherwise, tend to be much bigger, better, and 
more frequent than they would be in austere times. 

Another key market factor is purely emotional. Just 
as adults tend to keep abreast of friends and neigh- 
bors by buying new cars and home furnishings, chil- 
dren now beg for toys because their playmates have 
them. 


If you haven’t tried merchandising toys, this is the 
time to start. The outstanding factors of the 1960’s 
that make this the time to start are: More weddings, 
births, and spendable income than have ever been 
known in our economy. 
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1960—-year of the big switch? 


Buyers for wholesalers agree more changes are taking place than in 
years previous. Accent is on toys that improve mind as well as body. 


Here are some examples of the new and changed concepts in toys... 


Mirro Aluminum Co. Metal Ware Corp. 


Aurora Plastics Corp. Sampson Co. 


~ i" 3 « 
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Ideal Toy Corp. Bayshore Industries Remco Corp. 
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Toy Merchandising Guide 


Watch action toys 


Action toys will be high up on your list of new toys making up 10-15% 


of total toy stocks. You can plan now for bigger profits this year 


starting with your visit to your wholesaler’s toy show. 


by H. V. McCallie 
Toy buyer 
C. M. McClung & Co., Inc. 


Knoxville, Tenn. 


Toy display rooms will soon be opened. Every dealer 
should make plans to visit his wholesaler’s show room. 
Every dealer owes it to his business to see the new 
toys, and the staple items that have been considerably 
improved. 

I have spent two weeks at the National Toy Show. 
I visited many of the 1400 show rooms. I believe 
manufaeturers have done more this year in bringing 


out new items, improving the staple items, than in 
the 29 years of my experience. 

The new lines are beautiful. There are large num- 
bers of brand new items, and it is a little early to 
make any prediction as to what items might be the 
hot ones this fall. 

In visiting wholesalers’ show room, dealers should 
give particular attention to action toys. Many of 
these will be shown on television later this season. 
Some of these action toys are: 

Action race cars. 

Astro bases. 

Fighter jets. 

Moon explorers. 

Atomic cannons. 

Bop rockets. 

Mobile cannons. 

Dealers should also carefully look over the new 
lines of steel toys, such as trucks, which will be 
equipped with white side-wall tires, windshield wipers, 
side view mirrors and horns, all in beautiful colors. 
Such refinements will play a large part in boosting 
toy volume this season. 

Every dealer, regardless of the size of his toy sec- 
tion, should place his order with his wholesaler for 
a toy book mailer. He should analyze his particular 
trading area and decide how many books he can use— 
1,000, 5,000 or 10,000 mailers—depending on the area 
he wishes to cover. 

These mailers are the foundation for the dealer to 
build his toy department around. They have a wonder- 
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ful eye appeal, and they have a long life in most homes. 

Catalog items are selected by toy experts. Many 
hours are spent selecting the most important items 
as to eye appeal, play value, and educational value. 
Selections are divided into “toys for boys’ and “toys 
for girls.” On these catalog items there is a price 
range from $1 up. There is something for every 
budget. The largest percentage of these toys range 
in price from $1 to $5.98 each. 

Our Toy Book, for instance, contains approximately 
260 items which is a small portion of a large dealer’s 
stock. Wholesalers will have hundreds of other items 
that are good, and should be included in the dealer’s 
stock to augment catalog selections. 


How to divide your toy stock 


Our experience shows that the dealer’s stock consists 
of about 70 percent staple items that are in the line 
every year. These include dolls, holster sets, games, 
etc. Approximately 15 percent is wheel goods, such as 
bicycles, velocipedes, automobiles, etc. Ten percent to 
15 percent of the total stock should be in new items. 

The higher retail price ranges do not seem to affect 
the volume in new items that come out. Last year 
proved to be a year for high-priced dolls retailing for 
$20, $30, and $40. Dolls in this price range seemed 
to be the outstanding sellers. 

Dealers should also give special attention to the 
“HO” trains. Train business is a big volume. The “HO” 
trains are going to play an important part this year 
in the sale of electric trains. These are precision 
made. They are small and fascinating. Any child who 
likes trains will certainly go after the “HO” size in 
a big way in 1960. 

Pre-school toys should be given consideration by 
every dealer. These are specially designed, imagina- 
tive, and unbreakable for pre-school children. These 
toys are entertaining and educational, as well as dur- 
able and safe, important aspects of toys. 


How to have a back-up stock 


This year should be one of the biggest years in the 
retail sale of toys as there is a boom in numbers of 
children of toy age. 

One important thing that dealers should consider, 
in selecting wholesalers for the coming season, is 
whether wholesalers have a complete line of toys that 
will cover requirements on every thing needed. An- 
other important point to be considered: Is the whole- 
saler in a position to carry a sufficient stock for dealer 
repeat business during November and December? 

The wholesaler should carry a sufficient stock to 
carry dealers through the Christmas season. It is 
important when the Christmas consumer buying rush 
begins, that the dealer have a source of supply that 
can take care of his repeat-order needs. 

Larger dealers also sell lots of toys in January, 
February and March. Wholesalers should be in posi- 
tion to supply requirements during these early months. 

If the manager of the store does not do the toy 
buying, he should certainly make plans to go along 
with his buyer to visit wholesalers. It will be helpful 
to store management, and to the wholesaler in work- 
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Put yourself in this picture. Plan now to visit wholesalers’ 
toy shows to start the most prosperous holiday toy 
season your store ever had. 


ing out plans for the toy department the following 
season. 

Dealers should place initial orders early, so whole- 
salers can ship as early as possible. Each dealer should 
plan to open his show room not later than Sept. 1, or 
expand his show room space if he has been selling 
toys all year. 

Dealers should have a layaway plan so customers 
can buy larger items and pay for these in advance 
of the Christmas buying. Customers visiting dealer 
stores to make payments on layaways probably will 
buy other toys on each visit. 

Layaway programs should be set in metion right 
after Labor Day. 

Dealers should have layaway plans well advertised 
so all customers will know this convenience credit is 
available. Layaway should be started early, and should 
be handled carefully. When merchandise is wrapped, 
tagged, and laid away it should be checked at intervals 
to see that the customer is making regular payments, 
as this is considered a final sale. 

Dealers should insist that customers keep payments 
up, and should reorder based on these items being sold. 
If layaway is worked intelligently, it is one of the 
dealers best means of selling toys and making full 
profit. It, also, is a good means of getting early cash 
income to meet invoice datings later. 

Dealers who plan now, buy wisely, use layaway, and 
promote hard, will likely set new sales records in 1960. 





How to get an early start 


Layaway gets your Christmas sales off 
to an early start, brings in cash 
to meet billing dates, gives you a 


trouble-free consumer credit plan. 


Most dealers who promote toys in the fall season rely on some 
form of layaway to add buying incentive to their promotions. This 
makes sense. Layaway can double as a substitute for credit. 

Many toy customers use layaway regularly. It lets them get a 
head start on the frantic Christmas season. It is kind to their 
budgets. These customers often start buying right after Labor 
Day. 

Early buying, on layaway, also benefits dealers. It produces an 
early inflow of cash. It gives early clues to best sellers. It builds 
a steady increase in traffic for all store departments. 

A dealer who wants to get the cream of the toy market should 
augment his summer buying trip with early plans for displays and 
promotions. Top among these plans should be a definite plan for 
layaway procedure. 

With this in mind, HARDWARE AGE again offers its Layaway Kit 
as a service to dealers. This kit is a complete brochure of supplies 
for store trim and layaway bookkeeping. Here is a $2.50 invest- 
ment that can bring you 100 toy sales you might not have gotten 
otherwise. 

Plan to lure the layaway customer. He is a big factor in the 
fall market. He hasn’t got, or doesn’t want to use credit. He can’t, 
or won’t, pay out 100 percent in cash. You can reach him only 
through layaway. 


What your LayAWay Kit contains... 


Here is a 113-piece kit for $2.50, postpaid. It would cost you $3.03 
if you bought the pieces separately. The kit includes: 

@ 3 5x!I8 in. pennants in color for door or window, worth 2/25¢ 
if ordered separately, Form No. 15. 

@ 5 round colored spinners, ready to hang up over displays. They 
draw attention by spinning with every breeze. Cost 50¢ when ordered 
alone, Form No. 9. 

@ 100 three-part, serially numbered layaway tags. One part for 
stock identification, another for store files, another for the customer. 
Holds all bookkeeping records, payment receipts. Form No. 7. 

@ 5 store or window posters 8!/5xI1 in. that thoroughly explain the 
basic layaway idea for customers who don't know how it works. Form 
No. 8. 
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Buy complete kits or separate items by specifying 
Lay-A-Way Kit or form numbers. Send cash to 
Hardware Age Reader Service Dept., Chestnut & 
5éth Sts., Philadelphia 39. Prices are postpaid. 
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A preview of the market 


Here is a report from your suppliers on how the 1960 toy market shapes 


up. These ideas will help you work up your merchandising plans. 


What do wholesalers 
market? 

What wholesalers think about the market is im- 
portant te dealers. Wholesalers have scoured the 
manufacturers’ markets. Selections have been made 
to provide dealers with toys to pull traffic, to build 
volume and profits. Wholesalers have anticipated cus- 
tomer demand. Now wholesalers are presenting their 
toys to dealers. Their selections and merchandising 
aids are ready to go to work for dealers. 

Wholesalers throughout the country were asked 
their opinions about merchandising toys at the dealer 


think about the 1960 toy 


Most wholesalers favor consumer mailers 


BEACH TOYS - CAMP TOYS - ‘SWIM ACCESSORIES - SE ee _ SPORTING GOODS 
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level. These two questions were asked of a random 
selection of suppliers: 

(1) What advice would you offer dealers about toy 
merchandising in 1960? 

(2) What will be the best selling retail prices for 
these items: bicycles, velocipedes, games, small dolls, 
large dolls, sets, wheel toys, and wagons. 

In averaging retail prices, an amazing similarity 
was evident in most geographic areas. Here are the 
best selling retail prices on the items listed above 

Wheel toys (trucks, launchers, etc.)—$5. 

Small dolls—$5. 

Sets (science, building, etc.)—$10 

Large dolls (around 36 in.)—$18.50. 

Bicycles—$42. 

Velocipedes—$10. 

Wagons—$8. 

Games—$2. 

The opinions of wholesalers indicate that the deal- 
er’s average unit retail price will come to about $12.65 
in toys for 1960. 

Many wholesalers, in answering the two questions, 
volunteered the opinion that toys are a good, and 
growing hardware store line, for Christmas and for 
year-round selling. 

Opinions of wholesalers on toy promotions centered 





Here is a sample consumer mailer with a Timely Play- 
tools theme for summer sales. Items in the catalog are 
approved by the Toy Guidance Council, New York. 
Many other such mailers are available, with space for 
dealer imprint, for Christmas and other seasons. Whole- 
salers replying to the HA toy survey generally agreed 
that mailers are the heart of successful toy promotions. 





on using mailers, being competitive, buying wide 
assortments, do not go in for depth, capitalizing on 
manufacturers’ television and newspaper specials. 
Some opinions follow. 


10 ideas to make more profits 


from toys during 1960. 


—Depend upon wide assortments for competitive 
price protection. Lead items probably will be deeply 
cut at retail. Wide assortments help tremendously to 
make your average markup higher. 


—Dealers must merchandise toys in terms of big vol- 
ume with shorter margins. Straight percentages are 
unthinkable in today’s market. Face it! The dis- 
counter is here to stay. 


—Use the best consumer catalog service you can get 
your hands on, and use it as a basic stock list for 
toys. Also, use all of the promotions available with 
this service. : 


—Copy the same kind of premotional ideas used by 
your competitors. Be sure to feature TV items at 
competitive prices. 


—Be competitive and promote! 


—Toys should be well displayed at all times, not just 
at Christmas. A strong promotion, such as a toy 
mailer to consumers, should be used to kickoff the 
Christmas season. 


—Buy heavily advertised TV tey items in medium to 
short supply. Many of these items will be murdered 
by discounters. 


—If you don’t have ample room to display a toy, do 
not stock it. Compute your space and investment fig- 
ure for toys, select a range of toys to fit, and do not 
exceed this number of items. 


—Buy wide instead of deep. And buy early, for the 
best sellers run short long before the Christmas sea- 
son has passed its peak. 


—lUse consumer mailers two ways. First, as a trust- 
worthy guide to basic stocks and reliable newer toys. 
Second, as the meat of your promotional efforts. 





Most wholesalers think you should allocate space 
for toy displays, then make the most of that 
space. But don't try to put enough merchandise 
for two gondolas on one gondola. A basic toy 
section can be merchandised year round from 
a single gondola, island unit, post or wall 
fixture along the lines illustrated. Sketches by 
Reflector Hardware Corp., Melrose Park, III. 
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Puzzled? 
What toy to suggest 





Group I|—to 2 years 
Infants and toddlers 


Soft, washable animals 
Dolls, all sizes 

Crib attachments 
Bath toys 

Sand toys 

Bell and rattle toys 
Blocks and balls 
Miniature riding toys 
Pull-string toys 
Music box toys 

Big picture books 
Wind-up action toys 





Group 2—2 to 6 years 
Nursery, kindergarten age 


Riding, pedal toys 

Push-pull toys 

Building, alphabet blocks 

Plastic, rubber, fiber dolls 

Musical toys 

Picture and coloring books 

Pounding sets 

Larger wind-up toys 

Miniature furniture 

Trainer skates 

Crayons and chalk boards 

Finger paints, number sets 

Beach and pool toys 

Toy typewriters, tele- 
phones 

Doll accessories 

Nurse, doctor sets 

Guns, holsters, costumes 

Cash registers 

Soldiers, forts 

Train sets, accessories 

Trucks, cars, boats, ships 

Toy chests 


Here is a list to help you 


establish your section as toy 


headquarters. Use this list to 








Group 3—6 to I|0 years 


Grade school age 


Reading, coloring books 

Group play toys, games 

Pastels and water colors 

Musical instruments 

Battery, electrical toys 

Building, assembly sets 

Handicraft and puzzles 

Typewriters, telephone sets 

Large punch toys 

Sporting goods toys 

Pedal toys, wagons 

Swings, yard toys 

Toy chests 

Costumes 

Roller, ice skates 

Dolls and accessories 

Housekeeping sets, 
furniture 

Trains, trucks, cars, boats 

Electronics, physics, print- 
ing, chemistry, biology 
sets 


TM 
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suggest the right toy for 


children of different age groups. 














Group 4—10 years up 


Grade school age 


Difficult games, puzzles 

Advanced reading 

Wheel goods, skates 

Typewriters, telephone sets 

Intricate handicraft 

Space toys, battery, elec- 
trically operated 

Painting, pastel, sculp- 
turing sets 

Musical instruments, rec- 
ord players, records 

Sporting games, pools 

Costumes, guns, accessories 

Toy chests 

Advanced housekeeping 
sets 

Sewing machines, ironing 
sets 

Trains and accessories 

Electric kits 

Advanced chemistry, phys- 
ics, biology, electronic 
sets 

Stamp, coin collecting kits 

Individual sport equipment 

Target sets, games 

Cameras 
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A hardware dealer leads the way and 


other merchants join in since... . 


Holidays can be sales 


Take a look at your calendar. There’s Feb. 22. There are other 
dates like it. Are these days holidays for your entire trade area, or 
holidays only for some folks? 


Possibly you’ve written off such in-between holidays. Yet, in some 
communities these holidays have been converted into days of extra 
heavy sales activity. Such is the case with a hardware store in Utah. 
A few years ago this store put on a solo Washington’s Birthday sale. 
The results were successful. Other merchants joined in. Now Feb. 22 
is a special day for all merchants in this city. 

The hardware store is Lowe’s Hardware in Ogden, Utah. 


Until a few years ago Feb. 22 was a total holiday in Ogden. Down- 
town stores, banks, schools were closed. The central business district 
was open only for the movies and restaurants, and sidewalk traffic 
was limited to window shoppers. Then Lowe’s made its move. The 
store was nearly ready for a grand reopening. A $100,000 remodeling 
job on a three-story building was about completed. 


“Washington’s Birthday was coming up,” says M. Joe Etchingham, 
general manager. “Father would be at home. Children would be out of 
school. Mother would want to do something. Other stores would be 
closed. There would be plenty of street parking available. Besides, 
we had our new parking lot with a convenient rear entrance to our 
store. We decided to take a chance.” 


On Feb. 22 Lowe’s was the only store open in downtown Ogden. 
Prices were not slashed. Management figured that leisurely shopping 
would lure traffic. Management figured correctly. Traffic was heavy. 
The attraction to wander about a store was enough to pull in custom- 
ers who were in a buying mood. 

Other merchants were watching Lowe’s promotion. These mer- 
chants decided a Feb. 22 opening would help business. The Chamber 
of Commerce cooperated and now Washington’s Birthday sales make 
the day one of the busiest for Ogden merchants. ® End 


HARDWARE AGE, May 19, 1960 © 63 















































Planning a new store? 


thy we. LOY 
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Read this report on what other dealers 


1 are doing in new store design, size, 


a 


Editor’s note: An HA Service Study Report to help 
dealers plan store modernization and improvements. 


Are you planning to build a new store, or remodel 
an old store? 


If you are, you will want to study this special In- 
dustry Report that tells what the new and remodeled 
stores are like. 


This study was undertaken by HARDWARE AGE to 
help answer many questions asked by dealers planning 
new stores. The results give some very useful in- 
formation on subjects you must consider in designing 
your store. 

Among the interesting facts revealed in this study 
was that 58 percent of the new or remodeled stores are 
rented, and that 42 percent of these stores are in 
downtown areas. Some 45 percent of all the stores are 
airconditioned, including a large number of stores in 
northern states. About 36 percent of the stores in 
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location, air conditioning, etc. 


the study were designed for self service. The size of 
the selling space in the average 1-floor store is 3590 
sq ft, roughly equivalent to a 40 x 90 ft store. 

This study by HARDWARE AGE was conducted by 
means of a comprehensive, confidential questionnaire 
sent to a group of stores known to have recently com- 
pleted an extensive remodeling job, or to be newly 
built. Many of the remodeling jobs were the equiva- 
lent of building a new store. 

All the questionnaires were curefully reviewed to 


‘assure that the remodeling represented a major modi- 
fication of the store appearance. Stores which were 


part hardware and part other merchandise, such as 
soft goods, under one roof, were disqualified. 

This article contains a summary of the first 90 stores 
qualified in this study. This Modernization Study is 
a continuing project and additional reports will be 
made in the future, based on a progressively larger 
number of stores. 








Store location? New location 
Same location 


New or old building? QOjd building 
New building 


WIURA ba canevateuns 


Type of building? Separate building .. 
In a row of stores.. 


Where is store located? 


Shopping center ... 


Suburbs 
Downtown 


Rent or own building? 


How is rent paid? 
(Based on 52 stores) 
Flat rate 
Pct of gross 


How many floors, excluding basement? 
1 floor 
2 floors 
3 or more 


*Not classified. 


What modern hardware stores are like. . . 
Facts to help you plan your store 


Selling area size? 
(Average for all 1-floor stores, 
excluding office and storage space) 3,590 sq ft 


Storage area size? 
(Average, based on 77 stores).... 2,357 sq ft. 


Store front design? Full visual 


Semi-visual 
Full backwalls .... 


Store front position with respect to 
side walk? Parallel 


Floor material used in selling area? 
Tile 
Concrete 


Floor material used in storage area? 
Concrete 


Ceiling height in selling area? 
Under 10 ft 
10-12 ft 
13 ft and over 


Aisle width—for aisle running length 
of store? 


Aisle width—for aisles running 
across store? 


Self-service, or service store? 
Self-service 
Semi-self service 
Service 
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Bothered by shoplifters? 


Here’s how to stop them 


Hardware dealers are losing $64,000 a day 


to nimble-fingered amateur and professional 


shoplifters. Here’s how to lower your loss. 


At the handtool counter of a 
busy hardware store, a salesman 
noticed a well dressed office worker 
drop a screwdriver into an open 
shopping bag. The owner was noti- 
fied at once, and he waited until the 
customer left the store. 

“Pardon me, but wouldn’t you 
like to pay for the screwdriver in 
that bag?” he asked calmly. 

Indignant, the woman replied, 
“I’m no shoplifter, and I don’t like 
to be accused of being one. If you 
stop me, I'll sue you for all you’re 
worth!” 

What would you have done in 
this case? 

Would you have risked a scene, 
and faced possible false arrest 
charges? 
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While a thief's hand ostensibly is in 
his pocket, it may be working unseen 
through the coat front. 


This is a difficult decision that 
will face most dealers, sooner or 
later. 

This 
ground. 

The employee who reported the 
theft was reliable. He was sure of 
what he had seen. Furthermore, 
the thief had been closely watched, 
and had not switched bags with 
someone else. 

The woman was taken to the 
store’s office. The manager, with a 
female employee standing by, found 
the screwdriver in the bag. The 
thief broke down, sobbed, and 
signed a confession. A dealer in 
possession of such a _ confession 
(see illustration) has permanently 
discourged future visits by a thief. 

In another hardware store, on a 
busy lunch hour, a neat looking 
browser picks up a $60 power saw 
from the display. He examines the 
saw briefly, then places the item 


dealer was sure of his 








I, 


residing at 


day of 19 


property described as follows: 


Said property having the value of 


cen's, 


of » 19 


Wi WESSES: 





any statement, admit and declare that on the 


Dated at Pitteburgh, Pennsylvania this the 


Signature 


Address 


voluntarily and not being influenced by fear or threate or without 


any promises of any kind and knowing that I am not required to make 


, detween the hours of and 


I took from the posseseionof the re zz at ite store located 
ees in the City ef Pittsturgh, Allegheny County, 
Penneylvania, without making any paynent therefor and with intent to 


convert to my own use or disposition certain articles of personal 


dollars and 


This is a standard confession form. Once signed, it should keep a contessed 


thief out of your store permanently. 


on the floor alongside of the fixture. 

After browsing in other parts of 
the store, this thief heads for the 
door. As he nears the saw he has 
left on the floor, the store is fairly 
busy, the man bends, grabs the 
saw and continues through the 
door in one motion that takes only 
seconds. 

A little later, the store manager 
notices the expensive saw is gone. 
He asks who sold it without re- 
placing the sample. 

One employee says, “I saw a man 
pick up a saw from the floor on his 
way out of the store, but I was 
sure he had bought it.” 

Such brazen theft, usually oc- 
curring when the store is too busy 
for anyone to pay much attention 
to anyone else, is typical. It hap- 
pens in hardware stores everyday. 
Of course, it happens in other 
stores, too. But few stores offer 
the mixture of expensive and com- 


pact goods, wide-open display, peak 
hours when customers far outnum- 
ber salesmen as is found in hard- 
ware stores. 

Shoplifting is growing, and it is 
not measurable because so little of 
it ever makes the newspapers or 
police courts. 

The seriousness of shoplifting is 
shown by the number of larger 
cities that assign policemen full 
time on shoplifting patrols. 

Also, many large and small busi- 
ness communities have banded to- 
gether to set up a central checking 
bureau which acts as a clearing 
house on all known shoplifters. 
These bureaus separate the pro- 
fessionals from the amateurs. And 
they act as a deterrent to would-be 
repeaters. 

In their larger stores Ward’s and 
Sears employ protection personnel 
to observe and apprehend thieves. 
Smaller units of these chains are 


A newspaper is flung on the counter 
to hide hardware items picked up. 


supplied with facts on how to com- 
bat the problem of shoplifting, and 
they can call on larger stores for 
help at any time. 

Most department stores have 
their own policemen, and they make 
the fact well known. They feel it 
is better to discourage a theft than 
to catch a thief. 

It’s estimated that all retail 
stores lose some $4 million a day 
from shoplifting. Hardware stores 
account for $64,000 of this take, 
according to reliable insurance 
estimates. 

Since you can’t avoid shoplifters, 
what can you do to reduce the 
amount of theft? 

What measures are needed in 
lighting, displays, training, and in 
general attitudes to reduce losses? 

Before you consider preventive 
measures, it’s wise to have a fuller 
understanding of shoplifters. What 
makes them tick? How do they 
operate? 


Identifying a shoplifter 
You can’t spot a shoplifter by 


sex, or age. Social status and an 
innocent face mean absolutely noth- 
ing. A grey-haired grandmother 
beaming with sweetness may be a 
chronic offender. 

Four out of five shoplifters are 
women, and teenagers are turning 
to shoplifting for “kicks” at an 
alarming rate. 

Most stealing is done by ama- 
teurs. Professionals account for 
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Bothered by shoplifters? 


(Continued ) 


only 15 percent of the total take. 

The amateur steals for a number 
of reasons, but not, as a rule for 
lack of money. 

The combination of psychological 
motivation and massive open dis- 
plays proves too much for a weak 
or mentally sick person. Most of 
the offenders caught stealing have 
the money to pay for what they 
have taken. 

What’s the difference between 
amateur and professional  tech- 
niques? 

In many cases you can’t tell them 
apart, but the inexperienced per- 
son is apt to be more nervous, and 
slower, in his maneuvers. 

Here are some basic things to 
watch for in spotting shoplifters: 


(1) Shoppers who linger too long 
on your sales floor. 

Do you have lunch hour visitors 
who regularly visit the store? 
Perhaps they are casing various 
parts of your store to find the 
easiest place to steal. Beware of 


Merchandise can be concealed in a 
box. 


hy 


7 
> 
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regular customers who never buy 
anything. 


(2) Shoppers with roving eyes. 

A thief’s eyes may brand him as 
suspect. He keeps glancing about, 
paying more attention to other cus- 
tomers and clerks than to merchan- 
dise. If he sees you watching him 
closely he will leave the store at 
once. 


(3) Shoppers overly dressed, 
weighted with packages. 

Extra large purses, shopping 
bags, and umbrellas should be sus- 
pect, especially if carried by 
strangers... Be cautious of strange 
customers who carry coats over 
arms, or have oversize coats with 
bulky pockets. 


(4) Shoppers in pairs. 

Some crooks prefer to work in 
pairs. One will question you in a 
far corner of the store while the 
other steals. Sometimes the one 
posted as the lure will faint, start 
an argument, or otherwise create 
a commotion that will draw all of 
the people in the store away from 
the other man. 

Another, more dangerous, varia- 
tion of team work is where one man 
steals, then secretly passes the item 
to another. If the first man is ac- 
cused, he can claim false arrest and 
win. Meanwhile, the second man 
leaves the store with loot under 
his overcoat. 


Shoplifting methods 


There are countless ways to steal 
merchandise. Shoplifters are con- 
stantly inventing new ways. Here 
are some of the more prominent 
and successful schemes in current 
use: 


® Price tickets are switched from 
one item to another. 

The person who does this is con- 
fident that he is safe. If manage- 
ment catches the switch, the man- 
ager must assume that it is a cleri- 
cal or handling error. Even if 
there is suspicion that the thief 
has switched a $9.95 price ticket 
to a $19.95 item, there can be no 


A shopping bag is held flush to a 
shelf and merchandise is flicked into 
the bag. 


accusation for there can be no 
proof. 

Merchandise knowledge is the 
best way to prevent price tag 
switching. In lieu of this, each 
store should have a standard way 
of affixing price tags as well as a 
definite location on each item. When 
a thief switches tickets, he’ll likely 
do it hastily and not in the way the 
store would in original marking. 


@ Items are concealed within other 
items. 


A small item, such as a tap or 
drill, may be inserted in a box of 
nails. It is good policy to seal boxed 
merchandise. 


@ Items are palmed. 

Three drills may be picked up at 
one time for examination. Two are 
returned to the bin, while the third 
is hidden in the palm of the hand. 
The shopper drops the hidden drill 
into his pocket while reaching for 
his handkerchief. 


A shopping bag, umbrella, or 
open purse is held flush to counter 
level. An item, previously set on 
the edge, is flicked into the bag 
as fast as a wink. Or, small items 
are held, palm downward, and flung 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 77, and mail 


Item 1 
Sandpaper selector rack 


Armour’s self-service sandpaper 
selector rack can be placed on coun- 
ters or hung on walls. It contains 
six grits of fast moving types of 
sandpaper sheets. Five different 
assortments can be ordered with 
the selector. The unit is 10 x 16 x 
23 in. It has an application chart, 
a display card and product identi- 
fication cards for all shelves. The 





selector holds up to 500 sheets. 
Armour Alliance Industries, Dept. 
HA, 16123 Armour St., N. E., Al- 
liance, Ohio. 


Item 2 
Hedge comb and leaf rake 


This Green Thumb broom rake 
adjusts to a 20-in. wide leaf rake 
or a stiff 11%-in. wide hedge 
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comb. The adjustment is made by 
turning a wing nut and pushing it 
in or out. It has 22 spring steel 
teeth. Union Fork & Hoe Co., 
Dept. HA, Columbus 15, Ohio. 


Item 3 
Free bin in drain tray deal 


You get a free storage bin dis- 
play unit with Lustro-Ware’s drain 





tray special No. 1008. The promo- 
tion includes nine large L-125S 
drain trays, 15% x 20 in., and 
three standard L-124S drain trays, 
15% x 15% in. The trays are in- 
dividually packaged, labeled and 
prepriced at $1.98 and $1.69. Re- 
tail value of the trays is $22.89 and 
the storage bin is $2.49. Your cost 
is $13.75. Columbus Plastic Prod- 
ucts, Inc., Dept. HA, Columbus, 
Ohio. 


Item 4 
Eight submersible pumps 


Impellers and diffusers made of 
corrosion resistant Lexan are fea- 


tured in F. E. Myers’ new line of 
eight SD Defender submersible 
pumps. Diffusers have stainless 
steel guide inserts. SD Defender 
pumps come in ¥4 and %-hp sizes 
with 115 or 230 volt, oil lubricated 





Here is a quick Check 
List uf items described 
in the following pages 


motors. High Capacity or High 
Head models fit into four inch 
minimum wells. Other features are 
a stainless steel hexagon shaft, a 
manual reset thermal overload ele- 
ment and compact control box 
above ground. F. E. Myers & Bro. 
Co., Dept. HA, Ashland, Ohio. 


Item 5 
Assorted shears in display 


This basic grass shears display 
holds three each of four Wiss 


shears and requires less than one 
square foot of counter or window 
space. It is free with the purchase 
of the assortment. Display assort- 
ment GT-20 retails at $29.75. J. 
Wiss & Sons Co., Dept. HA, New- 
ark 7, N. J. 


Item 6 
Brush and tool line rack 

You can merchandise the Immie 
paint brush and tool line in less 
than a square foot of counter space 
with this new self-service display 
rack. The line includes a series 
of radius brushes ranging from ™% 
in. to 4% in., three sizes of Magic 
Wands, a window sash painter, an 
edger and a touch-up brush. Your 
cost for the 69 items on this dis- 
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Sandpaper selector rack 


Hedge comb and leaf rake ... 
Free bin in drain tray deal ... 
Eight submersible pumps .... 
Assorted shears in display ... 


Brush and tool line rack 
impulse style sprinkler 
Medium size pool filter 


PAGE 
70 
70 
70 
70 
71 
71 
71 
72 


Sweeper handle displays .... 
Home signaling merchandiser 


17-f# tinted weatherstrip ... 


Decorated school lunch kits .. 


Repackaged repair material. 


Aluminum fence wicket 


12-0oz greaseless gun spray. 


22 long rifle cartridge 
Air conditioner filters 


Washing and sweep broom .... 
Lightweight, buffet trays .... 


Sprinkler with steel base 
40-watt soldering iron 
Clean-up brush set 


Sling hook for alloy chain ... 


Nursery figures on balls 


1960 berbecue brush line .... 


High speed drive wheel 


Sprinkling dry-steam iron .... 


6-f# aluminum trellises 


Automatic measuring tape ... 
Two scented moth blocks .... 
Protective paint for pools ... 
Small repeat alarm clock ... 


Electric fence controller 


Metal primer in aerosol can .. 
Merchandiser for new bulbs .. 


Two rubber stair treads 
13-0z spin-casting reel 
Five-piece canister set 
Assorted shears display 
New steel clevis series 


Decerator wall plate rack ... 
Rubber asphalt joint sealer .. 
Three wheel edger-trimmer ... 


Freezer goods floor rack 


Small engine spark plug rack 
Embossed linoleum designs ... 
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Aluminum bow rail for bocts.. 85 
Power tool display stand .... 85 
Special lid with cookware ... 85 
Electric barbecue units 86 
Two kitchen tool holdsters ... 86 
Lightweight folding stand .... 86 
Custom paint color service ... 87 
1960 rotary filler line 87 
Deep fluted masonry drills ... 88 
Nickel-plated grass shears ... 88 
9-in. flannel wiping pad 88 
Viny! tape in dispenser 88 
Adjustable planter pole 88 
Sectional fishing rods 88 
Masonry fastener display .... 90 
50-in. long soap box racer ... 90 
Children's flexible pond 91 
Cover plate on display 91 
Bow rake with 14 tines 91 
Glass bowls in brass frame ... 91 
Foam head broom display ... 92 
Prefocused steel lantern 92 
High wheel rotary mower .... 92 
Fast-drying enamel 92 
Five-way aluminum bar tool... 9%2 
Room air conditioner filter ... 92 
Painting and color guide .... %6 
Viny! electric tape sheet 96 
Power-actuated tool catalog.. %6 
Submersible pump bulletin .... 96 
Swimming pool care chart ... %6 
Insulated tumbler literature. . 
Reinforced polyester putty... 96 
44-page fixture catalog 96 
Water system dealer catalog. . 
Chain saw profit booklet ... 96 
How-to gardening booklet ... 96 
Fioor covering color guides... 9% 
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NEW EQUIPMENT FOR STORE 
Noerrow hand truck line 
interchangeable fixtures 

Paint colorant dispenser .... 
Burglar-proof register mat... 
Hydraulic trailer 

Steel service counters 
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play is $23.58 including the free 
display rack worth $5. Tools in 
the display retail for $38.55. IJm- 
mie Corp., Dept. HA, 85 Avenue E.., 
Rochester 21, N. Y. 


Item 7 


Impulse type sprinkler 


Select-O-Jet, a new 1960 Sher- 
man sprinkler, is adjustable for 
coverage of all or any part of a 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


circle. It is an impulse sprinkler, 
has a range up to 75 ft and rotates 
slowly. The spray is adjustable for 
fine or heavy coverage. It retails 
for $7.95. H. B. Sherman Mfg. Co.., 
Dept. HA, 22 Barney St., Battle 
Creek, Mich. 


Item 8 
Medium size pool filter 


Lomart’s Custom Duty “Clear 
Water” diatomite filter offers ca- 


. 
ae 

— 
” ~ 


pacity filtration of 989 gallons per 


hour. This 1960 model filters me- 
dium size pools up to 10,000 gal. It 
has 5% sq ft of filter area. The 
unit retails for $110.98. Lomart 
Industries, Inc., Dept. HA, 199 
Bleecker St., Brooklyn, N. Y. 


Item 9 
Sweeper handle displays 


Two Wagner Roller-matic sweep- 
ers now have a new triangular han- 
dle display to make the carpet 
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sweeper its own display stand. 
These sweepers work on floors and 
carpeting. The Standard $13.95 
model and the Deluxe $16.95 model, 
can be tried by customers with 
the display intact. With the dis- 
plays attached, the Roller-matics 
are 11%-in. across at their base, 
and are 3 ft 10-in. high. The 





displays are easily assembled. 
E. R. Wagner Mfg. Co., Dept. HA, 
4611 N. 32nd St., Milwaukee 9, Wis. 


Item 10 
Home signaling merchandiser 
There are 15 different low-cost 
signaling parts and products on 
this merchandiser ranging from 
fire detectors to door bells. This 
16 x 36-in. merchandiser can be 
used on the wall or counter and 
features a quantity of a 24-page 
how-to booklet on home signaling. 


Mark-up on the signaling items is 
suggested at 67 percent. Edwards 
Co., Dept. HA, Norwalk, Conn. 


Item 11 
17-ft tinted weatherstrip 


This aluminum weatherstripping, 
called Kolorlum, is available in a 


white finish and bronze-tinted fin- 
ish. The 17-ft rolls are long enough 
for one regular door jamb and they 
come in plastic containers with a 
set of nails. Both styles retail for 
$15.50 a carton and 12 rolls come 
in a carton. These rolls are pre- 
punched and ready to apply. Na- 
tional Metal Products Co., Dept. 
HA, Box 242, Carnegie, Pa. 


Item 12 
Decorated school lunch kits 


Three new decorated school 
lunch kits have been added to the 


ee oe 
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1960 Aladdin line. A fourth model, 
the Disneyland lunch kit, has been 
restyled. Two television shows, 
“Men In Space” and “Have Gun 
Will Travel,” are the themes of 
two kits. The third kit is called the 
Duchess and is decorated with a 
feminine flower and ribbon design. 





Item 17 
Air conditioner filters 


Here is a self-contained mer- 
chandiser for home air conditioner 


ITEMS NUMBER ON FREE POSTCARD, P. 77 


These new models are made of 
metal with plastic handles and each 
comes with a half-pint vacuum bot- 
tle. Retail price is $2.89 each. Alad- 
din Industries, Inc., Dept. HA, 703 
Murfreesboro Rd., Nashville, Tenn. 


Item 13 
Repackaged repair material 


Plastic Fibreglass, a repair ma- 
terial, now comes in a carton. In 


the carton are a can of glass fiber- 
reinforced polyester putty and a 
vial of hardening agent. Half pint 
and quart sizes that contain 34 and 
3 lb of the material retail for $1.79 
and $4.95. Fibre Glass-Evercoat 
Co., Dept. HA, Blue Ash Rd., Cin- 
cinnati 36, Ohio. 


Item 14 
Aluminum fence wicket 


This Nichols’ fence wicket won’t 
rust, chip, peel or rot. Lawn 
Guards are made of aluminum, 


coated with lustre-brite. These 
wickets conform to curves or cir- 
cular shapes easily and the special 
finish reflects light night or day. 
They are “M” shaped, 19 in. high 
and come packed 6 or 12 to a 
carry-home display package. Car- 
tons contain 24 packages of six 
wickets each or 12 packages of 12 
wickets each. Nichols Wire & Alu- 
minum Co., Dept. HA, Davenport, 
lowa. 


Item 15 
12-0z greaseless gun spray 


Here’s an oilless, greaseless spray 
that protects guns against rust and 


: ~~ 
corrosion. Speco Gun Spray No. 1 
helps speed gun cleaning and stops 
fouling and leading. This spray 
can be applied to all metal parts. 
Gun Spray is packaged in 12-o0z 
aerosol cans, 12 cans to a carton. 
Speco, Inc., Dept. HA, 7308 Associ- 
ates Ave., Cleveland 9, Ohio. 


Item 16 
22 long rifie cartridge 


Winchester-Western’s new 22 
long rifle match cartridge for pistol 
competition is called the Western 
Super Match Mark IV. This cart- 
ridge features Western’s 40 grain 
match bullet, Ball Powder and a 
nickel-plated cartridge case. Retail 
price of the Mark IV is $1.25 for a 
box of 50. Winchester-Western 
Div., Olin Mathieson Chemical 
Corp., 460 Park Ave., New York 
22,N.Y. 


filters. The merchandiser is 25-in. 
wide, 1l-in. deep and 28-in. high. 
It holds 24 filters. Features of the 
Fram Aire filters are printed on 
the merchandiser. Fram Altre 
Corp., Div. of Fram Corp., Dept. 
HA, Providence, R. I. 


Item 18 

Washing and sweep broom 
Auto Craft’s Wash-n- Sweep 

broom fastens to a hose and washes 

as it sweeps. The broom is 54-in. 

long and has an 18-in. head. A wa- 

ter-flow control is located in the 


handle. It can also be used as a 
push broom. Auto Craft Products, 
Inc., Dept. HA, Kansas City 11 
Mo. 


Item 19 
Lightweight, buffet trays 


Informal snacks can be easily 
served from these Foster Grant 
buffet trays. The trays are compart- 
mented and stack snugly. They are 
made of Fosta Tuf-Flex, a high- 
impact polystyrene. These sturdy, 
lightweight trays are useful for 
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Want more details? Just circle item number on p. 77 


picnics and cookouts also. Retail 
price is 79¢ each. Precision Ware 
Products Div., Foster Grant Co., 
Dept. HA, Leominster, Mass. 


Item 20 
Sprinkler with steel base 


Gilmour’s Spinning Sprinkler 
No. 960 has a welded steel base 


and a Styron head. It comes in as- 
sorted colors, won’t rust or clog, 
and covers about 1000 sq ft. These 
sprinklers are guaranteed for three 
years and come individually boxed. 
Gilmour Mfg. Co., Dept. HA, 
Somerset, Pa. 


Item 21 
40-watt soldering iron 

Here’s a compact and handy 40- 
watt soldering iron that’s called the 
Radioman Pencil Iron. It weighs 
two ounces and is 8% in. long. This 
unit has a hermetically-sealed De- 
mon Heet element with a lifetime 
guarantee. [It develops an 800 deg 
F. tip temperature and has a fast 
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recovery during soldering opera- 
tions. A silicon spacer keeps the 
handle cool and the removable tip 


is replaceable with various shapes. 
Wall Mfg. Co., Dept. HA, Grove 
City, Pa. 


Item 22 


Clean-up brush set for boats 


Boat owners will be customers 
for this automatic long-handled 
cleaning brush set called the Super 
Sea Swirl. The set includes a water- 
powered rotating head, flo-thru 
deck scrub brush and two 4-ft han- 
dles. The brush attaches to any 
hose with water controlled by a 


shut-off valve. Retails for $16.95. 
Osrow Products Co., Dept. HA, 
Glen Cove, N. Y. 


Item 23 
Sling hook for alloy chain 


This new Tayco Sling Hook No. 
A-75 is used with 144 in. and 1%% 
in. dia alloy chain. The hook is 


drop-forged from alloy steel and 
heat-treated. It has a patented 
I-beam design and an eye large 
enough to accommodate _ shackle 
pins and wire rope thimbles. S. G. 
Taylor Chain Co., Dept. HA, Ham- 
mond, Ind. 


Item 24 
Nursery figures on balls 


Each of these Barr Rubber balls 
are decorated with vividly-colored 
nursery rhyme scenes. Those in- 


cluded are Humpty Dumpty, Mary 
and her Little Lamb, the Cat and 
the Fiddle, the Cow who jumped 
over the moon and Jack-Be-Nimble. 
Three sizes are available 4, 5, and 
6 in. and these retail for 59¢, 79¢ 
and 98¢. Barr Rubber Products 
Co., Dept. HA, Sandusky, Ohio. 


Item 25 
1960 barbecue brush line 
Empire’s 1960 barbecue. brush 
line features four specialized 
brushes for outdoor food fans. The 
No. 5550 is a barbecue grill brush 
with heavy duty steel scraper at- 
tached. It is made of black polys- 
tyrene and retails for $1.69. No. 
5733 barbecue grill brush has a 
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At Central Hardware... 


“Reynolds Do-It-Yourself Aluminum earns top display.” 


’ 


“Our stores are big,” says Harold Marglous, The four main-aisle racks at Central’s Lindbergh 
buyer at St. Louis’ Central Hardware Company. store keep plenty of DIYA and related items 
‘‘Even so, only good movers with a good margin moving through eight checkouts. Enough back- 
earn our top display spots. DIYA is one of these.”” room stock is on hand to replenish all four racks. 


“We have sold DIYA since 1953,” Central built this special rack for Manager Al Schattgen says: 
says Mr. Marglous. ‘“‘It moves fast Reynolds aluminum: sheets. Note “Reynolds demonstrations and 
in all five stores and will get a top its location on the main aisle... roject sheets push DIYA and prof- 
spot when our s*xth store opens.’ earned by DIYA’s fast turnover. itable related items. This we like.” 


Reynolds Metals Co. « Richmond 18, Va. @nnm 


Please send full information on the Reynolds Pasting 
Do-It-Yourself Aluminum sales display. —— 


Name 
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Want more facts? Circle 142, p. 77 
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heavy duty cadmium-plated scraper. 
It retails for $1. The barbecue but- 
ler, No. 5718, features long brass 
bristles, walnut finished hardwood 
handle and is priced at 98¢. White 
nylon bristles are bound to a wal- 
nut stained handle on the barbecue 
basting brush, W-1750, retailing 
for $1. Empire Brushes, Dept. HA, 
200 William St., Port Chester, 
NN; °F. 


Item 26 
High speed drive wheel 


Shown is an exploded view of 
Gleason’s new high speed drive 





wheel, No. 3207A and free rolling 
wheel assembly, No. 0356A for Go- 
Kart use. Also available is a free 
rolling wheel, No. 3206A, without 
the drive sprocket. These wheels 
feature demountable, bolted split- 
rim sections. They are made of 
arc-welded steel. Other features 
are offset hubs, tapered high speed 
Timken bearings and Zerk fitting. 
Gleason Corp., Dept. HA, 250 N. 
12th St., Milwaukee 3, Wis. 
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Item 27 
Sprinkling dry-steam iron 
Knapp-Monarch’s 8-in-1 iron 
sprinkles on dry and steam set- 
tings. A button controls the sprin- 
kling function and a dial controls 
the heat indicated for all fabrics. 
A fingertip control permits switch- 
ing from sprinkling, steam or dry 
ironing. Water reservoirs hold 7 oz 


for sprinkling or steam ironing. 
Retail price is $21.95. Knapp-Mon- 
arch Co., Dept. HA, St. Louis, Mo. 


litem 28 
6-ft aluminum trellises 


These two new models of alumi- 
num trellises stand 6-ft high. The 
“flair” type is 36-in. wide and the 
“vertical” type is 18-in. wide. 
These trellises are weatherproof 
and do not require painting. Both 
models are rigid and easily assem- 


bled without tools. They retail for 


$3 each. Aluminum Hardwares, 
Inc., Dept. HA, Harrison St. and 
Circle Ave., Forest Park Ill. 


Item 29 
Automatic measuring tape 


Flash’s new pushbutton ratchet 
action automatic measuring tape 


comes in a gold tone brass-plated 
zine case. The tape slides back into 
the case with a push of the thumb. 
Each Flash tape is replaceable and 
is printed with numbers in two 
colors. A diamond marking occurs 
every 16 in. for marking 2 x 4 
beams in walls. This tape is avail- 
able in 6, 8, 10 and 12 ft sizes. 
They come in display boxes of six 
each and prices range from $1.80 
to $2.60. Flash Mfg. Co., Dept. 
HA, 169 Murray St., Newark 5, 
N. J. 


Item 30 
Two scented moth blocks 


Here’s a new paradichloroben- 
zene moth block that comes in two 


sizes. Expello’s giant moth block 
weighs 1 lb and the large moth 
block weighs 10 oz. Both sizes have 
an exposed hook for hanging. They 
are scented with the essence of ce- 
dar and pine. All blocks are triple 
wrapped to seal in odor and give 
long shelf life. Expello Div., Odor- 
Aire, Inc, Dept. HA, 1015 E. Sec- 
ond St., Wichita, Kan. 


(Continued on page 80) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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Village Station 
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MAROWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


| 


FIRST CLASS 
PERMIT NO. 3% 
New York, N. Y 








MAIL 


United States 


BUSINESS REPLY 
Ne pestage necessary if mailed in the 








Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 


NEW YORK 14, N. Y. 
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“parr 400 


Plastic Steel 


the original epoxy repair 

material with over 

1,000,000 uses for permanent 

: home, farm, auto, boat repairs. 
| Available in box or blister package. 
Recommended where great 

strength is required. 


DEVCON § LIQUID 


aluminum 


real aluminum in paste form — 
immediate repairs right from the 
tube. Seals, fills, caulks — 

will not rust. 


Why stock a multitude of different types and 
makes of repair materials when the 5 Devcon 
Repair Materials will complete every home, 
auto, farm and boat repair job. Here is your 
single source of supply for proven quality 
products. Devcon backs your sales efforts 
with extensive national advertising and 
publicity — LIFE, READER’S DIGEST, etc. — 


as well as a wide variety of free sales aids. 


Contact your wholesaler or write 
the factory direct for full details 
on the Devcon profit package . . 
every item gives you a full 
40% profit! 


NN NM 
DEVCON’ HO 
/] Ty 4 2 


tue epoxy "SUPER GLUE” 


the dual-purpose material — 
provides tremendous bonding 

| power for any repair — also, ideal 
for all porcelain and appliance 
repairs — hardens to a 

glossy white finish. 


real rubber in semi-paste 
form for all kinds of 
flexible repairs. 


pevcon’ STEEL 


for quick, easy repairs to 
furniture, toys or any damaged 
metal, wood, concrete or glass 


materials. Can be finished to any 


metallic coloring. 


@ 





NOW AVAILABLE! 


Here’s the new compact, 
revolving Devcon Repair Center 
offered FREE to you in 
combination with 24 packages of 
famous Devcon repair materials. 
Get in touch with your wholesaler 
or the factory for all the facts on 
this self-service merchandiser 

that spurs impulse buying. 





_DEVCON CONSeRaArt a 


— 


ott Street, Da 


72) 


Want more facts? Circle 143, p. 77 <F POURED PILLAR OF STEEL TRADE MARK 











croquet 
‘ 


| feature packed for fast turnover 


Exclusive Features! Top 
styling! 17 models to fit every 
sales need. 

South Bend self displaying 
models are perfect for self- 
service departments. Color, 
style and construction pack 
selling power. South Bend cro- 
quet sells itself! That’s why 
South Bend sells faster and 
easier. That’s why South Bend 
is more profitable to handle. 
Write for free catalog! 


Exclusive South Bend Features 














Automatic arches 
adjust depth 


Grooved and 
knurled balls re- 
tain color 


Threaded handles 
...new mallet de- 
signs 


Polyethylene arch 
covers for more 
visibility 


ec ee a er ee ee he ee 


‘SOUTH BEND TOY. 


| SOUTH BEND, INDIANA _ 
VX 
Want more facts? Circle 144, p. 7 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 77 


(Continued from page 76) 
Item 31 
Protective paint for pools 


Concrete pools can be protected 
from disintegration and steel pools 
from corrosion with Rubber-Coat 


330 swimming pool paint. This rub- 
ber base pool paint resists soften- 
ing, chalking, chipping or fading 
and leaves a semi-gloss finish that 
resists slipping. It comes in four 
colors plus black and white. Tuf- 
Quik Skid-Grip deck coating for 
pool side areas is also available. 
Wilbur & Williams Co., Dept. HA, 
Norwood, Mass. 


Item 32 
Small repeat alarm clock 


General Electric’s miniature 
Snooz-Alarm clock features a re- 
peat alarm. It is 3-in. high and 


about 314 in. wide. A plain dial 
model is available for $5.98. The 
lighted dial model 78268-K, shown, 
retails for $7.98. These Cue-ette 
clocks and two other styles are 
available in a display pack called 


the Feature Four display. You can 
receive a free Snooz-Alarm clock 
with lighted dial when you have 
sold the four clocks in the display. 
Clock and Timer Dept., General 
Electric Co., Dept. HA, Ashland. 
Mass. 


Item 33 
Electric fence controller 


Weec-Kopper, a new Esco elec- 
tric fence controller, charges up to 
25 miles of fence. Automatic sig- 
nal lights show, at a distance, the 
condition of fence and controller. 
An automatic non-shorting action 
kills weeds on contact. It operates 





on 110 volts, 60 cycle AC. This 
unit retails for under $25. Elec- 
tronic Specialties Co., Dept. HA, 
Batavia, Ill. 


Item 34 
Metal primer in aerosol can 


Sapolin’s metal primer in an 
aerosol can gets rid of rust and 





corrosion on indoor and outdoor 
surfaces. It dries in an hour and 
the metal primer enables a rapid 
buildup of coats to form a water- 
tight and airtight shield. This 
primer is dark red and is available 
in a 16-0oz spray can. Sapolin 
Paints Inc., Dept. HA, 205 E. 42nd 
St., New York 17, N. Y. 


Item 35 
Merchandiser for new bulbs 


This merchandiser for Westing- 
house’s new shape Eye Saving 


white bulbs is 944-ft tall and holds 
144 each of the 60, 75, and 100 watt 
bulbs. Two of these units can be 
placed together to form an island 
display. Lamp Div., Westinghouse 
Electric Corp., Dept. HA, Bloom- 
field, N. J. 


Item 36 
Two rubber stair treads 


This rubber stair tread, with 
deep pile carpet texture, molded in 


the rubber, resembles the nubby 
yarn of heavy carpeting. Ace Rub- 
ber’s new tread is called Glam-R- 
Tred. Rubber tile panels are 
molded in the stepping surface. 
Ace Glam-R-Tred colors are green, 


Ten Dealer-Tested 
Anchor Brand 
Profit-Makers 

uf Check your stock on all 10 now. 





























|_|] No. 437 snap, 

%" swivel eye 
THE SNAP OF 100 USES — on 
chains, rope, leather, webbing. 





|_|] No. 225 snap, 

sizes 4" through 1” swivel eye 
A SNAP FOR WORK, SPORT, 
— useful for farm and home, 


|] Display Box No. 1 


“SILENT SALESMAN” holds six 
dozen snaps in assortment of 
four kinds, sizes. 





on sporting gear. 


5. 



































|__| No. 30 Display Box 
PACKAGED FOR PROFIT: Col- 
orful counter merchandiser 
holds selection of 44 rivet, pivot 
links in three sizes. 


| | No. 2530 Pivot Link [| | No. 2531 Rivet Link 


CHAIN REPAIR LINKS make quick work of repair jobs. 
Sizes 34" through %”. 



































[] No. 3300 Wire Rope 
Clip iron base, steel 
u-bolt. Suited for any weather. 


|_| No. 0174 Pulley 


galvanized gray iron. One of 
many styles and sizes. Pro- 
tected against corrosion. 


| | No. 4015 Line Cleat 


furnished in galvanized gray 
iron. Others in iron or bronze. 
For indoor or outdoor uses. 





You'll rate high with your customers when you 
meet their needs with North & Judd Anchor 
Brand products. All are quality made, quality 
finished. Packaged to appeal, priced to sell. 


If your quick check shows you there are gaps 
in your stock, get in touch with your hard- 
ware jobber. Let him help you fill in your line 
of North & judd Anchor Brand and Wilcox- 








Crittenden hardware. 








| ] No. 421 Oarlock, 


standard regular socket — a 
steady boating season seller. 


Qo 
NORTH|)JUDD 


Manufacturing Company 


New Britoin 





Connecticut 


New York © Boston -° Philadelphia « Atlanta «* Jackson(Miss.) °* Buffalo -« Detroit 
Chicago * Minneapolis « St.Louis * Dallas * Los Angeles * Sanfrancisco * Seattle * Montreal 


Want more facts? Circle 145, p. 77 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 77 


gray and beige. They come in 9 x 
27 in. curved nose style and 1814 
in. x 27 in. dual purpose, with 
riser. Ace Rubber Products, Inc., 
Dept. HA, Akron, Ohio. 


Item 37 
13-0z spin-casting reel 


Bronson’s Regent No. HD-990 is 
a heavy duty closed face spin-cast- 
ing reel that features a drag con- 
trol and roller action line retrieve. 


This reel can be used in salt and 
fresh water. It is level winding, 
has a positive anti-reverse crank 
and the spool can be removed with- 
out tools. The reel weighs 13 oz 
and comes with a spool of about. 
135 yd of 15 lb test limp monofila- 
ment line. It retails for $24.95. 
Bronson Reel Co., Dept. HA, Bron- 
son, Mich. 


Item 38 
Five-piece canister set 


Republic’s five-piece Golden Crest 
canister set has four basic pieces 
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and a matching cookie jar. These 
containers are made of polypropy- 
lene and have Golden Crest metal 
covers. The beige handles have em- 
bossed letters and the cookie jar 
has the word “cookies” ‘ettered 
vertically. A four-piece set retails 
for $7.98 and the matching cookie 
jar is $2.98. Republic Molding 
Corp., Dept. HA, 6465 N. Avondale 
Ave., Chicago $1, Ill. 


Item 39 
Assorted shears display 


This assortment of Acme shears 
comes mounted on a merchandiser 
(No. 1916). The assortment in- 
cludes three pairs of No. 130C-7 in. 
bent trimmers and three pairs of 
No. 101C-7 in. straight trimmers, 
all retailing at 98¢ each. These 
shears have polished, nickel-plated 
blades with black enameled han- 
dies. The easel-backed merchan- 


diser for counter or wail is 10%4x 
13% and is also available with six 
pairs of the straight trimmers 
only. Acme Shear Co., Dept. HA, 
Bridgeport 1, Conn. 


Item 40 
New steel clevis series 


A new series of extra strong 
clevises is now made by Midland. 
The series features cadmium- 
plated, T-handled pins that are 
heat treated and have a hair pin 
lock. A size to fit all tractors in 
straight and twist type clevis is 
made. The range of size (inside 
length) of the clevis is from 4 in. 


to 54% in. for both types. Pin sizes 
range from % in. to 1 in. dia. Mid- 
land Industries Inc., Dept. HA, Ce- 
dar Rapids, Iowa. 


Item 41 


Decorator wall plate rack 


This new display assortment of 
G-E decorator wall plates features 
80 switch and outlet plates. A meta) 
rack and sign are included free 
with the merchandise. Less than 


1/3 sq ft of space is needed for the 
display. The assortment includes 
15 single gang switch plates and 15 
outlet plates with 10 ivory and five 
brown plates in each style. Retail 
value of the assortment is $14.70 
and individual plates retail for 49¢. 
Wiring Device Dept., General Elec- 
tric Co., Dept. HA, Providence 7, 
| ee 


ltem 42 
Rubber asphalt joint sealer 


A new rubber asphalt joint seal- 
er and crack filler is called Join 
Seal. It bonds to concrete, steel and 
other surfaces and remains flexible. 
This sealer comes in a standard 
tube for caulking guns and has a 
tip that can be cut to desired 
width of application. Join Seal is 





“| want 
some: of 
these... 


mir tsaesrsresae 


... the very first words as your customer walks turn to. You know that’s where YOU can 
in looking for any conceivable type of bolt, find it. It’s America’s most complete line of 
nut or screw. There are probably more types, bolts, nuts and screws. There’s no reason for 
sizes, shapes and finishes in bolts, nuts and you to carry any other line. More and more 
screws than in any other line you carry. distributors are switching to the Screw and 
. . and your customer expects you to have Bolt line. 
just exactly what he has in his hand because Mark the “Screw and Bolt” line in your 
he knows yours is the place to find it. want book today... satisfy your customer when 
. . and Screw and Bolt is the line you can he says “‘I want some of these...” 


SCREW AND BOLT CORPORATION OF AMERICA 


Formerly Pittsburgh Screw and Bolt Corporation «+ P. O. Box 1708 Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh e Gary « Southington Hardware « American Equipment 


AMERICA’S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 


Want more facts? Circle 146, p. 77 
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SMALL 
UR IT TEMS 


jone vo BIG 


EASY-TO-SELL 
PROFITS 
GRIES 


ez WINGED 
SHOULDER HOOKS 


Self-screw one-piece hoot 


Packed [00 to a box 


= CUP HOOKS 


’ One-Piece Durable 

fy 6 sizes ('2" to 1%") In Nickel and 
Brass, ch 
packed 
a 


GRIES 
yi 


popular colors 
a Nickel and 
Brass. 


|S UTILITY HOOKS 


2 hook > 
Hore eae lated Roles 


. = GRIES 
‘ 
= 


Lecquered bron, Nickel 
Chrome or Bright iridite 
Finish in boxes of 25 with 
a he “Egeay stee! screws 


> cries 


IWiNG « CAP NUTS 


Bright ee. finish . 4 popu 

lar sizes each. “Bach type 

boxed in bg self-selling 
counter displ assortments. 
Also — 1 in bulk or 


2 i In 


@ complete 
range of 
thread sizes. 


JOBBERS: Write new fer prices and 
catalogue sheets on GRC's full line of money-mak- 


hardware items, including DRAP- 
ERY RINGS, SCREEN & WINDOW HARDWARE, 


World's foremost producer of aia die om 
161 Beechwood Avenue, New Rechelle, N 
NEw Rochelle 3-8600 


Want more facts? Circle 147, p. 77 
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"COAT HOOKS 


black and by using aluminum paint 
first, it can be painted over in any 
desired color. United States Chemi- 
cal Co., Dept. HA, 1345 N. Build- 
ing, Lincoln, Neb. 


Item 43 


Three wheel edger-trimmer 


Moto-Mower’s edger-trimmer has 
a 2-hp, 4-cycle engine and a 9-in. 
shatterproof steel blade. A _ foot- 
operated lever, placed behind the 
rear wheels for safety, flips the 
blade from edging to trimming po- 
sition. Its three-wheel design per- 
mits the edger-trimmer to balance 
on a 6-in. curb and provides easy 
handling and cutting ease. The 


1960 model weighs 47 lb and retails 
for $89.95. Moto-Mower, Inc., Dept. 
HA, Richmond, Ind. 


Item 44 
Freezer goods floor rack 


Here’s a new, wire rack display 
for Container Corp.’s home freezer 
packaging line of Vapocan, Vapo- 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 77 


Plastic Bag and Vapo-Freezer Box. 
This bin rack holds 12 packages of 
each of the three Vapocan sizes, 
24 packages of rigid plastic lids, 24 
packages of each of the four sizes 
of Vapo-Plastic Bags and six pack- 
ages of each of the two Vapo- 
Freezer Box sizes. Container Corp. 
of America, Dept. HA, 38 S. Dear- 
born St., Chicago, Ill. 


Item 45 
Small engine spark plug rack 


You can make small engine spark 
plugs an impulse item with this AC 
counter display rack. The rack in- 


Witt ' eheis ‘ 
Poowek Lawete MOWERS $ 
> 2 
: 
* : 
a7 
2 


cludes AC marine and lawnmower 
spark plugs, three hand tachome- 
ters, nine plug wrenches, 10 copies 
of a 24-page small engine manual, 
plus a marine plug specification 
booklet and a power mower plug 
chart. The deal includes 48 marine 
plugs and 24 mower plugs. AC 
Spark Plug Div., General Motors 
Corp., Dept. HA, Flint 2, Mich. 


Item 46 
Embossed linoleum designs 


Three patterns in a new chip- 
stone embossed linoleum design are 
available from Armstrong Cork. 
The new design features colored 
stone chips on a neutral back- 
ground. Random chips are em- 
bossed for a third dimensional ef- 
fect. This new series comes in 
standard gauge sheet goods, six 
feet wide. Armstrong Cork Co., 
Dept. HA, Lancaster, Pa. 





litem 47 


Aluminum bow rail for boats : N OW. 2 8 


Here’s a bow rail that adds safe- 


ty and convenience to _ It is Fy ery link 0 f 
ee 63 Campbell Chain 
a CMe 

| want to 

know! 


tel od oe 


made of heavy-duty %4-in. alumi- 
num and is covered with white 
vinyl. This Allan-Jervis rail can be 
adjusted to the contour of the boat. 
It is 34-in. high and 50-in. long. 
Allan-Jervis, Dept. HA, 325 Duffy 
Ave., Hicksville, N. Y. 


’ew ee ee @ 


Item 48 
Power tool display stand 


Six new Starflyte power tools can 
be displayed in this Portable Elec- 
tric display stand. Model ADS-51 
features a jig saw, oscillating 
sander, 14-in. drill, reversible drill, 
3e-in. drill and heavy duty 7-in. 
saw. The display has metal sup- 
ports and comes with each of the 


CAMPBELL marks every link to show the grade or 
the manufacturer . . . it’s ““HALLMARK’’s CHAIN! 


Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 





The grade mark (see below) appears on alternate links 
... your permanent grade identification. -» 


- 
The Campbell "“C” is permanently in relief on every f / 
other link . . . your manufacturer identification. 


Fis § 
AND ... another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘“‘Measure-Mark’’ Chain. color coded {) 


power tools, streamers, folder and exactly every five feet (see below). 
fact tags. Portable Electric Tools, 
Inc., Dept. HA, 320 W. 83rd St., re 
Chicago 20, Ill. 





“MEA = 2 
CRASS GRADE MARK conan ane” 


PROOF COIL CHAIN P GREEN 
BBB CHAIN B RED 
Item 49 HIGH TEST STEEL CHAIN H BLUE 
Special lid with cookware CAM-ALLOY CHAIN A ORANGE 
Mirro’s Easy-Over cover is now 
offered with the Mirro-Matic elec- 
tric buffet cooker and French fryer | CAMPBELL CHAIN 
Tl 1m FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 


CHAIN WAREHOUSES: £. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, lll.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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for 
over 
75 years 


McGILL 


and RAT TRAPS 


the MGil 


Over 75 years of customer preference at- 
tractively packed in this convenient, self- 
service 2-PAC. Eye-appealing, buy-appeal- 
ing, pre-priced two for nineteen cents, and 
transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


For business and home 
use, this attractive, five 
position, razor blade 
type scraper and cutter 
has sure-fire sales ap- 
peal. Each scraper sup- 
plied with blade .. . 


ready to use. 


McGIL 


MARENGO 


METAL PRODUCTS 
COMPANY 
ILLINOIS 
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for $19.95. This cover places the 
plastic handle at the side of the 
utensil. This Mirro-Matic utensil 
features a special Vapor-Seal de- 
vice that allows food to cook in its 
own juices. A thermostatic control 
regulates the heat and an indicator 
light on the control shows when 
temperature is being maintained. 
Mirro Aluminum Co., Dept. HA, 
Manitowoc, Wis. 


Item 50 
Electric barbecue units 


Fiesta electric Bar-B-Que can be 
used outside on a patio or inside in 
the fireplace. Special permanent 
volcanic ash coals heated by a tubu- 
lar electric element give a natural 
charcoal flavor to foods. This unit 


provides constant heat and fea- 
tures a 133 sq in. cooking area to 
serve up to 12 people at one cook- 
ing. It is available in coppertone, 
black and solid stainless steel. Re- 
tail prices range from $39.95 to 
$69.45. Jensen Industries, Dept. 
HA, 165 S. Mission Rd., Los An- 
geles, Calif. 


Item 51 
Two kitchen tool holdsters 


Ekco’s Counter Susan, shown, is 
a holdster for the new Flint Cook 
and Serve Tools. It can be used on 
counter-top, in the cabinet or on 
tables. Another model, the Cabinet 
Susan, fits under cabinets and lets 
the homemaker hang tools above 
or below her work area. Each unit 
holds a set of six tools. These hold- 


sters are made of mahogany and 
operate on ball bearings. Ekco 
Products Co., Dept. HA, 1949 N. 
Cicero Ave., Chicago 39, Ill. 


Item 52 
Lightweight folding stand 


Here’s a lightweight, aluminum 
folding stand that raises Coleman 
camp stoves to standard kitchen 
range height. It replaces the steel 
stand previously made. The new 
stand weighs 2% lb. It can also be 
used as a portable table base. When 
open it is 154% x 15 in. on top and 
when it folds it is 2% x 2 x 26% 
in. This stand is corrosionproof 





and has self-lubricating friction 
washers. Coleman Co., Dept. HA, 
Wichita, Kan. 


Item 53 
Custom paint color service 


This Enterprise dealer color pro- 
gram is made up of three units: a 
paint color book, custom color chip 


1 lato eam 
ge PF INT. LORS 
Guaracteed Since 1893 
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- 


joda) een 

jee) saan 
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er 


dispenser (shown), and a painter 
and decorator color pack. The book 
shows 1902 colors divided into color 
families and indexed with color 
tabs. The chip dispenser offers 240 
colors arranged for quick easy se- 
lection. The professional book has 
the same 240 colors as in the dis- 
penser but arranged in pockets of 
the plastic carrying case which can 
be taken right to the job. Enter- 
prise Paint Mfg. Co., Dept. HA, 
Ashland Ave. & 29th St., Chicago 8, 
Jil. 


Item 54 
1960 rotary tiller line 


Rototiller’s 1960 series of rotary 
tillers includes front and rear mod- 
els with tilling widths from 12 to 


26 in. A 25-in. front end tiller is 
shown. Model 104 is a featured 
tiller in the new line. This 244-hp 
unit is an economy model with a 








HARDWARE DEALERS, what 
are you doing to DEVELOP this 
BIG PROFESSIONAL MARKET? 


PLUMBERS 





GARAGE MECHANICS 


ELECTRICIANS 








MECHANICS 


“ 
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SHEET METAL WORKERS 


HERE ARE CRAFTSMEN — WHO USE, AND KNOW THE 
VALUE OF CUTTING TOOLS — THEY DEMAND QUALITY! 


_.. All of these craftsmen know 
that STANDARD TOOL has 
been furnishing the finest qual- 
ity cutting tools to the Indus- 
trial ‘Trade for years. 


They know STANDARD _._. 
not only manufactures Twist 
Drills but a complete line of 
Taps, Dies, Reamers and Mis- 
cellaneous Tools. 


_, They know where they can 
obtain quality, performance 
guaranteed, Cutting Tools—and 
there’re going there to buy them. 


DON’T... 


SELL YOURSELF DOWN, 
Senk... 


QUALITY CUTTING TOOLS. 


Fi 


SCREW 
EXTRACTORS 


ardware Trade 


Ab 


URRING 
REAMERS 


SHORT COUNTERSINKs 


DRILL AND 
COUNTERSINKs 


..- Standardize with STANDARD! 


STANDARD [O 


CHESTER AVENUE 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICA 


OL 


GO - DALLAS - LOS ANGELES - SAN FRANCISCO 


0) 


“y+ 
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12-in. tilling width. Extension tines 
can be added up to 22 in. A safety 
clutch prevents damage from rocks. 
Gas Products Div., Porter-Cable 
Machine Co., Dept. HA, Syracuse, 
N. Y. 


Item 55 
Deep fluted masonry drills 


Spiral carbide-tipped masonry 
drill with deep flutes and closely 
controlled diameters are available 


from Rawlplug. Deep, wide flutes 
of these drills clear flaky or gummy 
cutting easily. Drill diameters 
match those of Rawlplug masonry 
anchors and range from .132 in. to 
1.535 in. with overall lengths from 
2% to 10-in. Sizes available run 
from ¥%-in. to 1%-in. Rawlplug 
Co., Dept. HA, New Rochelle, N.Y. 


Item 56 
Nickel-plated grass shears 


Peerless SH-2 grass shears have 
been added to the Great Neck gar- 
den hand tool line. Spring action 
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supplies cutting power to the 
nickel - plated blades through a 
squeezing action of the contoured 
handles. Other features are a clos- 
ing latch and hang-hole in the han- 
dle. Shears are individually boxed 
and packed 48 to a carton. Great 
Neck Saw Mfrs., Dept. HA, Mine- 
ola, N. Y. 


Item 57 
9-in. flannel wiping pad 

Hoppe’s Wiper, a wiping pad for 
cleaning sports equipment and 
household items, is made of 9 x 9 
in. Canton flannel. It is absorbent 
but doesn’t shed lint and fuzz. 
These wipers will now be included 








in Hoppe’s De Luxe and Utility 
gun cleaning outfits. They are also 
sold as individual items packaged 


in cellophane. Frank A. Hoppe, 
Inc., Dept. HA, 2314 N. 8th St., 
Philadelphia, Pa. 


Item 58 
Vinyl tape in dispenser 
Electricians, repairmen and do- 
it-yourself customers are traffic for 
this vinyl] electrical tape dispenser. 
Technical Tape’s unit features a 
guillotine cutter edge that dis- 
penses the tape and cuts the tape 
cleanly. The clear plastic dispenser 
contains 300 in. of 54-in. wide tape. 
This vinyl electrical tape is for 
splicing and insulating wires, hold- 
ing wire assemblies and covering 
tools. The dispenser, Tuck No. 1233 


with tape, retails for 39¢. Tech- 
nical Tape Corp., Dept. HA, 240 
North Ave., New Rochelle, N. Y. 


Item 59 
Adjustable planter pole 


This floor-to-ceiling planter pole 
can be used to create an attractive 
entrance way, divide a room or 
brighten an interior. It consists of 
l-in. sectional steel tubing and six 
adjustable wrought iron hangers 
with plant pots in solid brass with 
satin finish. The pole adjusts from 
7 ft, 6 in. to 9 ft. Interlacing wire 
hangers snap on and can be ar- 
ranged in several positions. Pole 
and hangers are black. Retails for 


$19.95 with brass pots and $8.95 
without. Wolfcrest Products, Dept. 
HA, Michigan City, Ind. 


Item 60 
Sectional glass fishing rods 


Fishermen will want to look over 
these four-piece tubular glass 
Trailmaster rods for. spinning, 
spin-casting, and fly fishing. The 
three models in this line have green 
and gold nylon wraps, nickel-silver 
ferrules and come in aluminum 
cases. Case lengths range from 21 





Make sure they get the Right lubricant For Every Job 
sell PANEF QUALITY LUBRICANTS 


© LUB-A-SPRAY peoeee Ea SMASH 
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= moisture out. , pies > See y Provides thorough 
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The oil of 1001 we ; @ The housewife’s 
uses! Lubricates R4 hie choice! Stainless, 
faster and better 4 , odorless, greaseless, 
... prevents rust | dry white lubricant. 
and corrosion. The j ' For appliances, 
finest lubricant a zippers, sticking 
for appliances, rf doors, drawers, 
motors, tools, elec- , . windows, shower 
tric shavers and r= ’ door and mirror 
hair clippers. Clean, slides. Clean, con- 
easy-to-use drop venient puffer 
\, Oiler. ; dispenser. 
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PANEF 


~ Vor Stainless Sewing 
LUB-A-GRAPH - a Machine Oil 


Eee Weatherproof >> | No stain — no mess 
™, graphite -oil. i — no odor! A highly 
; Highly penetrating bn refined oi! for 
se — won't wash away. i thorough lubrica- 
? me For outdoor equip- ) ™ — at tion of all delicate, 
j lub-a-brapp ™ =. ment, garden tools, fast-moving parts. 
. ) eee chains, wheels, - -& Flows freely — 
m a : fee. hinges and dozens 2. never gummy. Long 
Wie ke , feaee, Of Other uses. = nosed spout on 
me ° eae, Handy plastic e. plastic drop oiler 
eee drop oiler. : = gets in the 
Meg oe Bs = i tight spots. 
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The ONE SOURCE that fills ALL your lubricant needs 


Every home has dozens of uses for these specialized lubricants. And 
only PANEF makes them all. This complete line makes you an expert 
on correct lubrication for home, auto and shop. Makes extra profits, 
too! Every customer needs these specialized lubricants. 
Panef lubricants are the finest you can stock. The highest quality 
... most attractively packaged .. . best displayed . . . cleanest-to-use 
. . and the most profitable! 


Stock and Sell the Complete Line of Panef Quality Lubricants 


PAR. F MANUFACTURING CO., INC. 


116 East Wainut Street, Milwaukee 1, Wisconsin 
Want more facts? Circle 151, p. 77 
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“Want Book’ 


PROFIT 
MAKERS 


You can't sell empty pegs. You can't 

make profits on tools that aren't there. 

Every one of these popular screwdrivers , , 

are sonata — yon miss out to 24 in. All rods list for $19.95 

on easy sales .. . quick profits. Fill in with case. Wright & McGill, Dept 

the b ts and the thi ’ g eka 
Oe a teen oo HA, Box 508 Aurora Station, Den- 


RE-ORDER FROM OPEN STOCK RIGHT 
NOW! All cre carded and pre-priced! ver 8, Colo. 


, 4 : Item 61 
| FULLER, TOOL CO., INC. IE of Unbiockebi: Masonry fastener display 


3522 Webster Avenue, New York 67 ,; “" vst sigs You can set up a masonry and 


Fuller products are made in U.S.A., England and other countries, of the highest quality materials, by skilled drill department with this mer- 


Want more facts? Circle 152, p. 77 Bolt’s Copperhead masonry fasten- 
er line. There are 27 skin and 
blister packets on this display. 


€ Packets contain screws, tools and 
Another new and exclusive IC OF instructions. This merchandiser is 


Conibear 











No. 330 
for Beaver 





free with your initial order of Cop- 
perhead masonry fasteners. Chi- 
A new model, the No. 330 Victor Conibear trap for cago Expansion Bolt Co., Dept. HA, 


. . beaver, otter, and other animals of similar size is ’ hi 9 
Also available: adie available. This humeant, tebparisning eb 1338 W. Concord Place, Chicago 22, 
No. 110 Victor Coni- ideally adapted for water sets. It has large, 10” x 10” Ill. 
oow tar eucioat jaws and double spring for fast, powerful killing 
: : action. Equipped with safe-setting device and 19” 
mink, skunk, weasel, chain with ring. - so 
barn rat, wharf rat, Fy Victor wo yg cc has poses 4 be penety om 
squirrel, civet cat, thing it was said to be. Trappers demand it ause -in. r 
and similar size it eliminates wring-off of valuable fur-bearers. Only 50-in. long soup box race 
you, as a Victor Dealer, can offer it! So don’t wait Carvette, Model SW-2800, is a 
... order the new No. 330 Victor Conibear trap from fast-moving soap box racer that 


holesaler. ‘ . 
a has a 36-in. wheel base, is 50-in. 


ANIMAL TRAP COMPANY OF AMERICA long and is 17%4-in. wide. This 


Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Ontario chrome and red racer is easily as- 
Went more facts? Circle 153, p. 77 
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animals. 

















circle item number on p. 77 


sembled. It has semi-pneumatic 7 
in. x 1.75 diamond tread tires. The 
seat and back rest are upholstered 
in weather-proof plastic. This tubu- 
lar steel racer has an airplane type 


steering wheel and adjustable foot 
rests that double as brakes. Plastic 
Block City, Dept. HA, 1017 W. 
Washington St., Chicago, Ill. 


Item 63 
Children's flexible pond 


Here’s an outdoor Kiddie Fish 
Pond that is useful for holding 
gold fish and turtles, sailing boats 
and keeping children busy for 
hours. It consists of a rustproof 
aluminum sidewall with turned 
safety edge, flexible plastic liner 
and plastic clips. The pond is about 
2 ft x 5 ft in oval and can be shaped 
round, oval, square or free-form. It 
comes packaged in an illustrated 
carton and retails for $2.98. Alu- 
minum Hardwares, Inc., Dept. HA, 
7301 W. Harrison Rd., Forest 
Park, Ii. 


Item 64 
Cover plate on display 


You can promote sales of Bell 
Electric’s Saf-T-Lok snap cover 
plate and weatherproof outdoor box 
with this display. This easel-backed 
display is 10 x 14 in. and is sent 
free with the purchase of five 
weatherproof boxes and five cover 
plates. When you buy 10 of each 
item you receive an extra weather- 


proof box and cover plate free. Bell 
Electric Co., Dept. HA, 5735 S. 
Claremont Ave., Chicago 36, Ill. 


Item 65 
Bow rake with 14 tines 


Ames’ bow rake is cut from solid 
plates of steel and has a 5-ft long 
handle. Fourteen tines are on the 
14-in. rake head. Its square shank 
prevents twisting. These rakes 


come packaged six to a bundle and 
retail for $3.80 apiece. O. Ames 
Co., Dept. HA, Parkersburg W. Va. 


Item 66 
Glass bowls in brass frame 


This No. 106 Snak-N-Sauce 
Server has been added to the Don 





Ho easy fo sel 
NATIONAL 


bahedge 
PRODUCTS 


they’re conveniently 
packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


VINYL-INSERT THRESH. 
OLDS—No exposed 
screws, no hook strips. 
3 widths (1%”", 32", 4”) 
—any length. 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7’ lengths. 


PACKAGED WEATHER- 
STRIP—Bronze and alumi- 
oum—in standard sizes or 
17’ and 100’ rolls. 


SEALER-STRIP—Metal and 
felt weatherstripping. 17’ 
of material in each box. 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 


range of designs— all pre- 
cut ready for installation. 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plastic packages (12), or 
75’ lengths. 


**CASE-TITE’’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Goteway Center, Pittsburgh 22, Pa. 
Want more facts? Circle 154, p. 77 
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Duval Original line. Three 514-in. 
glass bowls decorated in gold and 
turquoise Aloha design fit in a 
triple plated brass frame. The 
frame is 14%4-in. long with conve- 
nient handles at each end for easy 
carrying. The Servers are individ- 
ually boxed and retail for $4. 
United Wire Craft, Inc., Dept. HA, 
2120 N. Southport Ave., Chicago 
14, Jil. 


Item 67 
Foam head broom display 


This free display for Mel Mag- 
netic-Foam brooms contains six 


brooms and three replacement 
heads. Master’s Mel brooms have a 
plastic foam head. They retail for 
$2.49 plus 1¢ for a 59¢ plastic 
dustpan attached to each unit. The 
list price value of the No. 1737 
merchandiser is $17.37. The dis- 
play takes 1 sq ft of floor space. 
Master Mfg. Co., Dept. HA, 9200 
Inman Ave., Cleveland 5, Ohio. 


Item 68 
Prefocused steel lantern 


This No. L202 Nite Hawk pre- 
focused lantern with red signal 
flasher handle has been added to 
the Ray-O-Vac line. It features a 
3¥4-in. vacuum aluminized _§re- 
flector. The polyethylene flasher 
handle is adjustable for any verti- 
cal degree. A chromed steel head 
swivels 180 deg and the head and 
handle rotate on a front mount. 
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This steel lantern is powered by a 
six volt lantern battery or eight 
flashlight batteries. Your cost is 
$5.39 and the retail price is $8.98. 
Ray-O-Vac Co., Dept. HA, Madison 
10, Wis. 


Item 69 
High wheel rotary mower 


This large area mower features 
a high wheel design for rugged 
work. Your commercial accounts 
with large lawn areas will be in- 
terested in the three Ram models. 
These are: 24-in. 44%, hp $214.50; 


FeTy 


22-in. 3 hp $174.50; and 24-in. 414 
hp self-propelled $279.50. Jacobsen 
Mfg. Co., Dept. HA, 747 Washing- 
ton Ave., Racine, Wis. 


Item 70 
Nontoxic, fast-drying enamel 


Bruning Super Bru-Lux enamel 
is made with odorless solvents and 
Iso-talic, an ingredient that makes 
this enamel easy to apply and fast 
drying. It comes in colors and non- 


yellowing white. It is nontoxic, re- 
sistant to acid and alkaline fumes 
and can be used for interiors or ex- 
teriors. Bruning Brothers, Inc., 
Dept. HA, 4209 E. Chase St., Bal- 
timore 5, Md. 


Item 71 
Five-way aluminum bar tool 


Bar Boy, an aluminum bar tool, 
can be used as a jigger, ice cracker, 
corkscrew, cap remover and bottle 


seal cutter. Taplin’s new tool comes 
gift-packaged and retails for $1.98. 
Taplin Mfg. Co., Dept. HA, New 
Britain, Conn. 


Item 72 
Room air conditioner filter 


Pollen and air borne bacteria are 
trapped in this new room air con- 
ditioner filter. The filter contains 
hexachlorophene for extra protec- 
tion from bacteria. It comes in 
green and can be trimmed to fit 
any unit. Comes in a 36-unit dis- 
play carton or smaller cartons. 
Owens - Corning Fiberglas Corp., 
Dept. HA, Toledo, Ohio. 





Turn to p. 94 for new cost saving 
store and warehouse equipment. 





To help us (and you) celebrate 
Marlin’s 90t Anniversary, ads like this will 


appear during 1960 in: Field & Stream « Outdoor Life « ti 
Afield « Fur, Fish & Game « American Rifleman « Guns « Guns & Ammo « we 
Sport « Guns & Hunting « True « Argosy Cavalier « Saga « Climax « aaa al 
Lifes Farm JournaleS uccessful Farming e Popular Sciences Popular M echantcs , a " 
& Mechanics « Mechanix Illustrated « Sports Afield Annual « True Hunting Y earboo 





MARBLIN MODEL GOLDEN 39-A: Tubular magezme holds 2° Shorm, 29 Longe or 
18 Long Rsfle 22 cartenige: ft ined wrap seeds fine walnut wok, reveiwer drilled and 
tapped for aandard teoerver peep sights aad fur adapter base for soope mount (packed 
wah rifle), gaid-plased irgger. sutomatxn wde exten. Preed of 379 95, only 38.00 
den ander Maria Pay 1 ater Plan 





MARLIN MODEL 56 LEVERMA PIC: Lxctusve short-stroke achun. ? shot chip maga 
. Wid top recerwer for low Mop! Mounting packed » ith 

and top mounts Bishop style stuck of Geet walnut. 22° hued 

Steet. Preced at $44.9°. only $50 down 








Just a split-second mch fick of the fingers. and Marion's 
exclusive shert-strake ievet actron--a feature of all Marlin 
Levermatix nmuxieh—cwets the fred cartruige case and 
packs a live shell nme the brecch Your tigger hand never 
leaves the stock, vows trigger finger never leaves the Wiggs 4 
Ask your Marin dealer to show vou the Marhn Lever- 
matic mundels shown or thes page ared the famous Marlen 


Geotden -A, Amerma's finest sporting in 


Anme Oakley 


, Periormed fabulous fea: 

With a Mar in Mode! 9] La ft . 
i is Tite 

Was a Sweet hitle rife i, ; 


MARLIN MODEL 5? LEVERMATIC: The « tubuler-feed vermon of the Mode! 16, 
with a capacety of 25 Short, 20 Long of 18 Long Rilbe cortredges Mas sf) quality features 
of Mode! %%. With Marin Mare-Vue 4X Soupe. « « « fevorne of weasoned shooters 
Preed at $49 #4, onty $5.00 down ender Marin Pay 1 ater Plan 
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wobble. less ; jews thar 6¢ a shot’ With all the qualty features of the Model $6 and Model $7. 4 « a 
“Marlin dealer's, too-— they're real game-getters for meat LJ Compeny, ?.0. fox 995, How York 7, @ 1. 
Marlin ha < Mic rm-¢{ sT th 
i Manual (vatue $1 00) | enclose 24$¢ to cower han- 4 
aulomaty ADRESS i 
: Ab eae 
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a he real buy at $54 95, only $1.60 down ender Marin Pay-tater Plan 
er. ter 
) that old-time Marlin. Only today’ 
OGay’s ied sportsmen’ In 30-30, 32 Special and 35 calibers Please vend me the new Marlin iffustrated catalog 
ve Riffing, the im full color, plus Martin Sighting-In Guide and 
madern key to higher accura y's 
acy Ste the ding and mailing 
complete line of Marlin 7° 
¢ iT} 4é4= it ver- ’ . 
action bal fi NAME 
ACTION OoM-action and $¢ 1M - ; 
“werceesiuee I fag Micro-Groove 
§ ro-Greov ne 
| Marlin Firearms Co., New Haven, Conn., U. S. A. 
Prices subject to change without notice 


Please send me all Marlin trade and consumer price 
lists, and your new 4-color 90th Anniversary Catalog. 


REMEMBER, when it’s profits Mere: 
you’re hunting roe 
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«6 You can’t miss with Marlin!” SEE SS fe ire ac 
wae Want more facts? Circle 155, p. 77 
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Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 77 


item 73 
Narrow hand truck line 


You may find one of these nar- 
row hand trucks useful around the 
stock room. The new M-W trucks 
have rubber tires and are made of 


extra strong, lightweight copper- 


tone or tubular steel. Overall width 
of trucks is 14% in. Comes with 
6, 8, or 10-in. wheels. M-W, Inc., 
Dept. HA, 204 Jefferson St., Wash- 
ington, Mo. 


Item 74 
Interchangeable fixtures 


Reflector’s Spacemaster 3000 line 
of gondola and wall fixtures are 
completely interchangeable. New 
lock-in bases come in eight sizes, 
from 18 to 60 in. and in widths of 
30, 48, and 60 in. Steel, double- 
slotted uprights come in 54 and 
84-in. heights. All parts interlock 
and are interchangeable and can be 
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assembled without special tools by 
unskilled workers. Reflector Hard- 
ware Corp., Dept. HA, 1400 N. 
25th Ave., Melrose Park, Ill. 


Item 75 
Paint colorant dispenser 


This manual colorant dispenser 
provides 2500 colors from a 10 
colorant system. This low cost, 
stainless steel unit, called the Na- 
tional Galaxy, is available on lease 
or sale plans. A lever action agi- 
tates the colorant and dispenses 


me 


x 
< 


the required amount in the same 
operation. National Paint & Var- 
nish Co., Dept. HA, 2835 E. Wash- 
ington Blvd., Los Angeles 28, Calif. 


Item 76 
Burglar-proof register mat 


Here is a foot mat that protects 
your cash register when you are 
away from the check-out counter 
during business hours. This vinyl 
mat, which encloses steel plates, is 
connected to your cash register and 
the wall outlet and is placed behind 
the counter. As long as you stand 
on the mat the register operates. 
When you move away the circuit 
is broken and no one can open the 
cash drawer. The Watch Dog Mat 
comes with a 39-in. cord. Fountain 
Products Corp., Dept. HA, 4250 W. 
Peterson Ave., Chicago, IIl. 


Item 77 
Hydraulic elevating trailer 


Trailevators, hydraulically ele 
vating car trailers, are now avail- 
able with stake rack sides. Stake 
sides come on the %4-ton and 1-ton 


models in two standard sizes of 25 
and 28 in. This increases the over- 
all trailer box enclosure to 42 and 
66 in. Stake sides permit safe 
delivery of tall and unwieldly appli- 
ances. Trailevators are steel with 
a heavy-duty tail gate ramp, dual 
lights, directional signals and other 
equipment. Trailevator Div., Mag- 
line Inc., Dept. HA, 1900 Mercer 
St., Pinconning, Mich. 


Item 78 
Steel service counters 


There is plenty of use for a 
heavy-duty steel service counter 
like these boltless units from 
Penco. These counters are made 
of standard Penco components in 
open or closed styles, with or with- 


out doors. Accessories, such as di- 
viders, are available. Penco Div., 
Alan Wood Steel Co., Dept. HA, 
200 Brower Ave., Oaks, Pa. 


Turn to p. 96 for a listing of 
new aids to help you sell better. 





crraQ 1% MARKUP! 


New D-77 Merchandiser makes 


your store a profitable 


products for the HOME SIGNALING CENTER 


Home are... 


Pre-Sold! 























: MODERNIZING 

FREE! A compact, tri-color wall or ASSORTMENT 
counter display with fifteen fast moving 22 push buttons 
products. 2 bells 
NEW! é 5 buzzers 7 

= Poly-Packed packaging that 2 bell-buzzer combinations 
sells itself. Complete product and instal- 2 transformers 
lation instructions included in each 4 burglar alarm switches 
package. 3 door trips 

2 thermostatic 
FREE! Supply of THE HOW TO OF fire detectors 
HOME SIGNALING—24 pages of practical 2 es 
wiring ideas and easy installation plans Sonny SEES 
a natural for repeat sales. 





Behind that powerful brand name stands 


quality you can recognize. A mammoth Your suggested profit on the D-77 
promotion program assures you of positive modernizing deal eceecece $28.15 


consumer identification, backed up by Your cost on the complete package .... 42.22 


the extra impact of Duncan Hines 


signs and guidebooks. 67% MARKUP! 


Literally billions of exposures every year 


h * ie HS ; Call your distributor today for your 0-77 modernizing deal and start profiting 
pre-sell the Duncan Hines name to the from this Home Signaling Center. (Promote and sell Do-it-Yourself electrical 
people you want to sell. To you the signaling this easy, space-saving way.) 


Duncan Hines products mean : ; 
an . , The How To of Home Signaling ties in all 
satisfied customers, faster turnover and ; 


the items on the display. Carries list price 
steady profits. Let Duncan Hines’ of 25¢ for extra profit potential. Sells your 


pre-selling work for you. . ai : customers on easy, inexpensive methods 

: of building home fire alarm systems, re- 
placing door bells, installing transformers, 
many other do-it-yourself projects. 


HINES-PARK FOODS, INC. 
408 East State Street, Ithaca, New York 
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NEW AIDS TO.HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 77 for your copy 


ITEM 88 PAINTING AND COLOR 
GUIDE—DuPont’s “Home Painting 
and Color Guide” contains an out- 
line of the principles of decoration 
by color groups and many sugges- 
tions for using color inside and 
outside the home. The well illus- 
trated 48-page guide contains an 
8-page section of instructions on 
all types of painting. The home in- 
terior portion shows 54 room color 
schemes and there are 35 exteriors 
color schemes shown. The type of 
paint and color used is given with 
each illustration. Special emphasis 
is given to DuPont Lucite acrylic 
house paint. Finishes Div., E. I. 
DuPont & Co., Dept. HA, Wilming- 
ton 98, Del. 


ITEM 89 VINYL ELECTRIC TAPE 
SHEET — This catalog sheet from 
Technical Tape Corp. describes the 
Tuck vinyl electric tape dispenser 
which features a new guillotine 
cutter edge. The dispenser is made 
of clear plastic and comes with 300 
in. of %-in. tape at 39¢. Illustra- 
tions show how the dispenser op- 
erates and dealer cost and profit 
margin is included on the catalog 
sheet. Technical Tape Corp., Dept. 
HA, 240 North Ave., New Rochelle, 
Nad 


ITEM 90 POWDER-ACTUATED TOOL 
CATALOG—Ramset powder actuated 
fastening tools are described with 
plenty of technical data and illus- 
trations. It contains information on 
working loads and data on Shure- 
Set, a hammer-in fastening tool. 
Catalog B-141 will help you answer 
technical questions on this subject. 
Ramset Fastening System, Dept. 
HA, Winchester Ave., New Haven, 
Conn. 


ITEM 91 SUBMERSIBLE PUMP BUL- 
LETIN—This three-color, 4 - page 
bulletin covers the newest Deming 
F-series of submersible pumps. The 
F stands for Fianite which is a 
glass-filled polyester used for inter- 
nal parts on the new series. Fianite 
is unaffected by well water and re- 
sists abrasion and corrosion and 
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also permits higher ratings with 
the same horsepower in a pump. 
The bulletin gives all details of the 
F series plus cutaway drawings 
and a pump selection table. Acces- 
sories are also included. Deming 
Co., Dept. HA, Salem, Ohio. 


ITEM 92 SWIMMING POOL CARE 
CHART — Information on many 
phases of swimming pool care is 
contained on this 84% x 11-in. chart 
from Pennsalt. This free chart, 
made of heavyweight paper, ex- 
plains method of application and 
recommended dosages of Perch- 
loron and Clor-Tabs, Pennsalt’s 
chlorine compounds. Rules for safe- 
ty around the pool and tips on pool 
area sanitation are also given. 
Also available is a 20-page detailed 
booklet, called Pool Owners Guide, 
on all aspects of pool care. Pennsalt 
Chemicals Corp., Dept. HA, 3 Penn 
Center, Philadelphia 2, Pa. 


ITEM 93 INSULATED TUMBLER LIT- 
ERATURE — The N.F.C. insulated 
tumbler set is described in this 
catalog sheet, No. 32. These 14-oz, 
Thermo-Serv tumblers don’t need 
coasters and come packed six per 
display box. The Early American 
design tumbler set retails for $7.95. 
N.F.C. Engineering Co., Dept. HA, 
Anoka, Minn. 


ITEM 94 REINFORCED POLYESTER 
PUTTY — Plastic Fibreglass, now 
available in merchandising cartons, 
is described in this catalog sheet. 
This repair item for marine, hard- 
ware, and automotive uses is pack- 
aged in %-pint and quart sizes 
which contain 34 and 3 lb of repair 
material at $1.79 and $4.95 respec- 
tively. Fibre Glass-Evercoat Co., 
Inc., Dept. HA, Blue Ash Rd., Cin- 
cinnati 36, Ohio. 


ITEM 95 44-PAGE FIXTURE CATALOG 
—This 44-page catalog from Reflec- 
tor features the new lock-in gondola 
and wall system called Spacemaster 
3000. Catalog No. 3000G-11 fully 
covers this new completely inter- 


changeable group of fixture com- 
ponents. It also lists a complete line 
of accessories for the components 
which are available in standard col- 
ors of ivory or grey and in six 
other colors on order at slight ad- 
ditional charge. Reflector Hardware 
Corp., Dept. HA, 1400 N. 25th Ave., 
Melrose Park, Ill. 


ITEM 96 WATER SYSTEM DEALER 
CATALOG—Goulds’ 1960 catalog for 
dealers is broken up into sections 
and is indexed for convenient use. 
The colorful book features several 
new items, including glass-lined 
tanks, 4 in. high capacity submer- 
sible pumps up to 3-hp, 6-in. tur- 
bine bowl submersible pumps up to 
40-hp for capacities up to 180 gpm, 
cellar drainers, water treatment 
unit and multi-stage pumps for 
shallow well service. Goulds Pumps, 
Inc., Dept. HA, 207 Black Brook 
Rd., Seneca Falls, N. Y. 


ITEM 97 CHAIN SAW PROFIT BOOK- 
LET—Your profit opportunities in 
the chain saw market are outlined 
in this new booklet called “Pioneer 
Point the Way to More Chain Saw 
Profit.”” The complete line of Pio- 
neer bar and chain saws for pro- 
fessional and farmer is described. 
Pioneer Saws, OMC Engines € 
Equipment Div., Waukegan, Ill. 


ITEM 98 HOW-TO GARDENING BOOK- 
LET—This Stanley gardening book 
gives helpful hints on how to be a 
good gardener. The 24-page book- 
let, called “How-To Hints for Good 
Gardening,” introduces the home 
owner to garden plants and the 
tools he needs to do a good job. 
Lists of tools for the beginner and 
the more experienced gardener are 
presented. Stanley Tools, Div. of 
Stanley Works, Dept. HA, New 
Britain, Conn. 


ITEM 99 FLOOR COVERING COLOR 
GUIDES — These color comparison 
guides list, in chart form, asphalt 
and vinyl-asbestos tile lines avail- 
able in 1960 from major resilient 
floor covering makers. Basic colors 
are listed in the left column and 
equivalent stock numbers for that 
color are listed under each maker’s 
name. These two guides can be in- 
serted into three-ring binders. Mas- 
tic Tile Div., Ruberoid Co., Dept. 
HA, Vails Gate, N. Y. 








Only CRESTOGRIP has this 
double strength BOX JOINT. 
All others hove 
conventional lap joint. 








CRESTOGRIP PLIER 


World's Thinnest! 


Compare these dimensions 
— 
THIN, PARALLEL TAPERED JAWS. 


JAWS. LESS GREATER GRIPPING 
GRIPPING AREA PE: AREA 


Crescent’s No. P210 CRESTOGRIP is a utility plier LAP JOINT. | DOUNLE SMENGTN 


TWISTING STRAIN | ‘ : = BOX JOINT, TAKES 
UNDER LOAD . | THE LOAD SQUARELY 
‘ 


absolutely without equal. It’s distinctive features, _f 
PROJECTING NUT 








illustrated on this page tell why. Exhaustive tests net oe a SL esses ever 


TO THICKNESS NO PROJECTIONS 


against competitive tools prove CRESTOGRIP 





to be stronger, thinner in overall dimensions, and Mant seen casemee MEAVY LOAD-BEARING 


SECTION, 12/64" « 5/8 


capable of greater gripping power. 








. . . FULL WIDTH, 
This versatile tool measures 94” overall, weighs MANOLE. LESS. gene 
COMFORTABLE GRIP ee ee 


a mere 12 ounces, yet gets in and grips where no COMPETITIVE CRESCENT 


LAP JOINT BOX JOINT 
UTILITY PLIER UTILITY PLIER 








other tool will do the job. Finished in rust re- 











sistant zinc plating. Retails for only $3.15. 


Sold by Hardware Dealers and Industrial CRESCENT TOOLS 
Distributors everywhere. “ heasncecinde 


= 7 NN 
SS i 


aS 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOrR K 
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It pays to change 


Here is a store that has gone through four 


modernization programs in 53 years. 


Edgar S. Hubbert has been in 
the retail hardware business for 53 
years. He has seen a multitude of 
charfges, and he has been a part 
of them. 

Mr. Hubbert, still very active, 
has always felt that change is vital 
to progress for dealers. 

In his E. S. Hubbert & Son store, 
Cambridge, Md., Mr. Hubbert com- 
pares a modern 13,500 sq ft store 
to the little original store founded 
by his father, Tilghman. 

The 1907 store is a couple of 
generations, four major changes, 
and many miles away. And it would 
fit into a corner of the recently re- 
modeled store at Cambridge. 

The growth of Hubbert Hard- 
ware can be seen in steady expan- 
sion and modernizing. 

Edgar S. Hubbert bought his 
father’s interest in the firm in 
1914. The business was seven years 
old, located in Linkwood, Md. 

Six years later, young Mr. Hub- 
bert saw growth possibilities in a 
better store at Cambridge, Md. He 
moved. 

In 1946, Mr. Hubbert completed 
a 13,500 sq ft display room on a 3 
acre plot at Cambridge. He added 
9000 sq ft of stockroom space. 

Mr. Hubbert’s son, T. Sewell, 
bought an interest this same year. 
In 1956 the firm was incorporated 
as E. S. Hubbert & Son, Inc. 

But the Hubberts  weren’t 
through changing. 

Toward the end of the 1950’s the 


98 «© HARDWARE AGE, May 19, 1960 


firm refixtured the entire hardware 
department with displays from W. 
C. Heller Co., Montpelier, Ohio. 

A fourth generation Hubbert, 
T. Sewell, Jr., is working part time 
in the store while attending school. 
In time, this young man will have 
an opportunity to further change 


Three active gen- 
erations in a hard- 
ware store, left, 
T. Sewell Hubbert, 
vice-president; his 
son, |. Sewell Hub- 
bert, Jr.; right, 
Edgar S. Hubbert, 
president and son 
of founder. Below, 
general view of 
Hubbert Hard- 


wore. 


the store to meet the modern de- 
mands of his day. 

This store has grown more than 
10 times its original size in 53 
years. It’s bound to grow because 
its management knows, “When 
you're through changing, you’re 
through.” @ End 


i+? >>> ; 





\" 





Brushes 


Assure 
Repeat Sales! 


@ Priced right—always a profit for you. 


@ Full line of Wall, Sash and Varnish- 
Enamel brushes. 


Wd 


e Available in Tynex Nylon, Pure Bristle 
and Bristle and Oxhair. 


eVariety of eye-catching 
counter racks and display 
cartons to help yov sell 
Bentzinger. 


“4 
Se ' 


a 





e Master Painter Approved 
Preferred by Homemakers. 


| 

: 
De S (gains : 
S2ZiQVue Llunw | 











_ Write for catalog 
and price list 


eo © 8 


HENTZINGER BROS Jvc 


~——. 
Saint 





317 NORTH THIRD 


ST. LOUIS 2, MISSOURI 
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WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 
alphabetically under the product 
heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufacturer 
who makes it. The address of the 
maker will also appear with the firm 
name arranged alphabetically in the 
same list. 


Keep this Merchandise Directory Num- 
ber where you can reach it quickly 
whenever you need help in buying 
hardware products. 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 























Biggest — 
‘threading 
machine”’ 


Bargain! 


Compact FRI TSZAID 


300 Power Drive 
with Accessories 


Perfect for Your Pipe Service Department 
1/8” to 2’ Capacity; Power for up to 12’ Geared Tools. 


Here’s such an amazing 
power package that you'll 
have to try it to believe it. 
It’s built around the com- 
pact, rugged RIZaip 300 
Power Drive with famous 
RI@aip Speed Chuck that 
grips tight— forward or 
reverse, yet sets and re- 
leases easily by hand. 
Cam-action rear centering 
device holds even long 
lengths centered for per- 
fect threads every time. 
Sturdy No. 1206 Stand 
folds for easy carrying... 
is extra rigid when in use. 


Rimeaip No. 310 Carriage, 
made of strong aluminum 
alloy, slides smoothly on 
drive support arms... 
holds die head and cutter 
ready for instant use. 
Snugs up tight to chuck 


for close threading and 
cut-off. 


Rit@eaip 535 Quick-Open- 
ing Die Head, shown here, 
threads 4” to 2” pipe with 
just 2 sets of dies ... 
adjusts to size right in 
machine . . . no fumbling 
for right size threader . . . 
no slow back-off. All other 
Ri@aip Machine Pipe and 
Bolt Die Heads can be 
used. Add a RIGID No. 
19 Nipple Chuck, and you 
can thread close nipples. 


Rigeaip> 360 full-floating 
Cutter has slide action that 
adjusts to all pipe irregu- 
larities . . . wide rolls for 
straight cuts at machine 
speed. Capacity: ”’ to 2” 
pipe and conduit — 74" rod. 
E-1032 wheel for 1” rod 
available. 


Get complete information and a demonstration from your 
Wholesalers! 
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© OUTBOARD MARINE: 


mechanical 
muscles 
for 
underdeveloped 
lands 


A Wild Man in Borneo... an Alas- 
kan Eskimo a water-borne 
Philippine cocoanut carrier . . . South 
American miners and oil prospectors 
... and the atomic submarine USS 
SKATE are some of these served by 
Outboard Marine’s international sub- 
sidiary, Outboard Marine Interna- 
tional, S.A. 


Selling in the African bush 


Often, an Outboard Marine Interna- 
tional salesman feels akin to the trad- 
ers of our American frontier days. 


Take, for example, our man stationed 
in West Africa. Like salesmen every- 
where, he makes his rounds calling on 
present and prospective dealers. Let’s 
go with him on a routine trip. First, we 
leave the coastal port which serves as 
headquarters. It’s a five hundred mile 
trip by jeep into the hinterland. No 
superhighways. No motels. No credit 
cards. Just a rough trail, native vil- 
lages, and wildlife that our man’s 
American counterpart sees only in 
zoos. After three hard days of beating 
the African bush, so to speak, we ar- 
rive at a native town on a large river. 
Our salesman sets up headquarters. 
Calls on his local dealer. Counsels and 
advises. Then, puts on a demonstra- 
tion of Outboard Marine outboard 
motors for prospects... rivermen and 
fishermen who depend on the river for 
their living. Result? He sold one hun- 
dred motors. In Iowa or Africa, you've 
got to know the territory. 


Suddenly nobody’s hungry 


In many underdeveloped countries, 
the food supply is there. Getting it to 
market is the problem. Take the lovely 
island of Jamaica. For years, this 


POWER FOR WORK, POWER FOR FUN 


island, surrounded by excellent fish- 
ing waters, imported fish from New- 
foundland. Naturally, it was expen- 
sive. The trouble was that native fish- 
ermen could row or sail just so far. 
The fish were further out at sea. Time 
and distance worked against the fish- 
ermen. Then, the Jamaican Govern- 
ment began backing the purchases of 
outboard motors for commercial fish- 
ing. As a result, the average Jamaican 
fisherman’s income has risen from 
thirty shillings to six pounds per week, 
a four-fold increase. But, even more 
important, there’s more low-cost pro- 
tein for the populace. That’s why 
countries like Jamaica, Mexico, Sene- 
gal, and British North Borneo are sub- 
sidizing the purchases of outboard 
motors for commercial fishing. 


Sounding off in the Arctic 


When the atomic submarine USS 
SKATE was making its remarkable 
voyage under the polar ice cap, it de- 
sired to make contact with the 
research station on ice island Alpha. 
The submariners knew the location of 


the island. But, they didn’t know the 
exact location of the ice lake . . . the 
open water in which the submarine 
could surface. When the submarine 
came within close range, the station 
had a boat... powered by a Johnson 
outboard motor ... go round and 
round in the lake. Sound equipment in 
the submarine picked up the propeller 
beat of the motor. The sound acted as 
a beacon to the ice lake’s location. . . 
on which they “homed in” to the open 
water where they could surface. Inci-: 
dentally, Outboard Marine products 
work equally well in the Antarctic. A 
Pioneer Chain Saw cut a block of 
Antarctic ice .. . which was flown to 
cool the refreshments at a New York 
banquet. 


Workhorses in exotic lands 


It’s not a lazy life for Outboard 
Marine products overseas. Outboard 
motors power pirogues, dugout canoes, 
rafts, and sailing craft. Help carry 
missionaries into the roadless interior 
of Brazil, and copra in the Caroline 
Islands. Help rescue wild animals 
from flood along the Zambesi, and 
people from floods everywhere. Cush- 
man utility vehicles deliver milk in 
Vera Cruz... soft drinks and ice 
cream in Caribbean islands. 
LAWN-BOY® power mowers give 
South African lawns that tailored look. 
Pioneer Chain Saws fell Canadian fir 
and jungle hardwood giants with 
equal aplomb. 


What is the goal? 


The goal is to help people all over the 
world improve their standard of living 

. with the gasoline-powered prod- 
ucts of Outboard Marine Corporation. 


OUTBOARD MARINE Makers of Johnson, Evinrude, Gale Buccaneer, Outboard motors e Lawn Boy Power Mowers ¢ ‘idland Power Garden Tools ¢ Pioneer Chain Sews e Cushman Utility Vehicles 
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OUTBOARD 
MARINE PRODUCTS 
PROVE THEIR 
DEPENDABILITY IN 
ARCTIC COLD AND 
TROPICAL HEAT 


Outboard Marine products prove their dependability daily, in the four corners of 
the world. In every type of climate, people depend on Outboard Marine products 
not only for pleasure, but in earning a better living for their families. In many 


cases, it’s a long, long way to a repair shop. 


This is the kind of dependability you give your customers with Outboard Marine 
products. We’re proving the ruggedness and reliability of Outboard Marine 
products by showing where and how they’re used throughout the world. This 
Outboard Marine ad, at the left, will reach 17,000,000 readers of TIME, NEWS- 
WEEK, U.S. NEWS & WORLD REPORT, and THE NEW YORKER. 


To us, the significant value of any Outboard Marine product 


is the performance it supplies its user. 


OUTBOARD MARINE CORPORATION 
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Join the Swing to 
MIB AXES 





JET WING 


America’s Most Beautiful Axe 
Permabond Keeps Head 
Tight Permanently 





co 
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RY } DREADNAUGHT 


Bt ; Preferred by Expert Woodsmen 


Permabond Keeps Head 


: Tight Permanently 
: | | 


Feature PLUMB 
“So te JET WANG 


DREADNAUGHT 
ALL-AMERICAN 


. «ieee 
AMERICAN 


An Exceptional 
Value 


To stimulate your axe sales—increase your profits. Offer your 


customers the opportunity to select the Plumb Axe they prefer 


Your customers will recognize that the noationally-advertised 
Al inate olaclale ME Siclalet Mae] mmallelal-timmel lolita mime talo MM lal-feltlell(-te ME olla 


— 
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Plumb Axes are forged from the finest steel—scientifically hard- 
Valsts Melale ii -taalsl-ta-t¢bemaleh alate Mai iilale tele l-t Mlalel Me tioh Mager cel ae lalel aes 


Handles are made from tested second-growth hickory 


Permabond®" is the patented plus feature that assures axe users 
that the handle will not loosen.in normal use. Only Plumb has 


this exclusive selling feature. 
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Bo oke for a dealer's library 


“Are You Really Service Mind- 
ed?” tells dealers how valuable ser- 
vice to customers can be in expand- 
ing their trade. The mental state 
of being service-minded is explored 
in this brochure, and the value of 
product knewledge as a basic ser- 
vice is discussed. The types of ser- 
vice, and the limits of service, in 
smaller stores are explored with an 
eye to staying competitive with 
chains and other larger organiza- 
tions. A list of books on this sub- 
ject is included. Small Marketers 
Aids, No. 52, is available at no cost 
from the Small Business Adminis- 
tration, Washington 25, D. C., or 
from SBA field offices. 





“Color, and How to Use It” shows 
dealers how to sell more paint in 
the changing paint market through 
a fuller knowledge of color. Color’s 
psychology, decorative value, sales 
value, and new eminence in the 
modern market is fully investigated 
for readers. This book is one part 
of the four-part “Hidden Power” 
sales training program in paint. 
It was written strictly as a selling 
aid for dealers. It is a primer for 
selling more paint, better quality 
paint, and more related sundries. 
Available from National Paint, 
Varnish & Lacquer Assn., Inc., 
1500 Rhode Island Ave., N. W., 
Washington 5, D. C. Price: $3. 


“Training and Supervising Sales- 
men” will interest management- 
minded dealers who wish to im- 
prove the skills of their salesmen. 
This book outlines step-by-step 
procedures for selecting, training, 
controlling, and reimbursing sales- 
men. All of the facets of salesman- 
ship are covered, from problem 
salesmen to why salesmen fail on 
the “firing line.” Also, the book 
includes valuable data on how to 
hold conferences and sales meet- 
ings. Available from Business Book 
Co., 7162 Pershing Ave., St. Louis 
30, Mo. Price: $5.95. 
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GOOD NEWS serrer trom COBRO: 


DURO-PLASTIC LINE IS Bib 
SUCCESS IN EUROPE, T00 


My mother-in-law ‘insisted’ | take her daughter to 
Europe this month to help introduce our famous DURO- 
PLASTIC line of fix-it products. We've met wonderful 
people in Paris, Milan, Zurich, Stockholm and London 

. . and we've had wonderful reception to our line 
which just proves DURO-PLASTIC can fix just about 
anything and sells just about anywhere in the world. 


EUROPEAN SHOPKEEPERS 10 
SUBSIDIZE YANKEE TRAVEL 


My firm conviction is that European shop- 

keepers should subsidize the cost of airline 

travel for Americans. While I'm busy giv- 

ing jobbers the good word about DURO- 

PLASTIC, Joanne is shopping . . . shopping 
. . shopping. 


Cordially, . 
This is a famous / 
Parisian jobber. AMAL 
Sales Manager and Son-in-Law 


is the only mother-in-law approved line. 
ORDER FROM YOUR JOBBER OR WRITE 


rHeEe WO ODHILL cuemcat co. 


‘Originators and world’s largest manufacturers of Plastic Aluminum”’ 
1390 East 34th Street Cleveland 14, Ohio 
Want more facts? Circle 164, p. 77 

















Magnelite™ 


LEVELS 


EXTRUDED MAGNESIUM 


‘Designed 
fo make Your 


selling job easier 


Dazzling in appearance—remarkably ., be 
13 sizes from 18” to 96”. Double —— 

vials that read at a glance, tough ightweight — 
beam extruded magnesium frame, concave work- 
ing edges, machined, smooth hand-holes. 





ASK ABOUT 


@® MAGNELITE PROTRACTOR LEVELS with calibrated 
vial assembly to accurately set any angle. 


@ Du-Rite LEVELS for the do-it-yourself trade. New low 
priced 48” now available in extruded magnesium-retail $8.95 


J.H. SCHARF Manufacturing Company 


6720 Binney Street Omaha, Nebraska 
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Rise in hardware slows down 


Price Changes by Lines in the Last Six Months 


Dealer costs in survey by (Based on The Salt Late Hardware Co. Survey) 





: Percentage of change 
Salt Lake Hardware shou <i < gm 
leveling off trend. compared to 


Sept. 14, March I, 


1959 1942 


TOTAL TEST ORDER poe ate ie aaa +101.06 
+ 89 -+-123.07 
Hardware prices showed a very Small tools, 107 items 
slight rise over the winter months Contractor's supplies and agricultural implements, 48 items 
" ; Steel and heavy hardware, 16 items 

A survey of dealer cost prices by 40 
The Salt Lake Hardware Co. indi- ‘ See Ne +1.81 +1140! 
cated prices of 420 hardware items 
rose 1.01 percent in the six months ' ie | dhete sadn Rael 5 +2.53 + 91.18 
ended in mid-March 1960. 

This reflected a continuation of . Bs +- 58.09 
a flattening tendency in the curve 
of prices over the past three years. ‘ vee seen me + 76.37 

For example, in the three year 
period from April 1957 to April . : — .80 + 93.80 

: Cutlery (excluding pocket knives), 9 items 
1960, prices rose 5.4 percent. In Guns, ammunition, accessories, 10 items 
the period from April 1954 to April Athletic equipment, 6 items 

: . Bicycles and supplies, 8 items 
1960, prices for these same items Fishing tackle, 13 items 
rose 14.3 percent. 

This is the dealer cost survey 
conducted semi-annually since 1942 
by The Salt Lake Hardware Co., 
wholesaler at Salt Lake City, Utah. 
The survey covers 420 items con- 


$6,000 


Paints, oil and glass, 18 items 





HARDWARE PRICE TRENDS 


Value of Dealer Test Order 
Source: The Salt Lake Hardwore Co. 





$5,000 





OPS CONTROLS 


Chart by Hardware Age 


104 «© HARDWARE AGE, May 19, 1960 





PUT THIS BASIC TOOL TO WORK FOR YOU. . 
and watch it build PROFITABLE sales! 


HERE IS A TOOL DESIGNED FOR HARD WORK AND FAST SELL—SALES 
RESULTS PROVE THAT THE ARROW T-50 STAPLE GUN IS AMERICA’S 
NO. 1 AUTOMATIC NAILING TOOL . . . PREFERRED BY DO-IT-YOUR- 
SELFERS AND PROFESSIONALS ALIKE FOR 1001 HEAVY DUTY FASTEN- 
ING JOBS! THEY APPRECIATE ITS SPEED AND EASE OF OPERATION ... 
HOW IT SHOOTS A STAPLE WHERE EVER A NAIL CAN BE DRIVEN ... 
10 TIMES FASTER, CHEAPER AND BETTER, TOO! DEMONSTRATE THIS 
FAST, POWERFUL STAPLE GUN TO YOUR CUSTOMERS! ONCE THEY 
DISCOVER FOR THEMSELVES ITS MANY TIME AND WORK SAVING 
FEATURES, YOU’RE WELL ON YOUR WAY TO A SALE. USE THIS BASIC 
TOOL TO SPEARHEAD THE FALL SALES OF INSULATION, CEILING TILE, 
ROOFING MATERIALS, WIRE FENCING, ETC. 


BE SURE TO RECOMMEND THE ARROW CEILTILE STAPLES 
TO YOUR CEILING TILE CUSTOMERS! GUARANTEES BEST 
INSTALLATION RESULTS WHEN USED WITH 
ARROW’S T-50 STAPLE GUN! 


Arrow's CEILTILE Staple is the one staple you can recom- 
mend with confidence to your ceiling tile customer .. . 
because it is the only staple specifically designed for this 
purpose. Unlike ordinary staples, CEILTILE Staples pene- 
trate perfectly without fracturing tile flange — thus 
climinating the major cause of ceiling tile sag! 


COMPARISON TEST REVEALS THE BIG DIFFERENCE YOU USUALLY CAN'T SEE! 


ORDINARY STAPLE 
e Often fractures the flange 
@ Staple loses 50% holding 
power 
@ Sagging, wavy ceilings re- 
sult 


ARROW’S CEILTILE STAPLE 
e Unique leg design drives flush, holds tight! 
e Flange is never fractured . . . CEILTILE 
penetrates perfectly! 
@ Special cement coating provides tremendous 
holding power! 


TESTED AND APPROVED BY LEADING CEILING TILE MANUFACTURERS: 


1 JUNIUS STREET e 


BROOKLYN 12, N. Y 


Model 


T-50 


All-Purpose 
Heavy Duty 


STAPLE 


1/4", 5/16”, 3/8”, 
1/2", 9/16” and 
CEILTILE staple for 


FOR EXTRA PROFITS——TIE IN THESE HANDY ARROW 1-50 STAPLE GUN ATTACHMENTS 
WITH THE SALE OF WIRE MESH, SCREENING, ELECTRICAL WIRING, ETC.! 


— 


Every customer who purchases wire mesh screening, electrical wiring, etc. needs 
these handy, interchangeable slip-on attachments that fit on front of T-50 Staple 
Gun for faster, easier fastening! Stock and sell them individually as needed, to your 
customers — for extra profits! 


THIS LOW PRICE JT-21 
LIGHT DUTY 

STAPLE GUN 

WILL SPUR 

SALES FOR 

THE T-50. 


Show your customer the light 

tacking jobs this staple gun will 
perform. Then suggest he take home the 
No. T-50 for heavy duty nailing jobs. 
Remember, 

fo SELL UP... 

means to 

UP YOUR 

PROFITS. 


SOLD ONLY 
THROUGH THE 
TRADE 


PIONEERS AND PACESETTERS FOR OVER A QUARTER OF A CENTURY 
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Rise in hardware slows down 
(Continued ) 


sidered by Salt Lake Hardware as 
typical of a dealer’s order covering 
15 different categories of merchan- 
dise. 

The latest price study covers the 
period Sept. 14, 1959 through 
March 21, 1960. The value of this 


order of 420 items on March 21, 
1960, was $5776.10, or 1.01 percent 
higher than the value of the same 
order of Sept. 14, 1959. 

In terms of dollars, the increase 
from Sept. 14, 1959, to March 21, 
1960, was about $92. A detailed 


breakdown of the survey is given 
in the graph and boxes accompany- 
ing this report. The 15 categories 
from which 420 basic items are se- 








6 


40" prorit! - 


Plus 100% 


Customer Satisfaction! , 


PURITAN | 
MAID 


The highest quality 


cotton clothesline available! 


Puritan Maidis braided entirely 

of fine spun cotton yarns. Its sash-cord type construc- 
tion gives it a high breaking strength while retaining 
the softness required for easy clothespin gripping. 
Packaged in 50’ or 100’ hanks, 2 connected. Each 
hank is individually wrapped in attractive multi-color 
polyethylene bag for stand-out customer attraction. 


PURITAN CORDAGE MILLS, INC. 


i 


Louisville, Kentucky 


World’s most complete line of cordage products! 
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Comparative Costs 


of Test Order 


Percentage 

of Change 

from Previ- 
ous Test 


Date of Value 
Test Order of Order 


March |, 1942 $2872.89 

Sept. 1, 1945 3039.60 

Nov. 1, 1946 3417.87 

Nov. 1947 3692.83 

Jan. | 1948 3753.60 

June 6, 1948 3913.99 

Nov. 5, 1948 4110.36 

April 1949 4154.07 

Aug. 1949 4075.67 

April 1950 4112.91 

Sept. 1950 4308.40 

1951 4705.09 

1951 4755.45 

1951 4703.04 

1952 4690.6! 

1952 4697.46 

1953 4746.16 

, 1953 4787.85 

1954 4788.82 

1954 4815.42 

1955 4909.84 

1955 5060.14 

1956 5229.34 

. 10, 1956 5307.38 

15, 1957 5477.18 

. 16, 1957 5522.05 

14, 1958 5612.38 

. 15, 1968 5618.67 

13, 1959 5684.91 

pt. 14, 1959 5718.20 

March 21, 1960 5776.10 

Percentage of increase adi 

1942 compared to March 21, 1960, 
+101.06 percent. 


See ee ee 














lected are shown in one of the 
boxes. 

Quantities of the _ individual 
items specified on this typical deal- 
er’s order are as nearly average as 
can be determined. 

After seven years of price in- 
creases in the value of orders, the 
first downward trend was noted in 
August, 1949, when the order’s 
value dropped 1.88 percent in six 
months. An upward movement be- 
gan again and continued until the 
summer of 1951, when another de- 
cline occurred, 

The winter of 1951-52 brought 
another slight decline. Ever since 
that time there has been a steady 
but irregular rise in the value of 
orders. 





STANLEY 
HEAVY-DUTY 
SABRE SAW 


only $4695 


with 3 blades 


The Sabre Saw that set a fire under sales! 


Stanley’s famous H75 Sabre Saw—the 
saw that set the market on fire with 
profit-building sales. The reason: this 
saw is heavy-duty and priced right! And 
Stanley has backed it up with wide-scale 
national advertising and promotion ever 
since its introduction. 

Professional builders and home crafts- 
men like its speed—3300 strokes per 
minute for fast cutting. They like its 
adjustable, 2-position base that permits 
flush cuts right up to a wall and to %” 


along a wall with Stanley’s special 
blades. They like the way it tackles 2” 
lumber or 4%” steel bar! And most of 
all, they like the delicate scrolls and 
intricate cuts it makes with complete ease. 

No wonder the H75 is building de- 
mand and boosting turnover for Stanley 
dealers! Call your wholesaler, or write 
for complete information and new 
electric tool catalog, to: Stanley Electric 
Tools, Div. of The Stanley Works, 3805 
Myrtle St., New Britain, Conn. 


Prices slightly higher in Canada « Subject to change without notice 





NATIONALLY ADVERTISED 
IN 
LIFE 
SATURDAY EVENING POST 
POPULAR MECHANICS 
POPULAR SCIENCE 


NEW! sasre saw 
BLADE MERCHANDISER 
No. H79 
Get Display FREE! 
GSIMIINRD 54881 sam stapes 





illustrates 21 blades—stocks 40 blades 
in see-thru packets. Use on counter or 
shelf. Your cost: $25.06—retail: $35.80. 


H775 KIT—$59.45 


Includes saw, 8 assorted blades and 
tipping guide in metal carrying case. 


SELL STANLEY ELECTRIC TOOLS—the complete line with new design 


Up to $15.00 savings on Stanley's builders 
saws and kits during Special Spring Sale. 
Offer ends July 31, 1960, so get details now! 


AMERICA 


The rovter with the light—heavy-duty, 7% 
Horsepower—the most advanced router ever 
made. Model H264 now costs only $69.95. 


BUILDS BETTER AND 


LIVes 


; 


= 


= 





Stanley's H36 orbital sander is tough, heavy- 
duty, ideal for small work areas. A real 
professional tool, yet priced at just $49.95. 


BETTER WITH STANLEY 


STANLEY 


REG. U.S. PAT. OFF. 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © electric 

tools * builders hardware © industrial hardware © drapery hardware * automatic door controls * aluminum windows © stampings 

* springs © coatings © strip steel * steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
CANADIAN PLANTS: HAMILTON, ONTARIO AND ROXTON POND, P. Q. 
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put 
yourself 
in this 
big 
picture 


a * 
ne 
ale 


...the biggest concentra- 
tion of housewares mer- 
chandise ever assembled... 
and bring yourself com- 
pletely up-to-date on prod- 
ucts, plans and people in 
the Housewares Industry 











r 


) 


ih 


7 


i 


CUS E WATE SEEK 
July 11-15, 1960 
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NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


BCL OME. [-idetel-talelt-t- mist: le a Ghicago ol Me ti ilalel st 
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Lotto 





from Hardware Age Readers 


Hardware future 
Dear Editor: 


I am seeking to find a way to in- 
crease the attraction of capable 
young men and women to hardware 
retailing, and to force local, state, 
and federal governments to realize 
that the survival of our present 
way of life is dependent on small 
stores. Protection will have to be 
found for these small stores in the 
form of adequate laws. 

With all the vast change in liv- 
ing habits going on all over the 
United States, many of our friends 
in the hardware field are still re- 
luctant to accept these changes. 

The rate of hardware store fail- 
ures was always extremely low, and 
yet we see a sudden increase over 
the past 10 years. Many of these 
businesses could have survived, and 
grown, if their owners were broad- 
minded enough to see the trend and 
act upon what they saw. 

I still consider myself a young- 
ster because of my age, and be- 
cause of my six years in the field. 
But I have tried to glean all the 
information I can about credit sell- 
ing and buying, store layout, man- 
agement, advertising, and display 
of merchandise from my elders. 

I subscribe to business journals 
and read avidly all the information 
therein. [ have listened to sales- 
men’s criticisms, factory reps dis- 
cussing merits of various products, 
etc. In a nutshell, I strive for in- 
formation to better myself and the 
store I manage. 

I would like to list some sugges- 
tions which might aid us on our 
road to success, and bigger profits. 
Some of these suggestions are: 

(1) Be broad-minded. Welcome 
constructive criticism whether 
from an old-timer or from a young- 
ster. 

(2) Give youth the responsibil- 
ity necessary to encourage them to 
remain in the field. 

(3) Construct an adequate pay 
scale, with incentives, that will at- 
tract capable men and women to 
the hardware field. 

(4) Search for new avenues of 


——— —— —_____— 





merchandising that will lead you to 
savings. 

(5) Teach your sales force, 
whether in the retail or in the 
wholesale, how to sell. 

(6) Remember that “service” is 
the foundation of any business. 


Without this, we are all doomed to 
failure. 

I hope that within the next 10 
years, we see a revival of true hard- 
ware pioneering. 

I will welcome any comments 
and/or criticisms from readers of 
HARDWARE AGE. 

Sincerely, 
Bernard Greengus 
Manager 
Atlas Hardware & Paint Co. 
709 E. 47th St. 
Chicago 53, Ill. 





Every month is “shower time” for stores featuring fashionable 
“Elegante” LUSTRO-WARE. Pride of brides for kitchen 


glamour. . 


. choice of homemakers to lighten housekeeping. 


Over 200 color-matched items for a complete 
Lustro-Ware housewares center. ._ 


Nationally ADVERTISED 


GOOD HOUSEKEEPING e« BETTER HOMES & GARDENS 
FAMILY WEEKLY » SUBURBIA TODAY « WOMAN'S DAY 
BRIDE AND HOME e« GRIT e POPULAR GARDENING 
MOTHERS-TO-BE « LIVING e YOUR NEW BABY 


Columbus Plastic Products, Inc. 
Columbus 23, Ohio 


Want more facts? Circle 170, p. 77 


HARDWARE ACE, May 19, 1960 © 109 





compact, colorful, 
easy-to-sell-from 


—s 
Y ms 
> ry ri 
o2 . 
: 


i. 


“Since putting up this 
display, our sales of 


VISE-GRIP 


have increased considerably 


says C. A. Bowles 
Silliman’s, Inc., New Canaan, Conn. 


This little display packs a mighty wallop when it comes 
to selling VISE-GRIPS for you. Your customers spot the 
rack and the models are displayed so that they can easily 
remove them and try them out. 

Ads running now in Life, Saturday Evening Post, Popular 
Science, Popular Mechanics and Farm Journal display the 
VISE-GRIP rack. 

Better order your free display rack now—have it up and 
working for you when prospects come in. Simply write direct 
(or ask your jobber), for your free VISE-GRIP display. 








Requires a 
minimum of 
space 

qdonly 14" 
wide). 


indicated. 
Easy to 
out up. 
its on peg 
board or 


and biack 
wi 
= easy-to-read 
Features the |; sales 
complete 
Vise-Grip 
fine. 


PETERSEN MFG. COMPANY 
DeWitt, Nebraska - Dept. HA-5 
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How to improve collections 


Here are some sound ideas on credit 


collections that will work for you. 


Editor’s note: This article highlights a study of the 
credit collection by the Small Business Administra- 
tion, published recently in the SBA Small Marketers 
Aids, No. 49, 1959. The article was written by C. W. 
Phelps, professor of economics, University of South- 
ern California. Free copies are available from SBA, 
Washington, D. C. 


Past due accounts are common in businesses that 
sell on credit. 

The place to start looking for causes of collection 
difficulties is usually not in collection procedures, but 
in credit-granting policies. 

There is a saying that an account properly opened 
is an account half collected. 

Are you selecting new customers carefully, after 
thorough credit investigation? 

If you are granting credit to applicants who are 
known to others, as shown by credit bureau records, 
as slow-pay or won’t-pay, how can you expect any- 
thing but poor collections and bad-debt losses? 

Are you making sure that each applicant under- 
stands your credit terms? 

How can you expect good collections from a cus- 
tomer who has never understood, or has forgotten, 
just when he is supposed to pay? 

Are you controlling the credit limits you set for 
customers? Customers allowed to exceed sound credit 
limits, based on their ability to pay, become over- 
loaded. Their accounts are certain to turn into collec- 
tion problems or bad-debt losses. 

Are you sending statements promptly? 

It is still true that the early bird gets the money. 
Customers generally tend to pay first those bills that 
reach them first. Rarely do they pay until they get 
a bill. 

Check up on yourself! 

If you are handling your credit-granting function 
efficiently, the great majority of your trade (from 55 
percent up) will pay in full upon receipt of your 
statement. 

How close are you to 55 percent in terms of imme- 
diate, full payment? 

To get your money from the slow pay customers, 
you need a collection system that has these basic 
requisites : 

The system should provide an accurate record of 
each step of the collection process. The system should 
bring up accounts automatically. It should classify 
accounts as current, past due, or turned over for 
collection. 

The system should be arranged so cash received 
is posted daily to the collection records before going 
to the general bookkeeper to keep records up to date. 
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Gift time... is Revere Ware time... is Profit time! 


Wedding bells are ringing . . . so are cash registers 
. in your big Houseware Event! Copper-clad, stainless 
steel Revere Ware is the finest gift line you can promote 
... for quality, perennial popularity, profitable turnover. 
Gift-buyers recognize Revere Ware's superiority— 
they've seen its gleaming, familiar beauty in kitchens for 


years and in colorful national advertising. 

Make the most out of the Revere Ware line during this 
prime gift-giving period: stock in depth; display prom- 
inently. You're bound to get a big response. See your 
supplier or write to: Revere Copper and Brass Incor- 


porated, Box 111, Rome, New York. _ 
the world’s finest 
cooking utensi/s 


N E W ! Revere Ware 


GOOD COOK'S Set! 


This versatile new set of Revere Ware is con- 
veniently packaged with decorative hangers. 
Ideal for gifts. Perfect for all home-makers. 
Includes... 


¢ 1%-quart Covered Sauce Pan 
¢ 1%4-quart Double Boiler with $ 95 
1Y%2-quart inset 


¢ 4-quart Covered Sauce Pot 
¢ 10-inch Covered Skillet 
© 6-piece solid-copper Hanger Set 


Open stock value: $44.20 


All retail prices are recommended by the manufacturer. 


Revere Ware Coffee Makers Revere Ware Solid Copper Tea Revere Ware Covered Double Boilers 


from $11.50 to $19.95 


Revere Ware Covered Sauce Pans 
from $5.75 to $11.95 


Revere Ware Copper-Bottom Tea Kettles 
from $4.95 to $10.95 


from $6.50 to $9.50 from $8.50 to $14.95 


Tere as . y 
a NE een ee 


Revere Ware Hanging Racks Revere Ware Tel-U-Top® Canisters and 
from $1.95 to $10.95 Mixing Bowls—from $3.25 to $20.95 


Revere Ware 6-quart Dutch Oven— $14.95 Stainless Stee! Casseroles— $8.95 to $12.95 
Candie Warmer—- $4.95 








Rugged arm with flashing light locks into 
horizontal position to serve as a carrying 
handle. Arm can easily be moved upright 
independent of the adjustable head. In 
upright position, flashing red head is 
1514” high. 

ASTROlite can be used with any twin- 
pack 6-Volt battery. 





Delta ASTROlite 


SPACE-AGE STYLING 


Styled for the space age! Quality built to take hard knocks! The 
advanced style and solid Delta quality . .. plus the reasonable price 

. contribute to the appeal that belongs only to the ASTROlite. 
This newest Delta electric lantern features adjustable head with 
smart visor, Sealed Beam spotlite that shoots a piercing 800-ft. 
beam, red Fresnel-type lens that makes flashing light visible for a mile, 
dual finger-tip switch with signaling facility that operates lights inde- 
pendently or together, deluxe all-chrome finish on heavy gauge steel. 


The ASTROlite will “sell itself” if displayed in a prominent lo- 
cation. Send your order in early. 
Model A3000 with Sealed Beam unit ..................$9.25 
Model A3001 with conventional bulb unit ................7.95 


Delta POWERIlite 


World famous 6-Volt electric 
lantern. Shoots 800-foot spot- 
light from side reflector—wide- 
spread floodlight from top. 


Delta POWER-KING 


A 12-Volt powerhouse. Shoots 
a brilliant far reaching beam. 
Adjustable head. Unbreakable 
lens. Space for 2 spare bulbs. 
Uses 2 standard 6-Volt lantern 


Delta POWERTOP 
Compact all-purpose 6-Volt 
lantern. Bright 800-foot spot 
beam. Head swivels 180°. Tog- 
gle type switch has Morse Code 
Signaling facility. 


Made to last! 
$6.15 


Model A1530...... 
A1548,with flashingtop 6.19 


OTST STOTT TNO DOOOTTSOTTSTITONZ 
STYLE SETTERS 
OF THE INDUSTRY 
FOR NEARLY 
HALF ec onan 


NOQOO00000 


A0.90.00 


DELTA ELECTRIC 
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batteries. 


Model A2250......97-25 


A2548, with red flasher 6.25 


MADE In, 
ne WE SERVICE WHAT WE SELL 
; y 


Prices are list and do not include batteries. 
€ ‘ ”% 
& [ ta ss ea 


COMPANY @ 207 


West 33rd Street e 
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Bothered by shoplifters? 


up a coat sleeve by a quick snap of 
the fingers. 


A newspaper, coat, or small pack- 
age is flung on the counter. When 
picked up, a small item of hardware 
is also picked up, hidden from view. 

A shopping bag or box into 
which a small opening has been cut 
at the base makes it easy to secrete 
small items. 


Some topcoats have pocket open- 
ings slit all the way through the 
coat. While a thief’s hand ostensi- 
bly is in his pocket, it may be work- 
ing unseen through the coat front. 


@ Items are stolen for immediate 
refund. 


A shoplifter may come into your 
store, steal when you’re busy, then 
line up at the register for a refund 
for a hammer he “bought last 
week,” Often this methodical thief 
is smart enough to carry some 
wrapping paper or a bag as a 
prop to make his act more con- 
vincing. 


Preventive ideas 


It’s probable that there will 
never be a hardware store that has 
no shoplifting. But it is an estab- 
lished fact that preventive mea- 
sures keep the rate down. A store 
that gets a reputation for being 
tough on shoplifting has less to 
contend with. 

Signs in your store that clearly 





HARDWARE HUMOR 


ona Pp 
me KM —_ 


“It’s our biggest seller—stencilled 
on the handle, ‘Borrowed from .. .' 
and then we insert your name.” 


Here’s how to stop them 


(Continued from page 69) 


explain, “Shoplifters will be prose- 
cuted” are a deterrent. There are 
many other devices, such as: 


(1) Greet every customer who en- 
ters your store. 

If you are busy, simply say “T’ll 
be right with you.” Thieves like to 
think that no one knows they are 
around. 


(2) Never leave a large section of 
the store unattended. 

Install mirrors if you must, but 
manage to keep every just-looking 
customer in sight. In departments 
where you have small but expen- 
sive items, such as_ transistor 
radios, never turn your back un- 
less you are facing a mirror. 


(3) Never build displays more 
than 60 in. high. 

High displays create blind spots. 
A shoplifter who can see you also 








Meet Your New Sales Leader for 1960 


GEIAPIN'S PUSH BUTTON 
HOSE SPRAYER 


Advance Features! 
Superior Quality! 


Low in Price! 


You can sell this garden hose 
sprayer with complete con- 
fidence because it’s quality- 
engineered. Chapin’s precision 
l-piece metering jet always 
mixes exact water-chemical 
proportions! Push-button ac- 
tion furnishes quick, positive 
water shut-off! Deflector noz- 
zle adjusts for all-direction 
— Flexible neoprene sy- 
phon tube stays in mixture ’til 
the last drop and allows spray- 
ing from any angle, 


Just 2 Models 
for All Jobs! 


Send for our 
new 1960 catalog 
Write Dept. HA-! 


No. 400 Insecticide Sprayer 


Sprays up to 6 gallons 


No. 410 Fertilizer (Lawn) 


Sprays up to 20 gallons 


Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
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Bothered by shoplifters? Here’s how to stop them 


knows that you can see him. 


(4) Give a receipt for every pur- 
chase. 

This eliminates fraudulent re- 
turns for cash, if you insist on re- 


(Continued ) 


whether package-toting customers 
have paid or not. 

This applies also to items that 
normally don’t get wrapped. Buck- 
ets and mops can be identified with 


ceipts. Some dealers take this mea- Teceipts taped or tied to handles. 
sure one step further. They affix 
receipts on the outside of all pack- 


ages. Why? They know at a glance 


(5) Wait on teenagers and juve- 
niles without delay. 





TOPS 
in fine 
BUILDERS’ 
HARDWARE 


A full line of quality 
hardware . . . door, sash, 
cabinet, screen, and 
specialties ...a style, 
material and finish 
for every purpose. 


. «+ you can count 
on SAFE ; for 


Flawless 
FINISH 


Prompt 
DELIVERY 
and 
Competitive 


PRICE 


P.O ae ee ow. DB OL Ol On Gr: oie! 
HARDWARE CoO. 


THE AMERICAN HARDYV ole) -1-—6)-7 Bale), 


LANCASTER, PENNSYLVANIA 
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Don’t give youngsters time to 
get ideas. Youngsters are the slow- 
est sneak thieves of all, and the 
less time they have the more likely 
you'll come out ahead. 


(6) Demand receipts for all return 
goods. 

If no receipt is given, mail the 
check for refund to the customer’s 
home. Say it is standard policy. 
Merchants who do this often get 
their checks back stamped “ad- 
dressee unknown,” because a shop- 
lifter will seldom give his true 
identity. 


(7) Be known as watchful. 

Observation points discourage 
shoplifting, and dishonest em- 
ployees. If it gets around that you 
are using mirrors, a balcony peep 
hole, or other vantage point to 
check up on things, your rate of 
theft will decline overnight. It is 
psychological, just as a gun 
mounted over a cash register dis- 
courages bandits. 


(8) Make your employees careful, 
too. 

Articles such as this on shop- 
lifting should be made “must” 
reading for every person who 
works for you. Such reading will 
unconsciously instill more alertness 
in them, and it’s bound to affect 
your rate of shoplifting. 


(9) Extra service to the suspi- 
cious. 

If you and your employees will 
learn to serve suspicious strangers 
who carry big bags, purses, and 
other belongings as fast as possible, 





HARDWARE HUMOR 
HARDWARE 








J.BISHOP 


"Bulbs, yes m'am—light or spring.” 



































“Powr-Kord” 
Heavy Duty 
Extensions — 
Rubber 


All-Vinyl, All Yellow 
Trouble Lights 


IN THE BIG ROYAL ELECTRIC LINE you'll find a cord set to sell 
every customer who enters your store. Royal POWR-KORD heavy duty 
extensions .. . range and dryer cords . . . household cord sets and exten- 
sions... IV cords... replacement cords for lamps, radios, heaters . . . 
trouble lights — all in a BIG selection of cord lengths, sizes, colors and 
materials. Each ts fully listed by Underwriters’ Laboratories, Inc... . and 
backed by Royal’s reputation for quality, safety and 

dependability. Royal's eye-catching packaging, too, is 

designed for easy, pick-up sales . . . priced right for fast 

turnover and more profit to you! Stock up now .. . See 

your wholesaler. 

ROYAL ELECTRIC CORPORATION °¢ Pawtucket, Rhode Island In Canada: ROYAL ELECTRIC COMPANY (Quebec) Lid, 


Pointe Claire, Quebec 
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Sale Speeder No.10 


lise this fast convincer 


° 
for quick sales. it works! 


No. DLR j 


“Dynalite”’ i s/s 


Dirt Shovel A, £ 


TR F TEM hed And 


lam o)-t-1, om al our money line 
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Mr. Dealer: 


would you like to 
profit by some of 
the services used 
by chain stores 


’, 


for example: 
Private Brand 


Merchandise 


Your own brand merchandise that 
takes you out of discount house 
ee and gives you a longer 


For complete informa- 
tion on this profit-im- 
proving service, plus 
many others enjoyed 
by hundreds of Inde- 
endent Hardware 
ealers— write NOW 
to: 


PRO HARDWARE, INC. 


4 East Avenue 
HARDWARE 


TORES 


Want more facts? Circle 178, p. 
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Larchmont, New York 


Bothered by shoplifters? 


you'll discourage theft. Shoplifters 
want time, and they want to be 
left alone. Kill ’em with kindness. 


(10) Ask for advice. 

There are periodic trends in 
shoplifting just as there are runs 
of counterfeit money. Check with 
the police periodically. You’ll learn 
if organized gangs are operating 
nearby, or if pawn shops are being 
flooded with electric drills. 


(11) Put small 
glass. 

The most tempting items in your 
store are those that are expensive 
and pocket size. Good pen knives, 
fishing lures, fine paint brushes, 
etc., are better off under glass or 
other protection. 


valuables under 


(12) Give yourself the test. 

Sometime when your store is 
closed, go up front and take a 
good look around. Stroll down each 
aisle. Check accessibility of mer- 
chandise in display windows. Pic- 
ture yourself as a clever crook, out 
to make a haul in this store. 

You will find dark corners, blind 
spots, and other weaknesses in 
your setup that lure shoplifters. 


Apprehension of shoplifters 


When you are positively certain 
you have seen someone steal mer- 
chandise, what do you do next? 

Remember, a mistake leading to 
false arrest is costly. 

Because of the seriousness of the 
charge only you, or a designated 
employee, should be empowered to 
accuse a shoplifter. Instruct all 
other employees to report. sus- 
picions, but do nothing more. 

In most states, the shoplifter 
should not be stopped, or accused, 
until he leaves the premises with 
stolen goods. Goods are not stolen, 
according to some legal precedents, 
until they have been transported 
outside of the building. 

In making an accusation, most 
merchants are wise enough to do 
it as softly and courteously as 
possible, for they may be mistaken 
in spite of all precautions. The 
most common approach, outside of 
the store, is: “Pardon me, but I 


Here’s how to stop them 
(Continued ) 


think there has been a mistake. 
Would you mind if I check your 
merchandise in the store?” 

If the suspect is a woman, make 
sure to have another woman em- 
ployee present when you question 
the shoplifter. 

When in the right, most store 
owners are satisfied with restitu- 
tion and a signed confession. This 
person then will never come back, 
and there would be little advantage 
to a costly criminal prosecution. 

In the few cases where a dealer 
makes a mistake, or is cleverly out- 
smarted, the only recourse is a 
sweeping apology and an immediate 
call to an attorney. A false arrest 
suit could cost you your business. 
Again, never accuse unless you are 
outside of the building and are 
certain of your charge. 

If offenses are repeated, or you 
finally nail someone you’ve been 
watching for a long time, prosecu- 
tion becomes necessary to prevent 
future thefts. 

With youngsters, merchants 
usually find that a telephone call to 
parents is sufficient to prevent 
future activity. 

The big thing to remember about 
shoplifting is its proportion. A $5 
item stolen is $5 directly removed 
from net profit. It represents up to 
$20 in retail sales. 

If you are being hit for $1 a day, 
you'll have to sell another $1000 
to $1500 worth of goods a year just 
to break even. ® End 





HARDWARE HUMOR 


"No Sir, | haven't got any thinner!" 











WHAT'S WITH 


Polypropylene? 


«Rope -Cord + Twine 


Now’s the time to offer your customers 


NEW POLYPROPYLENE CORDAGE 


So) 
o~ 
ad 
pad 


Stronger than polyethylene 
Longer wearing than polyethylene 
Better working feel than polyethylene 


More heat resistant than polyethylene 


Less slippery than polyethylene 
Rot resistant 


Acid and alkali resistant 


Low stretch 


2. 
3. 
4. 
5 
6. 
7 
8 
9 


It floats 


pat 
© 


- Competitively priced 


@ Clip the coupon for more information on this newest synthetic rope. 


KING COTTON CORDAGE, 105 Duane St., New York 8, N. Y. 


YOUR Most Complete, Best Packaged, Best Merchandised Cordage Line. 


Please send me a sample and more information on 
KING COTTON POLYPROPYiLENE 


Kine or pan 
~ CORDAGE 


105 DUANE STREET * NEW YORK 8&8, N. Y. 
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Why I specify L-O-F Window Glass... 


won't accept anything else! 


by Edward Saferin, Owner, 
Fulton Plaza Hardware, Cleveland, Ohio 


“When I find the right product, I stick with score. That saves waste, protects my profit.” 
it. I’ve been sticking with L-O-F Window Edward Saferin has his glass storage and cut- 
Glass for 19 years. ting bin in plain sight on his selling floor. 

“The reasons are simple. It cuts so well. “It’s handy and draws business. No sense 
It’s less brittle. There are no hard spots that hiding a good profit maker in a back room,” 
cause a cutter to skip. It snaps clean at the he says. 


Get ready now for fix-up sales! 


Check your stock now...and when you reorder, specify L-O-F. 
Window glass sales are steady enough all year ’round to justify dis- 
playing it on your main floor. 


FREE BOOKLET 


Has plans for building several 
other display storage racks. 
Lists L-O-F quality window 
glass sales aids to help you get 
more business. Order booklet, 


“For Greater Profits”, from | 
\ 


your L-O-F Glass Distributor Nt 
(listed under “Glass” in the yyw | 
Yellow Pages) or write to Wh 
Libbey ‘Owens ‘Ford Glass Co., WZ 

811 Madison Ave., Toledo 3, O. 








LIBBEY-OWENS-FORD WINDOW GLASS 


The glass that cuts easier, snaps clean 


TOLEDO 3, OHIO 
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Convention 
Calendar 
——Convention Check List—— 


For complete details about the conven- 
tions and shows listed below, see the 
listing starting on page 


‘ e alphabetical! : 
119, May 5 issue. The next complete 
listing will be in the June 2 issue. 
May 


23-25 Triple Industrial Supply Con- 
vention, Chicago. 
29-31 Piedmont Hardware Co., Toy 


Danville, 


& Housewares Show 
Va. 
: ae June 
1-18 Bostwick-Braun Co., Annual Toy 
& Gift Show, Toledo, Ohio. 


5-6 United Hardware Dist. Co., 
Toy Show, Minneapolis. 

5-7 Ace Hardware Corp., Summer 
Convention & Toy Show, Chi- 
cago. 

6-16 Cotter & Co., Toy & Fall Goods 
Merchandise Exhibit & Stock- 
holders’ Meeting, Chicago. 

6-24 American Hardware Supply Co.., 
Toy Show, Pittsburgh. 

12-13 The S&M Co., Grand Opening 
Open House & Dealer Show, 
Minneapolis. 

12-16 The Lawn Mower Institute, Inc., 
Eighth Annual Convention, 
Shawnee-on-Delaware, Pa. 

12-26 Hardware Wholesalers, Inc., 
Toy, Gift & Fall Merchandise 
Show, Fort Wayne, Ind. 

16-18 Texas Wholesale Hardware 
Assn. & Texas Boosters Club, 
San Antonio, Texas. 


a 
BE 


July 

10-14 National Retai] Hardware Assn., 
Congress, Philadelphia. 

11-15 National Housewares Mfrs. Assn. 
33rd Exhibit, Atlantic City. 

11-15 Supplee-Biddle-Steltz Co., Toy & 
Gift Show, Philadelphia. 

17-19 Our Own Hardware Co., Sum- 
mer Merchandise Exhibit & 
Stockholders’ Meeting, Minne- 
apolis. 

25 to American Hardware Supply Co.., 

Aug. 5 Gift Show, Pittsburgh, Pa. 


For complete details about conventions 
and shows listed above see the May 5 
issue of Hardware Age. 











Why have so many building supply and hardware dealers tagged Griffin Business failures up 


as “A Good Line to Handle?” oo Rapin for the week 
: ende pril 28 were 325, or 42 
Because Griffin makes a product builders and architects respect; be- more than recorded in the previous 


cause Griffin offers a complete line of hinges, straps, “*t”’-hinges, brackets week, and 50 more than in the 
and braces; because Griffin prices its product to offer the distributor a comparable week a year ago, ac- 
good profit margin; because Griffin service is exceptionally quick and cording to Dun & Bradstreet, Inc. 
dependable. Write today for complete information and the name of Business failures to date in 1960 
your nearest distributor. Griffin Manufacturing Company, 1515 Cherry are 5100, 10 less than in the same 
Street, Dept. 20, Erie, Pennsylvania. GRIFFIN HINGES period of 1959. 
Want more facts? Circle 181, p. 77 
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HOW TO RUSH HARDWARE. ..ANYWHERE 


Hardware retailers and manufacturers find Greyhound Package Express 
the perfect answer to their rush-order problems. Greyhound serves 
many areas other services do not reach...speeds hardware orders 
from supplier to receiver in a matter of hours: 


— 


When getting it there in a hurry means business, you can a week...24 hours a day... weekends and holidays! And 

count on Greyhound Package Express! Your packages go you can send C.0.D., Collect, Prepaid—or open a charge 

anywhere Greyhound goes, by dependable Greyhound buses account. For information, call any Greyhound bus station, , 

on their regular runs. That means you get service seven days or write Dept. 10E, 140 South Dearborn St., Chicago 3, Ill. 
Want more facts? Circle 182, p. 77 
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STARRING touay in the 


tions most interesting 
leleilsh-eamme Aelel am silel) am elachite-} eli: 


abinet hardware line! 


STAR'S * 


8 ee) a Te 


wert 


Handsome steel and die-cast 
beautifully finished in Chrome 
Polished Brass, Polished 
Nickel or Prime Coat. 


SWEPT-WING 


ieces 
lack, 
opper, 


bg 

lush Type 

sg 

tree teeny 
pe in %", '2”", 

ff ¥,"" 


#518 
Offset Type in %" 
DRAWER SLIDES 


#652 
All-steel 
sturdy drawer 
slide, mounted 
under drawer 
in center with 
only four nails 


(not avail- 
able in nickel) 


SEMI- 
CONCEALED 
HINGE 


416 

or overlaid 
doors up to %4" 
thick 





ALWAY MAGNET 
CATCH 


#232 

Only catch in its 

— class that can 
used on lipped, 

flush or overlay 

doors (Aluminum 

only) 


Ask for complete 
catclog & price 
list TODAY. At- 
tractive finished 
Birch Plaque 


ples available 
upon request 


TS Co. 


uC 
STAR METAL ott ae 


oi 
; tor Stree 
580 Bul 


Sold through wholesalers only | 
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| the month, 


How's the Hardware Business? 





Key business indicators reflect temporary 
leveling out of business, prices stable 


Key indicators point to a leveling 
out of business. 

As shown in the chart below, 
business at retail and wholesale 
levels is going on at a brisk rate. 
Sales on both levels increased for 
from the previous 


_month and from a year ago. 


Consumer and wholesale prices 


| showed little change. 





However, there are a few areas 
where business activity is spotty. 
For example: industrial produc- 
tion; electric power output; steel 


| ingot output. 


Personal income continued its 
upward trend, with wage and sal- 
ary and farm income showing im- 
provement. The amount of money 
outstanding for consumer credit 
declined from the previous month, 
but was well above a year ago. 

Beginning in this issue, this 
chart of key business indicators 
will be published in HARDWARE AGE 
in the second issue of the month. 
It will provide a quick rundown of 
current business trends to help you 
plan for the future. 


These key business indicators give a quick picture of general 
business trends. This information is the latest available. Reference 
numbers in parenthesis after each item tells what is the “latest 
month.” For example: (1) — April; (2) — March; (3) — February. 


| Retail Trade 

| Hardware store sales (2) 

_ Department store sales (2) 
| All retail store sales (2) 


| Consumer prices, all commodities (1). 


| Wholesale Trade 

_ Hardware wholesale sales (3) 
_ All wholesale sales (3) 

_ Stock-sales ratio (3) 


_ Wholesale prices, all commodities (2). 


_ Industrial Supplies 
| New order index (2) 


General Barometers 
Total personal income (2) 
Wages & salaries (2) 

Farm income (2) 


Industrial production (2)....(FRB Index—1957=100) 


| New construction put in place (1) 


Residential construction (1) 
Consumer credit outstanding (3) 
Electric power output (2) 
Business failures (1) 


| Steel ingot output (2) 


| Steel prices (1) 


. (1947-49 = 100) 


(million kw.-hr) 


(composite mill base, ¢ per lb.) 


LATEST 
MONTH 


MONTH YEAR 
AGO AGO 
($ million) 
($ million) 
($ million) 


203 
968 
17,223 
125.6 


178 
808 
15,834 
125.6 


193 
986 
17,190 
123.9 


($ million) 
($ billion) 
(percent 


. (1947-49 =100) 


(1948—100) 


($ billion) 
($ billion) 
($ billion) 


393.5 
269.0 
10.3 
110 
4,009 
1,536 
51,021 
67,622 
1,249 
91.6 
6.196 


393.0 
268.8 
10.7 
111 
3,696 
1,460 
51,356 
71,532 
1,533 
94.3 
6.196 


375.4 
254.0 
12.9 
105 
4,284 
1,799 
44,748 
60,968 
1,500 
92.3 
6.196 


($ million) 
($ million) 
($ million) 


(% of cap’y) 


SOURCE OF DATA: U. S. Dept. of Commerce except Industrial Supplies & Machinery 
New Order Index by American Supply & Machinery Mfrs. Assn., Business failures by 
Dun & Bradstreet, Inc. Steel ingot production by American Iron & Steel Institute. Steel 


prices by The Iron Age. 





Why more customers 
Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use =JA\ AY AY == 
Our Own Hardware has ee ONCY 
spring sale catalog : | (Tt F, KK, t/ N 


Bargains for the entire family 
are featured in the 32-page spring 
mailer prepared for dealers by Our 
Own Hardware Co., dealer-owned 
wholesaler at Minneapolis. 

The mailer is a 8% x 10°%4 in. 
consumer catalog. It is printed in 
four colors and features more than 
275 merchandise items including 


rea ch for this 


ee? 


You've only to study one closely to see why. The way 
the graduations stand out. The solid feel of it in your 
hand. The rich, sturdy vinyl cover. No wonder dealers 
say it’s tough to keep ’em in stock. 


housewares, lawn, garden and out- 
door living items, hand and power 
tools, appliances, paint, cleaning 
supplies and sporting goods. Two | Be sure you have enough backup 


coupon specials are used. stock—and make it a Banner year! 
A record one million copies of 


the catalog have been mailed to 
customers in Our Own’s nine-state 
market area. 


Sickels-Loder issues me 3 7 — [hey // be 


4-page spring mailer 


eee ie : looking for it 
A four-page spring mailer is | ee | 
available to metropolitan New York lage we 4 = On your 


area dealers from Sickels-Loder, 


Inc., wholesaler at New York City. hb ; “4 , . : TURNO Ws, 


The mailer features home and 


garden items. Some 150,000 copies : . | 
have already been distributed. To- tag | ) 10 Va TA RGET 
tal expected circulation is about ! oak hr wee 
250,000 copies. 
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GOUGLEI 


COMBINATION LOCK SETS 


New Residential Door Lock Convenience 


No Keys ’ = 


a os a 
PRON ol 


; 
: % 


Safe i 


Beautiful, Dependable 


5 * eon 
_ a 


COMBINATION 
PADLOCKS 


Gougler Keyless 
locks are favor- 
ites. Durable, se- 
cure. Can open 
in dark — just 
count the clicks. 


FOR 
SCHOOLS 
GARAGES 
LOCKERS 

TOOL BOXES 
BICYCLES 
INDUSTRIES 


be Model No. 83 


Unlock with one 
€ hand, even in darkness 


Sell the locks that have more sales appeals, 
beautiful locks which eliminate keys, give the 
greatest security with new convenience. No more 
tumbling for keys, or lost keys. Just turn the 
knob and count the clicks. So easy, yet so secure. 
Gougler lock users never go back to key locks, 


Dealers, regardless of other locks you may now 
handle, you should have Gougler locks. They 


are entirely different and a 
wanting the latest. Availab 
counter display mounts. 


Write for price list and full details 


Cc. L. GOUGLER KEYLESS LOCK CO. 


711 Lake St. 


eal to customers 
e with beautiful 


Models with or 
without master 
keys. All parts 
impervious to 
moisture. 


Kent, Ohio 


Want more facts? Circle 185, p. 77 





Sale Speeder No. 11 


SET do hk ts Oh a ole lal slalot-ia 


icelame | © ilo: @m_t-0|-1- Mba 2ela 4_s. 


No. RE2 
New 


Rotary Edger 


(TU MTF 


Your basic line ol li am eel?lal-3 ae 


Want more facts? Circle 186, p. 77 
124 © HARDWARE ACE, May 19, 1960 








PROTECT 
YOUR CUSTOMERS 


frstitee 
Pst 


SHOO-FLY 
HORNET 
JET BOMB 


$1.98 


| Deadly 12 foot spray, (Patented feature) 


reaches nest, eaves crevices to kill stinging 
wasps, hornets, bees, earwigs, ants, spiders. 
Prevents maggots in garbage pails. Excellent 
for spraying outside lights, screens, patio, 
picnic areas. Keeps killing for weeks. 


Other Profitable Lynwood Aerosol Specialties 


¢ WALK-N-WEED Spot Weeder * IVY Bomb for Poison 
Ivy ¢ Shoo-Fly RX Non Allergic Insect Bomb © Shoo-Fly 
Non-Toxic SUPER Insect Bomb ¢ Shoo-Fly No-Stink 
FLY Trap ¢ Shoo-Fly MOTHPROOFER « SWAT Economy 
Bug Bomb ¢ Shoo-Fly ANT Bomb © SPORT Midget 
Aerosol Insect Repellent « K9-KOP Dog Repellent Aero- 
sol ¢ Hari-Kari Japanese BEETLE Bomb * SAVADOG 
Flea Bomb « FABUL.X Ali Metal Cleaner © FABUL.X 
Dri-Cleaner for Walls * Safe Air GERMICIDAL Aerosol 
¢ Safe Air RX for Baby « FABUL.X Starch N Spray 
e Fabul.X FURNITURE Wax « FABUL.X Window Wash 
e ANT Coffins. 


Order through your Wholesaler or write 
LYNWOOD LABORATORIES, Inc. 
Norwood, Mass. 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Porter-Cable promotes 
four electric tools 


Portable electric tools and gar- 
den equipment are featured in four 
promotions offered dealers by 
Porter-Cable Machine Co., Syra- 
cuse, N. Y. 

In the gardening line, dealers 
using the promotion on an electric 
grass trimmer can offer customers 
the trimmer and a cord and reel set 
valued at $47.95 for $39.95, a sav- 
ings of $7.50. This promotion is 
good until July 30. 

In the portable tool line, dealers 
can offer customers a complete 
router kit or accessory case with 
the purchase of a router, at a $15 
saving. This promotion is available 
until July 9, and provides a free 
merchandising package for dealers 
with each router. 

The remaining two promotions 
feature portable jig saws and cir- 
cular saws. Dealers can offer cus- 
tomers a free complete saw kit in- 
cluding carrying case and several 
accessories with the purchase of 
the tools at regular retail price. 
These promotions are in effect un- 
til July 30. 

All of the promotions are backed 
by four color posters for window 
and floor display. 


Fast Chemical promotes 
four cleaning products 


Fast Chemical Corp., Yonkers, 
N. Y., introduced four new prod- 
ucts to its SSS-T line of cleaning 
aids with an advertisement in the 
May issue of Ladies’ Home Journal. 

The new products are the SSS-T 
Steam Iron Cleaner, SSS-T Coffee- 
maker and plasticware Cleaner, 
SSS-T Rollaway All Purpose Stain 
Remover and SSS-T Rust Stain 
Remover. 

Fast’s spring ad campaign also 
includes ads promoting the new 
products in Life and Parents 
magazines. 





Federal Trade Commission issues 7-point guide 
on how fo spell-out advertised guarantees 


When you advertise a product as 
guaranteed, do you explain just 
what the guarantee means? Do 
your customers know what the 
guarantee covers, who will honor 
it, and for how long it will be in 
effect? 

All these points are covered in a 
seven-point guide just published by 
the Federal Trade Commission. 

The guide will aid FTC field men 
in deciding just what constitutes 
a violation. It will also help re- 
tailers to set forth their guarantee 
claims in accordance with FTC 
regulations. 


Major principles listed 


The guide lists the major prin- 
ciples to be voluntarily followed by 
businessmen in advertising guar- 
antees or warrantees on their mer- 
chandise or risk being ordered to 
do so by the FTC in a formal pro- 
ceeding. 

The FTC points out that it is 
constantly receiving complaints on 
confusing and misleading guaran- 
tee claims in advertising. The FTC 
states that merely describing a 
product as guaranteed is not suf- 
ficient. The ad should clearly show 
what is covered by the guarantee, 
who stands back of it, how it will 
be honored, and any limitations 
and conditions. 


Summary of 7-points 


Here is a summary of the seven- 
points outlined in the guide: 

(1) In general, an advertised 
guarantee shall clearly and con- 
spicuously disclose three things: 

(a) The nature and extent of 
the guarantee—including what 
product or part is guaranteed, all 
characteristics or properties cov- 
ered by or excluded from the 
guarantee, its duration, and what 
must be done by a claimant be- 
fore the guarantee will fulfill his 
obligation, such as returning the 
product and paying service or 
labor charges. 

(b) The manner in which the 
guarantor will perform. The ad 
must state exactly what the guar- 
antor will do under the guar- 
antee, such as repair, replace- 
ment or refund. If the guaran- 


tor or recipient of the guarantee 
has an option as to what may 
satisfy the guarantee this should 
be set out. 

(c) The guarantor’s identity. 
This also shall be clearly re- 
vealed in any documents evidenc- 
ing the guarantee. Purchasers 
often are confused when it is not 
clear whether the manufacturer 


or the retailer is the guarantor. 

(2) When guarantees are ad- 
justed on a prorata basis, the 
advertising should clearly disclose 
this fact and the basis on which 
they will be prorated, e.g., the time 
for which the product has been 
used and how the guarantor will 
perform. If adjustments are based 
on a price other than that paid by 
the purchaser, clear disclosure must 
be made of the amount. However, 
a fictitious price must not be used 








LINE 


FIRST 


in research! 
FIRST 


in quality! 


in writing! 


WRITE FOR 


a 


GUARANTEED right... 


the * | 
PLASTIC 





MEDIUM DENSITY 
FLEXIBLE PLASTIC PIPE 


*] standard for SCORES 
of APPLICATIONS 


Virgin polyethylene 
© NSF approved for 
drinking water use 


Meets or exceeds all 
government and 
industry standards 


Light weight . . . easy 
to install 

® Low friction loss 
Long life . . . no costly 
call-backs 


PIONEER MEMBER OF 


(= pore (st) 
RY 
Sty 


COMPLETE TECHNICAL AND ENGINEERING SERVICES AVAILABLE 


oerats rooaY CRESCENT PLASTICS, INC. 
Dept. A-0, 955 Diamond Ave. * Evansville 7, Ind. 
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EVERYONE'S A CUSTOMER 
FOR A DEARBORN 























’ for me?” 


_——— 


It’s just what the doctor ordered to 
avoid chilling drafts...provides com- 
fort for your customers in any 
condition. All your customers will 
agree, too, when you show them just 
a few of Dearborn’s outstanding fea- 
tures—the famous Cool Safety 
Cabinet, Hi-Crown burner that’s 
guaranteed for life, and, of course, 
the most stylish design in the indus- 
try. For good looks and good 
heating, Dearborn is tops! 


THERMO-THRUST 
BLOWER 


_ 
Puts a carpet of 
warm air across 
the floor, up to 
twice as much air 
delivery. Movable 
louvers allow 
directional warm 
air flow control. 
Standard on all 
Regency models. 


The Dearborn Regency is the world’s 
finest gas area heater. Lower, longer 
and loaded with sell-on-sight appeal! 


Get details of Dearborn’s clean-cut selling 
policy from any of these regional sales 
offices: Atlanta, Chicago, Dallas, Los 


Angeles, San Francisco. CY 


1960 Dearborn Stove Co., Dallas 
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even where this sum is adequately 
disclosed. 

(3) Claims such as “Satisfaction 
or your Money Back” and “10-Day 
Free Trial’’ will be construed as a 
guarantee that full refund will be 
made at the purchaser’s option. 
Any conditions or limitations on 
this guarantee shall be conspicu- 
ously revealed. For example, if a 
rose bush is advertised “Satisfac- 
tion or Your Money Back” but re- 
fund will be made only if the bush 





Reports on FTC crackdowns 


For other reports of the 
Federal Trade Commission’s 
programs on better business 
practices see: 

“Now you can fight phony 
pricing,” Jan. 29, 1959, p. 33. 

“How to protect yourself 
against unfair price competi- 
tion,” Aug. 13, p. 68. 

“FTC cracks down on bait 
advertising and switch sell- 
ing,’ Dec. 17, p. 66. 





is returned within one year of pur- 
chase, the ad must clearly disclose 
the “return” and “time” limita- 
tions. 

(4) If “Life,” “Lifetime” or 
similar guarantees relate to any 
life other than that of the pur- 
chaser or original user, the life 
referred to must be clearly dis- 
closed. 

(5) Advertising containing sav- 
ings guarantees (e.g., “Guaranteed 
to save you 50 percent,” “Guaran- 
teed lowest price in town’) must 
clearly state what the guarantor 
will do if the savings are not real- 
ized, together with any limitations 
that he may impose. 

(6) A seller or manufacturer 
must not advertise or represent a 
product is guaranteed when he 
cannot or does not properly and 
scrupulously fulfill his obligations 
under the guarantee. 

(7) The manner in which a 
guarantee is used frequently con- 


MOST BEAUTIFUL 
CAN OPENER 
MADE 


PORTABLE 
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ELECTRIC | @ 
ed 
f* § 
OPENER 
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Kansas City 279 Missour 
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PERK-UP PROFITS WITH THIS 


pW SALES Hyp, 


TERRIFIC SUMMER - SELLER ! 


ARCO 
HEDGE-TRIMMER 


$119 


RETAIL 


EXCLUSIVE! 


Strong Safety-Bracket and 
Clamp connect Drill to Trimmer, 
making it the most compact, 
vibration-free unit obtainable. 


CAN BE USED with ONE HAND! 


Lightweight unit—weighs only 2!/. Ibs. 
Well balanced for use with |-hand. 


Attaches to ANY '/,"" Drill in !-minute 
with Exclusive ‘Floating Safety-Bracket."’ 


Extra long 14"' Blade of hardened tool 
steel. 


Long handle fits on top or side & locks 
at 10 angles for most convenient use. 


Full One-Year Factory Guarantee. 
Ask Your Jobber 


WRITE for LATEST CATALOG 


ARROW METAL PRODUCTS CO 
ARCO 421 W. 203 St.,N.Y.34 N.Y 
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DRAPER-MAYNARD SPORTS EQUIPMENT 


| )ne is best! 


Bes a 


ing goods lines you have, the more headaches! More costs, 


= . Ly — 7 Just like “too many cooks spoil the broth” —the more sport- 
J \\ | ¢ & - too! You save when you stock and sell the one complete line of 


sports equipment your customers know . .. Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD SPORTS EQUIPMENT 


Ae Kathy Lag hind” a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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9 the BIG name « 
HO PPE in Gun Cleaning 
“DE LUXE” % - J 





* 


GUN ee 
CLEANING OUT 


Sell ou Sight! 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition . . . famous Hoppe’s No. 9 Solvent, oil, 
patches, wipers, nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.75 retail) . . . or in a sturdy green-enameled steel 
tote box (Utility: $3.00 retail). Fast movers the year 
round ... “naturals” for gifts! Display 

them and watch them go! 


“UTILITY” , FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


ASK YOUR 
JOBBER 











FOR HOPPE’S | 
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CAST ALUMINUM 
WEATHER 
VANES 


Cast in 3 di- 

mensional ife 

time alumi- 

num. Adjust- 
able Bracket. 
Fits any roof. 
5 Designs 
in leaming 
black. 


Rust and 
CAST ALUMINUM 
Rain Proof MAIL BOXES 


ra 
5 ee P priced mail boxes 
ea eee) are available in 
ce modern, traditional 
and ranch designs. 
Upright or horizon- 
tal. in 5 colors. 


ae Site Mom 
ee lin Remington low 


REMINGTO HARDWARE CO., INC. 


, &. YY. 
102 GREENWICH STREET - NEW YORK & 
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Sale. Speeder No.I2 


Use this quick convincer 


oe) aunt: 0) atc 1 =e en oe 


No. A335 
Rocket 


~~ aUlal-is 


RUE TEMPER 


Your basic line — your money /ine 


g@ 
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MARINE PRODUCTS 


SKI TOWS 


E-Z SALE RACKS 
Nylon and Polyethylene 


ANCHOR LINES (NYLON) 
Tensiles 500 to 10,000 Ibs. 


NOVA Wem 


PRODUCTS Division OF 


West Georgia Mills nc. 


P. O. Box HA, Whitesburg, Georgia 
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stitutes representations of mate- 
rial facts. In this case, the guar- 
antor not only undertakes to per- 
form under the guarantee’s terms, 
but also assumes_ responsibility 
under the law for the truth of the 
claims made. Examples: ‘“Guar- 
anteed for 36 months” applied to a 
battery implies that it can normal- 
ly be expected to last for 36 months 
and should not be used in connec- 
tion with a battery which can nor- 
mally be expected to last for only 
18 months; and “Guaranteed to 
grow hair or money back” repre- 
sents that the product will grow 
hair and should not be used when 
in fact the product is incapable of 
growing hair. 


Industrial supplies, 
machinery orders dip 


7 J 
Industrial Supplies & Machinery 
"| New Order Index—Iuly 1948-100 |" 


Seasonally Adjusted 
Source: American Supply & Machinery Mfrs.’ Assn. 
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New orders for industrial sup- 
plies and machinery declined 
slightly in .March by .5 percent 
from those placed in February, 
according to the American Supply 
& Machinery Manufacturers’ Assn. 

The new order index in March 
was 199 (July 1948 = 100) down 
one point from the previous month, 
and 22 points from March 1959 
when the index jumped to 221, 
equaling the record mark set in 
January 1957. 

Since then, except for a four 
point rise in July, and a two point 
rise in February, it has declined 
each month. 





ALL-POSITION 


CHECK VALVE 


METAL POPPET 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 

available with Buna rubber poppet for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

in seven sizes, 200 lbs. pressure. We 
will design special Check 
Valves; tell us your 
needs. Write for Bulle- 
tin 302 and prices 


Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
Want more facts? Circle 197, p. 77 


THE TRADE CALLS 
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STEEL BLUE: 





Loh 


lar package 8-oz. can fitted with 
Popul lite cap holding soft-hair brush = 
for applyin ht at bench; metalsur- = 
face ready for layout ina few minutes. & — 
The dark blue background makes the == 
scribed lines show up in sharp relief, == 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 

THE DYKEM COMPANY 
Established 1920 = 
2305B North 11th St. «© St. lovisé6,Me. == 


wenaae 
1} Hit 
il rer WI 
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“With our Rubbermaid 
FP Merchandiser .. . 
plus sales were beyond 
expectations ” 


says D. P. Kelley, Sr., 
President, Kelley’s, Inc., 
Richmond, Virginia 


“It is not only the focal point of our housewares depart- 
ment,” Mr. Kelley reports, “but brings more women into 
this department because of its attractiveness. The Merchan- 
diser in itself is very effective, and is so colorful that women 
cannot resist taking home one or more pieces. We are de- 
lighted at the increase in our sales.” 


Here’s why Rubbermaid’s FP Program means Full Potential sales 


We take most of the sales-building steps for you on a proven 
and continuing basic inventory control system that gives 
you all this: 


e Stocking best selling items and colors ¢ Sales from self- 
service merchandising unit ¢ Regular service from your job- 
ber or Rubbermaid representative ¢ Optimum stock turnover 
e Increased volume and sales per square foot ¢ Full mark-up 


Call your Rubbermaid jobber or sales representative now! 
Rubbermaid Inc., Wooster, Ohio. 


Kidbbermaid> 


means better made 
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STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the _ effective- 
ness of HARDWARE AGE 
Pocket Want Cards for 
minimizing outs and keep- 
ing track of shorts and 
special requests. 


More than 500,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have _ reor- 
dered several times. 





HARDWARE AGE 
Pocket Want Card 


Vow can’? sell ©, uniess i's in stock, Write 
down here oi! outs, low stocks and spec si 
requests. Give size. color mode! et late 
@ new card seach morning Turn card in each 
evening 












































Cards fit neatly in jack- 
et or shirt pocket. Write 
down outs, etc., immedi- 
ately, as soon as you discover them. Card is 
turned in each evening to store manager for 
review. Take a new card each morning. 


fuse beck of cord, # you need more speca) 


Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware AcE, Chestnut 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 














GENERAL’S NEW SPIN-THRU cicanes 
HAS FAST SELLING FEATURES... 


Vv EASY TO USE 
NO MESS 

V WELL BUILT 

Vv LOW, LOW PRICE 


PLUS: Steel container that 

holds up to 25 ft. of 4” 

snake. Compact, modern 

design with new T-grip 

handle . . . finished in smart 

colors for maximum visual Stee! T-grip handle 
appeal. Eliminates dirt and (al as shown 

floor mess. Stock it .. . . or economical 
show it... and watch it sell! — 

SEE YOUR WHOLESALER or WRITE FOR DETAILS 
ON GENERAL'S ALL NEW SPIN-THRU UNITS. 


General's full-line includes: Boxed drain augers and larger 
diameter augers, Closet augers and Flat sewer rods. Also 
Plumbers’ hand-operated and power drain-cleaning equip- 
ment, pipe hooks and copper tubing straps. 


GENERAL WIRE SPRING COMPANY 


904 S. SARAH STREET + PITTSBURGH 3, PA. 
WHOLESALERS THROUGHOUT THE U. S.. AND CANADA 
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HARDWARE AGE, May 19, 1960 @ 129 





Read it in HARDWARE 


NEWS OF - 


HARDWARE AGE FOR 


KKKKKKSK 








News About Dealers: Miller and Moyer 
Parchase Shopping Center Hardware Store 





Lynnwood, Wash. — Bill 
Miller and William Moyer 
are the new owners of 
ARTHUR’S HARDWARE in 
Lynnwood Shopping Center. 
Mr. Moyer is a former em- 
ploye of the Seattle Hard- 
ware Co., Seattle, Wash., 
wholesaler. Arthur and Her- 
man Michelson had owned 
the store for almost five 
years. They will continue to 
operate ARTHUR’S CLARE- 
MONT HARDWARE in B & M 
Shopping Center in South 
Everett. 


East Greenville, Pa.—Vin- 
cent O’Domski and Vincent 
Sgarro have bought the F. A. 
Trexler & Son Hardware 
Store. Russell C. Trexler, 
former owner, had operated 


the store for more than 26 
years. The business will con- 
tinue under the name of 
TREXLER HARDWARE Co. 


Centerville, Tenn.—J. S. 
Mayberry has purchased one- 
half interest in CAROTHERS 
HARDWARE store here from 
Dr. E. W. McPherson. R. E. 
Thomas, partner in the store, 
recently sold his interest to 
Dr. McPherson. The name of 
the store will be changed to 
J. S. Mayberry Hardware. 


Monett, Mo.—CLINE HARD- 
WARE Co. has been purchased 
by Mr. and Mrs. W. C. Boyd 
from Mr. and Mrs. R. L. 
Cline. The Clines have owned 
the business for the past five 
years. 





Baltimore Dealers 
Celebrate 50th Year 


The 50th anniversary of 
the Baltimore Retail Hard- 
ware Asn. was marked re- 
cently with a banquet at- 
tended by some 190 members 
and guests. 

A highlight of the evening 
was the presentation of an 


inscribed watch to Ernest 
Johannesen. 

Mr. Johannesen was one of 
the founders of the group 
and served as its president 
for 26 years. He has been 
active in the hardware busi- 
ness for 5 years. 

Charles D. Benson of Ti- 
monium, Md., the current 
president, presided at the 
dinner. 


ste 
PS 
pase a 


A watch commemorating 50 years of service to the Baltimore Retail 
Hardware Assn. is presented to Ernest Johannesen (second from 
left}. Making the presentation is dealer Charles D. Benson, associa- 
tion president. Also participating in the ceremony are (far right) 
Richard D. Nast, association vice-president, and (on left) H. R. 


Fenstermacher, PASHA president. 


130 © HARDWARE AGE, May 19, 


1960 


Mirro Aluminum Elects 
A. L. Vits President 


A. L. Vits has been elected 
president and chief executive 
officer of the Mirro Alumi- 
num Co., Manitowoc, Wis. 
Mr. Vits succeeds Walter F. 
Bugenhagen, president since 
1955, who was elected board 
chairman. 

Mr. Vits has been execu- 
tive vice-president since 1955 


and joined the firm in 1921. 
The posts he has held in- 
clude plant manager, assis- 
tant general superintendent 
of all plants and vice-presi- 
dent of production. 

Mr. Bugenhagen has been 
with the firm more than 50 
years. He started as a la- 
borer and after a series of 
promotions went into sales 
work. 


WALTER F. BUGENHAGEN 





Home Building Lines 
On Cash-Carry Basis 


Merchandise used in home 
construction is being sold at 
wholesale to dealers on a 
cash and carry basis at 
warehouses of Moore-Hand- 
ley Hardware Co., Birming- 
ham, Ala. 

Cash and carry was set up 
by Moore-Handley to enable 
dealers to compete with 
roadside retail stores in the 
South offering home con- 
struction items at discount 
prices. 

Cash and carry applies 
only to dealers, on home con- 
struction lines including 
some plumbing and electrical 
items. Dealers make their 
selections from displays at 
the warehouses, put in their 
orders, pay cash and take 
the merchandise with them. 
Sales are made only in full 
cartons. 

Dealer costs, at cash and 
carry, reflect savings in this 
type of operation. The pol- 


icy is in effect at company 
warehouses in Birmingham, 
Mobile, Atlanta, Nashville, 
and Chattanooga. 


Black & Decker Buys 
DeWalt in Expansion 


Black & Decker Mfg. Co., 
Towson, Md., has acquired 
DeWalt, Inc., Lancaster, Pa., 
a subsidiary of American 
Machine & Foundry Co., New 
York. 


According to a joint an- 
nouncement by American 
Machine & Foundry Co. and 
Black & Decker Mfg. Co., 
the capital stork of DeWalt 
has been transferred to Black 
& Decker in exchange for 
120,000 shares of B & D 
stock. 

DeWalt, Inc., will be op- 
erated as an _ independent 
subsidiary of B & D and 
DeWalt management and 
policies will remain the same. 
Operations will continue at 
Lancaster. 
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DAVID MUIRHEAD 


Muirhead Is Elected 
At American Hardware 


David Muirhead, executive 
vice-president and treasurer 
since 1957, has been elected 
president of the American 
Hardware Corp., New Brit- 
ain, Conn. 

Evan J. Parker, president 
since 1951, was elected chair- 
man of the board. 

Mr. Muirhead joined the 
corporation as general ac- 
countant in 1943 and has 
been successively, corporate 
auditor, controller, treasurer, 
vice-president and treasurer 
and executive vice-president 
and treasurer. He has been a 
director since 1953. 

William J. Ziegenhein, 


EVAN J. PARKER 


WILLIAM J. ZIEGENHEIN 


sales vice-president of the 
company’s Russell & Erwin 
Division and a director since 
1953, was elected executive 
vice-president. 





Clayton Mark Creates 
New Executive Post 


Clarence Mark, Jr., has 
been elected to the newly- 
created position of executive 


CLARENCE MARK, JR. 


vice-president of Clayton 
Mark & Co., Evanston, IIl. 

He has been a vice-presi- 
dent since 1951 and treasurer 
since 1958. Mr. Mark joined 
the company in 1936. 


Northeastern Expands 
Warehouse Facilities 


A 140,000 cubic foot ware- 
house for Northeastern 
Wholesalers, Inc., industrial 
supply distributor, is near- 
ing completion in Mamaro- 


neck, N. Y. 


It is Northeastern’s 
seventh expansion in 10 
years. The firm is a distribu- 
tor for a host of manufactur- 
ers in the builders’ hardware 
and specialty field. 


Biggest Class Completes Builders’ Hardware 
Basic Course Sponsored by Club in New York 


Another group of young 
men has completed the first 
step in the formal education 
program in builders’ hard- 
ware. 

These are the men who 
completed the basic course 
sponsored by the Metropoli- 
tan (New York) Builders’ 
Hardware Club. The 37 men 
enrolled comprised the big- 
gest class to start the basic 
course. 

One evening a week, for 
20 weeks during the past 
winter, these men attended 
classes. Their text book was 
the Hardware Age Builders’ 
Hardware Handbook. Guest 
speakers, all prominent in 
the builders’ hardware in- 
dustry, brought specific in- 
formation on given subjects. 


, ee 


qualified to enroll in the ad- 
vanced course to be held this 
fall. (See photograph on 
page 139.) 

A graduation dinner 
marked completion of the ba- 
sic course. Those at the head 
table were Wm. D. Kraengel, 
New York Board of Educa- 
tion; Clifford Crowley, chair- 
man, educational committee, 
Metropolitan Builders’ Hard- 
ware Club; Fred Heil, 
president, New York chap- 
ter, American Society of 
Architectural Hardware 
Consultants. 

Also, Arthur O’Conner, 
president, Metropolitan 
B.H.C.; John R. Schoemer, 
Yale & Towne Mfg. Co.; 
Wm. S. Haswell, managing 
director, National Builders’ 


Adon H. Brownell, left, author, presents autographed copy of Hard- 
ware Age Builders’ Hardware Handbook to John Davie, D. Menscher 
Co., Maplewood, N. J., certifying his successful completion of the 


basic course. 


The classes were held un- 
der the supervision of the 
New York City Board of 
Education which provided 
classroom facilities, curricu- 
lar direction, and the class 
instructor. 

The graduates are now 


Hardware Assn.; Leonard 
V. Rowlands, publisher, 
HARDWARE AGE; John M. 
Martin, class instructor, and 
Adon H. Brownell, the toast- 
master and author of the 
Hardware Age Builders’ 
Hardware Handbook. 
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A Dinner Honoring A 50-Year Hardwareman 


Pes ge Bos 


Veterans of 20 years and more of Wright & Wilhelmy Co., Omaha 
wholesaler, are attending a dinner honoring Fred E. Woodard, 71, 
for completing 50 years with the company. Mr. Woodard worked 
through the warehouse and offices, and went on the road in 1921. 
He still works his territory. Mr. Woodarc was honored by some 
experienced hardwaremen. The men in this photo have a total of 
920 years of service with Wright & Wilhelmy. The company will 
be 90 years old next year, has occupied its present location at 
10th & Jackson Sts., for more than 70 years, and has doubled its 
business during the past 20 years. Mr. Woodard is seated in the 
center, behind the centerpiece. 





news in brief of 


MANUFACTURERS AGENTS 


@ Buxbaum Co., Canton, Ohio—California, Nevada, Ari- 
zona,, Oregon and Washington to Kirby Sales Co., Los An- 
geles; New Mexico, Utah, Colorado and Wyoming to Douw 
Fonde Co., Denver; New England states to Walter Lewis 
and Co., Winthrop, Mass.; New York state except metro- 
politan New York to Henry Schwartz, Elmont, N. Y.; Vir- 





News of the Trade 


ginia to Harry Eby, Ardmore, Pa. in addition to his pre- 
vious territory. 


@ Leeds Chemical Products Inc., Chicago — California, 
north from Bakersfield to Lees and Allen Co., Fresno; 
San Francisco Bay area will still be represented by William 
Howard Co., Oakland; West Virginia, Irontown, Marietta 
and Gallipolis, Ohio, and Ashland, Ky. to Jack Page Broker- 
age Co., Bluefield, W. Va. 


@ Wilbur & Williams Co., Norwood, Mass.—Ohio, Ken- 
tucky, West Virginia, western Pennsylvania, northern and 
western New York to A. W. Hoffman Sales Co., Cleveland, 
for the Marblehead Flash Dry Boat Paint line; Alabama to 
Charles W. Self, Birmingham for the Marblehead line. 


@ Fulton Cotton Mills, Atlanta, Ga.—Louisiana, Arkansas, 
Texas and Oklahoma to Robert M. Barnes Co., New Or- 
leans; Kansas, Missouri, Iowa and Nebraska to John QO. 
Doxsee Co., Mission, Kan. 


@ Village Blacksmith Div., General Metals Corp., Water- 
town, Wis.—Washington, Oregon and the western portion 
of Idaho to Richard H. May and Co., Seattle, for garden 
tools. 


@ Lippincott Co., San Francisco—Fred C. Gruver, formerly 
with Jet Line Products Co., Charlotte, N. C., has joined the 
firm’s Los Angeles sales force. 


@ Western Hardware Sales Agency, Los Angeles—Charles 
J. O’Neill, former sales manager for Apsco Products, Inc., 
has joined the firm and will headquarter in Los Angeles. 


@ S. G. Taylor Chain Co., Hammond, Ind.—Washington and 
Oregon to Jessen & Gundry, Seattle, Wash. 
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PAINTERS DROP CLOTHS 


-. c May Ma-Crepe Ci 


DurHAM, Nortu CAROLINA 
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pECURA 


o BRILLIANT WHITE 


qttlngy 
am 
TUB SEALER Oey 


PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. © Garland, Texas 


2 
——— 
; — 


USE PECORA’s P.P.P. FOR SALES Z00M! 


Homeowners love this easy-to-apply 

tub sealer that stays so brilliant white. 

It's one of Pecora’s P.P.P.* (Perfect Profit Pair). They 
ask for it by name and recommend it too! 


Want more facts? Circle 203, p. 107 
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GERBER—The most complete, saleable line of legs! 


BACKED BY A PROFITABLE, HARD-HITTING, YEAR-ROUND MERCHANDISING PROGRAM 


n€€ isi ; ; @® PRODUCT DISPLAY BOARDS @® COUNTER CARDS 
7 severtisiag aids include @ MERCHANDISING AIDS @® HAND OUT LITERATURE 
© MAILING PIECES e® NEWS AD MATS 
© WINDOW STREAMERS 


HAIRPIN 


TAPERED PLASTIC LEGS IN 

TUBULAR POPULAR FINISHES 

PING PONG UNFINISHED FOLDING Rss hax GO: a 

LEGS WOOD LEGS TABLE LEGS | omnis abies ig 

Available in the most popular sizes— 4” to 29”. Packaged to sell on sight in highly 64 mean £lu3 sales e 
illustrated, colorful display cartons or in poly bags with attractive tabs. on - help move brush 

He rusnes, 
CONTACT YOUR WHOLESALER OR WRITE ie paints, neg tools — aif 


GERBER WROUGHT IRON PRODUCTS INC. BS 


2540 FARRAR STREET * ST. LOUIS 7, MISSOURI 
Want more facts? Circle 204, p. 77 


RED TIP COMPLETE BLADE REPLACEMENT 
KIT — ONLY $39.77 




















ment Service 

lt will pay you to display fast selling = J , eo 

wi u y fast sellin , a ~~ — 
RUBYFLUID soldering flux—liquid or a ete Cy EES varmey mf A —7 yap 
paste—from eye-catching counter mer- a one Red Tip blade, (in 7 
chandisers. Get repeat sales because with the simple addition of 
customers prefer RUBYFLUID, the solder #e : bushi h lade 
that is fast acting . . . wets out freely ‘a Se te — | og Fag Se St mest setae mene 

. . makes strong, neat unions . : ’ 


» a} ree ee " Red Tip blades are made of special 
easy to use. f ae —_— heat-treated steel. They are more dur- 


58 S. McDowell St., Columbas 8, Ohio 


10 blade assemblies and 
assemblies are on the displ 


i Bl Get your share of the table re- 
Cs, ont Ghanian ieee placement business with a minimum 


investment. Send for complete details 
prompt delivery of fill-in orders. today. 


WHIZ-MOW, INC.—HAMILTON, ILLINOIS 
Want facts? Circle 205, p. 77 | 
SS oe — P Want more facts? Circle 206, p. 77 








MARSHALLTOWN 





MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 
Want more facts? Circle 207, p. 77 


BOOM SALES WITH PECORA’s P.P.P = eae N 1 > 


Customers reach for this product—one of 5 
Pecora’s P.P.P.* (Perfect Profit Pair)... ) 0) #? 
because they've liked and demanded it through the years. # iJ - 
It's rated the top calking by homeowners everywhere. SS 2_- eee: ELM aod 

















PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. *Garland, Tex. 
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for the Money 
trom | 


AMERICAN TACK! 


DISAL #U5T 


SAF-T-HED THUMB TACKS 


Plus Free All-Metal Display Rack 
Pre-Packed ... Just Open... Start Selling! 





Check these Big Exclusives: 


* Only tack boards with “hang-up” holes. 
® Extra metal cap for extra safety. 
® Only tacks advertised in LIFE. 


3-way rack hangs on a peg board, 
suspends from a wall or post, stands 
on counter. Illustrated tag on prongs 
for easy refill and ordering. 


15 dozen Assortment includes: 


4 doz. White 1 doz. Pink 

3 doz. Red 1 dez. Blue 

2 doz. Yellow 1 doz. Nickel 

2 doz. Green 1 doz. Turquoise 


DSAL #lDW 


15 doz. MET-L-ART UPHOLSTERY NAILS 
Plus Free Display Rack 


® Holds 17 assorted finishes and colors. 
® Nationally advertised in LIFE. 
* Colorful, eye-catching packages. 


3-way rack hangs on a peg board, 
suspends from a wall or post, stands 
on counter. Illustrated tag on prongs 
for easy refill and ordering. 


Sales-Tested Assortment includes: 
doz. Leatheroid 
doz. Hammered Head—Antique 
doz. Hammered Head—Nickel 
doz. Daisy Head 
doz. Small Round Head 
doz. Large Round Head 





HERE’S THE BIG 
PROFIT DEAL 
ON 15T or 15N 


Retail Value 
Your investment... 11.40 


Your BIG Profit... 6.60 





PLUS FREE RACK 








SEE 


Ship the following and bill through jobber 
below. Please ship deal(s) #15T and 
deal(s) 15N at $11.40 per deal. 


Name Title — 








Company 
Address 
Jobber's Name 
Address 
Jobber's Name 
Address 

















Peers eee eer 
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News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Disston Div., H. K. Porter Co., Philadelphia—Albert E. 
Juram from San Francisco to district manager of the New 
York sales headquarters; Dale Cap from Minnesota to dis- 
trict manager of the Chicago sales office; Paul E. Forbes 
to San Francisco, Nevada and Utah territory; Robert 
Palmer to California and Oregon area; John King from 
missionary salesman to Cook County (Chicago) and Lake 
County, Indiana; Joseph Schermerhorn from missionary 
salesman to Oklahoma and the northern part of Texas. 


@ Worcester Div., Washburn Co., Worcester, Mass.—E. J. 
Strasser to Philadelphia and Washington, D. C., Delaware, 
Maryland and Virginia for Androck products, with head- 
quarters in Collingswood, N. J.; Lee Baker who previously 
covered the territory is transferred to special sales promo- 
tion and development. 


@ Household Products Div., S. C. Johnson & Son, Inc., 
Racine, Wis.—A. C. Greenen from Pacific regional manager 
to western regional manager with headquarters in Kansas 
City; James G. Dick, Jr., from east central regional man- 
ager to Pacific regional manager in San Francisco; Robert 
A. Dutney from national accounts manager to east central 
regional manager in Cleveland. 


@ Rubberset Co., East Newark, N. J— John J. Maroney, 
Jr., from Savage Arms Co. to New England sales repre- 
sentative; S. L. Warner of Detroit, has been selected 
Distinguished Salesman of the Year by the company. He 
has been with the firm for the past nine years in the 
Michigan and northern Ohio area. 


@ Russell & Erwin Div., American Hardware Corp., New 
Britain, Conn.—William C. Lichtenfels from Washington, 
D. C., to manager of the New York sales office; James H. 
Whitley to southern Texas with headquarters in Houston. 


@ Corbin Cabinet Lock Div., American Hardware Corp., 
New Britain, Conn.—Walter B. Phelps, Jr., from produc- 
tion control department to Missouri, Kansas, Nebraska, 
Iowa and Colorado. 


@ Versa Products Co., Lodi, Ohio—Richard C. Hichens to 
southern district sales manager headquartering in Tifton, 
Ga.; Robert A. Borth has joined the company assigned to 
the northern division succeeding Mr. Hichens. 


@ Adelphi Paint & Color Works, Inc., Ozone Park, N. Y.— 
Bob Jaffe to a new enlarged New England territory for 
Adelphi and the Baer Bros. division. 


@ Kwikset Sales and Service Co., American Hardware 
Corp., Anaheim, Calif—Michael A. Cornwell from plant 
training to customer relations representative in the Pa- 
cific Northwest. 


@ Stanley Tools Div., Stanley Works, New Britain, Conn.— 
Howard C. Hartman from the sales department to North 
Carolina, South Carolina and eastern Tennessee territory. 


@ Standard Screw Co., Bellwood, Ill—Frank E. Thomas 
from plant training to Pittsburgh and western Pennsyl- 
vania. 





Garcia Corp. Acquires as president of Kingfisher- 


. ° Bristol. The newly-acquired 
Kingfisher Bristol company will operate inde- 
Garcia Corp., New York pendently but will use Gar- 
tackle firm, has purchased ¢i’S marketing organization. 


: ° : Kingfisher - Bristol produces 
the Kingfisher - Bristol Line nylon and dacron line for 


Co., Rockville, Conn. fishing and string for tennis 
Harry C. Miller continues and badminton rackets. 








U. S. Expansion Bolt 
Organizes Subsidiary 


Western Expansion Bolt 
Co. has been organized as a 
wholly-owned subsidiary of 
the U. S. Expansion Bolt Co., 
York, Pa. 

The new company, located 
at 52 Zoe St., San Francisco, 
will market a full line of ex- 
pansion bolts and masonry 
fasteners. 

Lionel W. Diaz has been 
appointed manager of the 
new organization. Mr. Diaz 
was associated with Fair- 
banks, Morse & Co., Chicago. 

Industrial distributors and 
construction supply houses 
will be among the main 
channels of distribution for 
the products of Western Ex- 
pansion Bolt. 


General Time Elects 
Three New Officers 


General Time Corp. has 
elected two vice-presidents 
and a treasurer. 


Edward W. Jamison was 
elected vice-president and di- 
rector of finance, and con- 
tinues as secretary. He was 
secretary-treasurer of the 
company. He came to Gen- 
eral Time in 1953 from the 
Telechron department of 
General Electric Co. 

James W. Hawthorne, gen- 
eral manager of the Haydon 
division, was elected a vice- 
president of the company. He 
was controller of the com- 
pany’s Westclox division. 

G. G. Ellis was elected 
treasurer and will continue 
to serve also as comptroller. 
He has been with the com- 
pany since 1938. 


Sid C. Schelling Heads 
California Association 


Sid C. Schelling, Exeter 
Mercantile Co., Exeter, was 
elected president of the Cali- 
fornia Retail Hardware 
Assn. at its annual conven- 
tion, held recently in San 
Francisco. 


B. B. Bolfing, Elmwood 
Hardware, Berkeley, was 
elected first vice-president 
and G. W. Tomasini, Toma- 
sini’s Hardware, Petaluma, 
second vice-president. 

Stewart Ish, Salinas 
Hardware, Salinas, was 
elected to the board. Hold- 
over directors are: E. F. De- 
gregori, Los Banos Hard- 
ware, Los Banos; L. M. Mor- 
ris, Morris Hardware, Weav- 


News of the Trade 





erville; M. J. FitzGerald, 
Culver’s Hardware, Benicia; 
H. W. Hill, Hill’s Hardware, 
Linden; and E. J. Horgan, 
Commercial Hardware, Reno, 
Nev. 


Bret Neece Retires; 
Silverman Is Elected 


Bret C. Neece, chairman 
of the board of Landers, 
Frary & Clark, New Britain, 
Conn., has retired after 37 
years with the firm. He will 
continue as a director. 

Harry T. Silverman has 
been elected to succeed Mr. 
Neece. Mr. Silverman was 
also reelected president. 

Mr. Neece spent his entire 
business career with Landers 


beginning in 1923. In 1938 | 


he was elected a vice-presi- 
dent and in 1941 he became 
a director. He was elected 
president in 1952 and be- 
came chairman of the board 
last year. 


Mr. Neece is an officer and | 


director of several manufac- 
turers associations. 

In another move, Landers 
has elected Sol Levine vice- 
president of operations. He 


has been general manager of | 


Dorset-Rex, Inc. a 
ary, and director of opera- 
tions for all Landers divi- 
sions. 


Also, B. J. Ruberry has 
been named market develop- 
ment manager. He will con- 
tinue to head sales for the 
Electric Steam Radiator 
Corp., a subsidiary, where 
he has been sales manager. 


Charles Kuehn Wins 
Salesmanship Trophy 


Charles S. Kuehn has won 
the Distinguished Salesman’s 
Award “Victor” trophy pre- 


subsidi- | 





' 
; 


_ Porcelain Refinisher. 


BE FIRST IN YOUR AREA 
WITH THIS EXCITING NEW... 


ee 





PORCELAIN 
REFINISHING KIT! 


NEW— POX-AMIDE DISPLAY SELLS 
ITSELF... SETS NEW SALES RECORDS 


Same formula and high quality materials used by successful 


Kit contains everything needed to 


| professionally repair and refinish: 


sented by the Sales Execu- | 


tives 
more Assn. of Commerce. 

Mr. Kuehn has been a 
salesman for Wm. H. Cole & 
Sons, Baltimore wholesaler, 
for the past seven years. 


Anchor Division Moves 


Display and sales offices of 
the Pittsburgh tableware di- 
vision of Anchor Hocking 
Glass Corp., Lancaster, Ohio, 
have been moved to new, 
larger and more modern 
quarters at Two Parkway 
Center, 875 Greentree Rd., 
Pittsburgh. The former ad- 
dress was 
Building. 


Council of the Balti- | 


_ instructions, 
_ re-usable Spray Gun and Propellent. 

finish dries to a super hard gloss. . 
| like new again . 


| 


¢ SINKS ¢ BATHTUBS 
e TILES ¢ APPLIANCES 


So easy to use, even the woman of the house can do a 
professional refinishing job. Kit is complete with simple 
Filler, Reducer, Liquid Porcelain Resurfacer, 
Covers 40 sq. ft., 
. Porcelain sparkles 
rust, discoloration, chips, nicks and 
signs of wear disappear like magic. 


CASH IN ON THE PROFITABLE 
“Do it Yourself" MARKET! 


Be first in your area with this revolutionary, highly profitable 
self-selling kit. Retails for $12.95. Refills and colors available. 


CALL, WRITE OR WIRE FOR ALL THE MONEY MAKING FACTS! 


POLY-POX, LTD. 


2900 Koppers 19 EAST 39th STREET * N.Y.C.16, N.Y. © MU 3-6334 
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Practically 
everyone 
needs 


LIQUID CEMENT 


Whatever a customer comes in for, he 

should go out with a tube of Ambroid. It's a 
‘must’ for making and mending things — 
around the house, at the workbench, for sports 
and hobbies. Great ‘‘impulse item"’ 

when you put it where they see it! 


CAT Bey 17-4. bf 


. E. Weymouth 88 
“ Mass. 
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“Automation” 
on the lawn 
| te. 
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KEES KRAW 
LAWN SPRINKLER 


The Kees Krawler travels across the lawn under 
its own power, using the hose as a track. User 
sets it—forgets it. 

Krawler can be set to travel at either of two 
speeds with choice of two sprays. Can be 
wee with automatic shut-off at slight extra 
cost. 


Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with wrench and extra set of nozzles. 


THREE Model 100 (25 pounds) for the small to 


average lawn. 
POPULAR Model 101 (29 pounds) for the average 
SIZES 


to larger lawn. 

Model 102 (40 pounds) for the extra 
large lawn, golf courses, etc. 
Also Automatic Shut-off 


Write P.O. Box 766 for free catalog 
KF. D. KEES MFG. CO. 
BEATRICE NEBRASKA 
Want more facts? Circle 211, p. 77 
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Corpus Christi Firm 
Honors G. A. Campbell 


George A. Campbell, vet- 
eran top salesman for Cor- 
pus Christi Hardware Co., 
Corpus Christi, Tex., whole- 


News of the Trade 


saler, was awarded a 40- 

year service pin Apr. 30. 
Joe F..Wood, president of 

the firm, presented the pin 


at a special meeting of the 
firm’s sales group. 


Joe F. Wood, left, 
president of Corpus 
Christi Hardware Co., 
Corpus Christi, Tex. 
wholesaler, and Frank- 
lin Flato, right, vice- 
president, congratulate 
George A. Campbell 
on his forty years ser- 
vice with the firm. 





| Three Employes Retire 
_ At American Hardware 


Three long service execu- 


tives of the American Hard- 
| ware Corp., 


New Britain, 
Conn., have retired. They 
are Robert M. Cruise, 
Grover F. Steele, Jr., and 
Harry C. Jackson. 

Mr. Cruise, vice-president 
of sales for Corbin cabinet 
lock division since 1957, 


_ joined the division in 1912. 
_ In 1936 he became industrial 
_ sales manager and in 1941 
_he was appointed general 
| sales manager for the divi- 
| sion, 


Mr. Steele, general man- 
ager of the Corbin wood 
products division, started 
with P. & F. Corbin in 1906 


aS a press hand. Since 1920 


he has served as sales man- 


ager and then as general 


manager of the division. 
Mr. Jackson, assistant 


_ treasurer of the corporation 


since 1952, joined the P. & F. 
Corbin division in 1910 in 
the billing department. 


Housewares Exhibitors 
Set Registration Record 


A record 748 exhibitors 
will make the 33rd National 
Housewares Mfrs. Assn. Na- 
tional Housewares Exhibit in 
Atlantic City the biggest of 


all housewares shows since 


NHMA was incorporated in 
1938. The show dates are 
July 11-15. 

It will be the first time the 


_ mid-year show has presented 


more manufacturers’ prod- 


_ ucts than the January Ex- 
hibit in Chicago. 


Advance _ registration 
forms were sent out early 
this month to more than 13,- 
000 buyers, merchandise 


managers and other buying 
personnel. Total registration 
for this show is expected to 
reach about 25,000. 


Walter Scott Retires 


Walter Scott, co-founder of 
Meyer Merchandising Ser- 
vice, Chicago, has_ retired 
after 55 years in the hard- 
ware field. Mr. Scott started 
with Van Camp Iron & Hard- 
ware Co., Indianapolis, Ind., 
wholesaler in 1905. He has 
been employed by Simmons 
Hardware Co., Shapleigh 
Hardware Co. and Hibbard, 
Spencer, Bartlett & Co., Ev- 
anston, Ill., wholesaler. Mr. 
Scott’s temporary address is 
4022 Beachwood Ave., St. 
Louis 21, Mo. 


Awards to Wholesalers 


Corpus Christi Hardware 
Co., Corpus Christi, Texas, 
a special sales and merchan- 
dising award for outstand- 
ing performance in the Oster 
Circle of Gifts promotion of 
the John Oster Mfg. Co. 

Cotter & Co., Chicago, and 
Hibbard Spencer Bartlett & 
Co., Evanston, Ill., the O-Ce- 
dar $100,000 Club. Member- 
ship is based on the purchase 
of $100,000 or more of O-Ce- 
dar products in a year. 


Gravely Tractor Sold 


Gravely Tractor, Inc., Dun- 
bar, W. Va., was sold to 
Studebaker-Packard Corp. 
Gravely will be operated as 
the Gravely Tractor Div., 
under its present manage- 
ment. Gravely sales are 
around $11 million annually. 





The BEST SELLER of them all 


PROVEN BEST...now better than ever! 
WRIGHT & MCGILL 


FISHING LINE 


No. P-36...36 
100-yd. spools of 6 NEW 


different tests or Smaller diameter 
duplication of any 


poet ds wales 5L monofilament 
selling display. fishing lines, 
exclusive by 
Wright & McGill, 

| are heat-processed 
P-200—200 yds. i and impregnated 
a ae with «sohening = 
spooling on reel \" | | agent to make them wn Y SEND FOR 
with perfect tension, age = SMOOTHER — ae FREE 1960 
cnduamiatectacs - SOFTER—STRONGER mamma CATALOG 








OE OO a _ f= 6 io ——_ A ~ 
WRIGHT & MCGILL CO, oie Meoteeod 
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Kenberry GADGETS ee 
ARE PROFITABLE © 


Sel! Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter © 
bins for fastest seif- : 
service sales. Serving © 
Tongs in many sizes, ~ 
stylet. Cheese Slicers. © 
Jar ‘Wrenches. Deluxe © 
Rack. Skewers = = 
sizes. Lacing © 
Pins. Plate Hongers. = - 
Potato Bake Rack. © === Pes sere ie: 
Broum Clips. Food = ==... eaten nora See 
Mixers. Saoters. Many I LOR ND cieTS 
gets. BOR OE SEG SEES SELES = 
More than 50 FLEX-BLADE LIFTER & TURNER 


Kenberry GADGETS JOHN CLARK BROWN '«<¢ 


Ask your jobber ONE MONTGOMERY ST. y) | Pe: 
or write for list BELLEVILLE 9,N.V. en berry GADGETS Directional SIS 
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e Fully Bright Plated 
e Extends to 9°” 


e Trucks mounted on 
Live Rubber Cushions 


* 


7 1) REMINGTON HARDWARE CO., INC. 
Check this low priced nation-wide promotion ball bearing > GREENWICH STREET ° a 


skate. One of a complete line of sidewalk roller skates, from 
beginners’ WHIZZER to deluxe Speed King SILENT EIGHT. 


Distributed through hardware and toy jobbers from coast to coast 
HUSTLER CORPORATION srertine, wuinois 
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Paint Salesmen’s Group Elects Officers 
en ADELPHy, 


et 


The Philadelphia Paint Salesman's Club elected officers for the 
coming year during its May meeting. New officers are, left to 
right: Royal K. Beatty, Loos & Dilworth, Inc., reelected secretary- 
treasurer; Paul E. Greeby, Geo. D. Wetherill & Co., first vice-presi- 
dent; Louis Snyder, Elliott Paints & Varnishes, second vice-president; 
and Stanley A. Marks, Luminall Paints, president. Mr. Snyder is also 


president of the National Paint 


Salesman's Assn. Newly elected 


directors are Jack A. Foust, Chemical Concentrates, and R. C. 


Rittenhouse, Hardware Age. 





NHMA Elects Officers; 
Kubitz Is President 


G. C. Kubitz, vice-presi- 
dent of Mirro Aluminum Co., 
Manitowoc, Wis., was elected 
president of the National 
Housewares Mfrs. Assn. by 
the board of directors. 

He succeeds W. H. Sahloff, 
vice-president of General 
Electric Co., Housewares Di- 
vision, Bridgeport, Conn. 

H. J. McCormick, general 
sales manager, utensil de- 
partment, Revere Copper & 
Brass, Inc., Rome, N. Y., 
was elected vice-president, 
and B. A. Miller, president 
of the Magicolor Co., Chi- 
cago, treasurer. 

The executive committee is 
comprised of the three offi- 
cers and R. P. Gwinn, presi- 
dent of Sunbeam Corp., Chi- 
cago. 

Dolph Zapfel was re-ap- 
pointed NHMA secretary. 

Lloyd C. Nelson, president 
of the Cal-Dak Co., Los An- 
geles, was elected to a three- 
year term, and Robert F. 
Draper, vice-president, Na- 
tional Presto Industries, 
Inc., Eau Claire, Wis., to a 
two-year term, as directors. 

Bret C. Neece, former 
board chairman of Landers, 
Frary & Clark, New Britain, 
Conn., and J. M. Jayne, for- 
mer executive vice-president 
of Cal-Dak Co., Los Angeles, 
Calif., have resigned as di- 
rectors. Mr. Neece had 
served two terms as NHMA 
treasurer. 

The 32nd successive re- 
fund to exhibitors in NHMA 
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G. C. KUBITZ 


National Housewares Exhib- 
its was voted by the board. 
Ten per cent of exhibit fees 
was approved for refund to 
each exhibitor in Chicago 
last January. 


Central States Club 
Set Annual Golf Day 


Central States Hardware 
Club will stage its annual 
golf day party June 24 at the 
Mt. Prospect Country Club, 
Mt. Prospect, Ill. 

The day-long affair in- 
cludes lunch, golf and dinner. 
Reservations can be made by 
contacting Ben Leve, 1104 
Dobson, Evanston, III. 


Riggins of McClung 


R. W._ Riggins, board 
chairman, C. M. McClung & 
Co., Knoxville wholesaler, is 
chairman of the membership 
committee of the United 
Fund. Mr. Riggins’ commit- 
tee encourages agencies to 
join in the Fund. 


1960 





News of the Trade 


OBITUARIES 


Harry Barrett 


Harry Barrett, 83, retired 
hardware firm executive, died 
Apr. 11 at his home in Indi- 
anapolis, Ind. He had been 
in semi-retirement since 
1942 and retired since 1952 
when the Barrett Hardware 
Co. was dissolved. He was a 
former president of the In- 
dianapolis Retail Hardware 
Assn. 


Edgar J. Haaren 


Edgar J. Haaren, associ- 
ated with V. A. Whitla As- 
sociates, Ridgewood, N. J. 
manufacturers’ agent, died 
Apr. 13 at his home in As- 
bury Park, N. J. He had 
been with the firm for 14 
years and covered New Jer- 
sey, Pennsylvania, Mary- 
land, Delaware and Wash- 
ington, D. C. 


C. W. Vandersluis 


C. W. Vandersluis, 82, re- 
tired Bemidji, Minn., hard- 
ware dealer, died Apr. 22 in 
a San Diego, Calif., hospital. 
He was a former mayor of 
Bemidji and had operated a 
store there for 23 years be- 
fore retiring in 1938. 


Perez Gerber 


Perez Gerber, 70, retired 
hardware dealer, died Apr. 
19 at Hotel Dieu in New Or- 
leans, La. He had operated 
a hardware store for 10 
years before his retirement 
in 1950. 


Robert D. Conger 


Robert D. Conger, 55, a 
clerk for the Blue Point Au- 
tomotive & Hardware Sup- 
ply Co., died Apr. 20, in Gen- 
eral Hospital, Indianapolis, 
Ind. 


Louis A. Mueller 


Louis A. Mueller, 81, for- 
mer salesman for Irvington 
Hardware Co., died Apr. 21 
in Veterans Administration 
Hospital, Indianapolis, Ind. 


Reese G. Elsey 


Reese G. Elsey, 59, man- 
ager of the Stanislaus Im- 
plement and Hardware Co. 
branch in Patterson, Cailif., 
died suddenly Apr. 13 in Mo- 
desto, Calif. 


Edwin Howard Guden 


Edwin Howard Guden, 
vice-president and sales man- 
ager of H. A. Guden Co., 
Inc., New York, N. Y., died 
Apr. 25 of a heart attack. He 
had been in the hardware 
business since he was 16 
when he started as an office 
boy with Foster Merriam Co. 


Mildred |. Swinford 


Mildred I. Swinford, 79, 
retired clerk at Vonnegut 
Hardware Co., Indianapolis, 
Ind., died recently in Ft. 
Campbell, Ky. while on a 
visit. She retired in 1954 
after 15 years with the 
hardware company. 


Hugh T. Smith 


Hugh T. Smith, 58, presi- 
dent and general manager of 
the Smith- Winchester Co., 
Jackson, Mich. wholesaler, 
died Apr. 10 in St. Joseph’s 
Mercy Hospital, Ann Arbor. 
He was elected president in 
1953. 


John F. Broderick 


John F. Broderick, 88, re- 
tired hardwareman, died 
Apr. 8 in Lenox, Mass. He 
had been a clerk at the Clif- 
ford Hardware Store for 50 
years, before he retired 10 
years ago. 


Mike J. Dora 


Mike J. Dora, 70, retired 
Kansas City, Kan. hardware 
merchant, died Apr. 12 in 
his home. 


Ruben P. Brewer 


Ruben P. Brewer, 79, pres- 
ident of R. G. Brewer, Inc., 
a hardware store founded by 
his grandfather, died Apr. 
13, of a heart attack at his 
home. 


Morris Turner 


Morris Turner, 53, owner 
of Homestead Hardware, in 
Stony Point, died Mar. 26 in 
Good Samaritan Hospital, 
Suffern, N. Y. 


©. J. Eberts 


O. J. Eberts, 66, hardware 
store owner, died Apr. 18, in 
Schneck Memorial Hospital, 
Seymour, Ind. 





A report in pictures of events in the trade 


HA Photo Angles : Le 





S. R. Slaymaker, II, vice-president and advertising director 
of Slaymaker Lock Co., Lancaster, Pa., presents 1960 pro- 
motional plans to North American sales representatives 
during a sales meeting held recently in the firm's head- 
quarters. 





CONFIDENCE 


Winners of the 1959 Brand Name Retailer-of-the-Year Com- 
petition, sponsored by Brand Names Foundation, Inc., re- 
ceived awards at a banquet May 6 in New York's Waldorf- 
Astoria Hotel (See HA, Apr. 7, p. 202). Paul L. Bernhardt, 
left, Greer Hardware Co., Salisbury, N. C., first place 
award winner in the Hardware-Houseware Stores category 
is shown with certificate of distinction winners in that cate- 
gory: second from left to right, Marshall D. Rotter, Na- 
tional Supply Hardware Co., Milwaukee, Wis.; J. 3 
O'Neill, White Ace Hardware, Cadillac, Mich.; Berniece 
Alexander, Hartford Hardware Co., Hartford City, Ind. 
Also awarded a certificate but not shown was Schunemans, 
Inc., Pierre, S. D 


The Graduating class of the 1960 basic course 
in builders’ hardware sponsored by the Metro- 
politan (New York) Builders’ Hardware Club. 
These men have studied the basic course for 20 
weeks, and now are eligible to enroll in the 


advanced course next fall. (See story on page 
131.) 


New sales, advertising and promotion programs for 1960-61 were presented at a recent national sales meeting of Dicks-Armstrong-Pontius, 


Inc., in Dayton, Ohio. More than 30 company salesmen and head juarters personnel attended the two-day meeting. Seated fifth from 
left is John N. Dicks, president. 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 

Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word 

Positions Wanted 

we Rate) set solid, maximum 

ee additional word 


Allow Seven Words for 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Depf. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be torwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE ane} oy pesnes | other 
Thursday. Classifi rms close weeks 
prior to publication ~ghnng 

Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





FURNITURE 


EXCELLENT OPPORTUNITY 


O. Ames Company, long established, expanding manufacturer, needs 
several experienced men. Excellent opportunity for young, energetic, 
creative salesmen. Salary, incentive bonus, car and expenses. Solid 
experience and sales drive ambition are a must. 


send complete business and personal resume and photograph to 


O. AMES COMPANY 


Dept. FJ, P. O. Box 1580, Parkersburg, West Virginia 


SALESMAN 


If qualified, please 





MANUFACTURERS AGENTS WANTED 


Manufacturer of nationally promoted SEGAL LOCKS 
seeks representatives throughout the country on a 
commission basis. You will carry competitively 
priced Jimmy proof bronze deadlocks, night latches, 
cylinders and apartment entrance sets in a com- 
plete quality line. Offer only open to men who call 
on hardware jobbers or large chains. In reply, 
specify products you now handle and type of trade 
on which you now call. 


THE NEW ENGLAND LOCK & HARDWARE COMPANY 
21 ANN STREET, SOUTH NORWALK, CONN. 











MFRS. REPS. & SALESMEN 
WANTED 


lf you are looking for a line that you can 
work and work hard, we offer you a nationally 
advertised and nationally sold line in the Lawn 
& Garden field. This line requires work at 
the Retail level ... just calling on Distributors 
is not enough. This can be your major line 
or it can put you into the agency business with 
your first line. All territories are producing 
business now. Sounds like a great opportunity? 

. It is! If you can give a high-volume poten- 
tial line real effort, write to: 

Box E-25, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Iowa and Ne- 
braska. Attractive proposition for the right man. 
Write giving full background to Queen Cutlery 
ame ae 10 Commerce Court, Newark 2, New 
ersey. 





WHOLESALE SALESMAN DESIRED for 
upper New York territory, primarily Oswego and 
southern Jefferson Counties. Write or phone 
George H. Baker, Sales Manager, W. W. Conde 
_— Company, 200 Mill St., Watertown, 





SALESMAN PLUMBING & HEATING 
SPECIALTIES to sell for established national 
distributors, exclusive territory, 10% commission. 
Write full details with references. Replies con- 
fidential. Akron Supply Co., Inc., 216-218 Grand 
Street, Brooklyn 11, N. Y. 





REPRESENTATIVE WANTED TO SELL 
DIRECT to large users, retail] or jobber ievel, 
plastic pipe, fittings and clamps, vinyl and mother 
ef pearl covered closet seats. AN types Industrial 
hose including hose for automatic washers. Bcx 
C-30, c/o Harpware Acer, Chestnut & 56th Sts., 

Philadelphia 39, Pa. 
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REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain stores. 
Item has excellent repeat business! Good 
commissions. Write, giving territory and 
background 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 


BUDGET PRICED PAINT LINE 


available in many territories. We pay you 
top commissions and guarantee 
clusive, protected territory. Sell a full line 
of fine quality paints priced to move in 
volume. Sideline acceptable. 


Box D-16, ¢/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


you ex- 








SALESMEN WANTED 


Calling on Hardware Jobbers, Furniture Manu- 
facturers, and Lumber Supply Dealers te represent 
us for the sale of Bolts, Screws, and Nuts on Com- 
mission Basis. State experience, references, lines 
now handled, and territory covered in first letter. 


Box E-14, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 


Combs for Paint Brushes Manufacturers’ 
Representatives wanted by manufacturer 
of paint brush combs. Liberal commission. 
Protected territory for qualified represen- 
tatives. 


Robert A. Main and Sons, Inc. 
401 West Main Street, Wyckoff, New Jersey 











REPRESENTATIVES WANTED. Reliable 
and established representatives—commission basis 

with related lines wanted by Manufacturer of 
Plumbing Brass Goods and Plumbing Accessories 
to sell direct to rated Plumbing and Heating Co. 
tractors, medium and large Hardware Stores, 
Building and Lumber Stores and Farm and Home 
Stores. Territory Kansas, Missouri, Okiahoma, 
Arkansas, Illinois, Indiana, Kentucky, Louisiana, 
Memphis, and Texas. Box E-20, c/o HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER’S REPS .. . for complete 
line of wood and steel legs, do-it-yourself railings, 
standards and brackets. Choice territories avail- 
able. Box E-27, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVES 
WANTED. Long established showcase lighting 
and display frame manufacturer desires sales- 
men already calling on woodworkers and showcase 
manufacturers in concentrated areas. Exceptional 
opportunity. Experience desirable, but not neces- 
sary; fine factory cooperation. Non-competitive 
lines permitted. High commissions. ARTCRAFT 
LIGHTING CO., INC., 248 McKibbin St., 
Brooklyn 6, N. Y. 


ACCOUNTS WANTED 


Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 





NOW A 4th "SELLING" MAN ADDED . 


to BOBROW-LEWELL Associates, 814 Broadway, 
New York 3, New York. ORegon 4-4540 


WE GET RESULTS 











MANUFACTURERS’ SALES REPRESEN- 
TATIVE with good following seeks additional line 
with merit, commission basis, to Hardware and 
Building Material trade in Colorado, Utah, New 
Mexico and Wyoming. Box C-32, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MFG. AGENT seeks one ad- 
ditional major lines. Headquarters in St. Louis. 
Box E-28, c/o Harpware Acr, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





ACCOUNTS WANTED 


BUSINESS OPPORTUNITIES 








MICHIGAN and TOLEDO OHIO 


Dynamic and Established Agency wishes challenging 
position as agent for one additional line by aggres- 
sive Manufacturer manufacturing products of House- 
wares, small WBlectrical Appliances or Lawn and 
Garden. QUALIFICATION aggressive coverage with 
merchandising program by established organization. 


Box E-!7, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








FLORIDA 


Established Manufacturers Agency 
wishes small items to sell to the Hard- 
ware and Building Supply trades. Tool 
and fastener items preferred. Limited 
warehouse facilities available. 


Box D-2!, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








OBJECTIVE: One Reputable Company 


Established Sales Rep.’s calling on whole- 
salers, offering low pressure consistent 
sales effort. Desires just one line. Tools; 
Houseware or Hardware line. Mid-Atlantic 
States all or part. 


Box E-24, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURER’S REPRESENTATIVE 
selling all hardware jobbers in Virginia, Mary 
land, Delaware, D.C., Southern New Jersey and 
Eastern Pennsylvania. Best references. Needs 
one additional high grade line. Box E-10, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 





ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE open for additional Hardware, 
Housewares or Garden line for Metropolitan New 
York and New Jersey. Concentrated persistent 
coverage of Hardware, Housewares and Garden 
Wholesalers, Rack Jobbers, Chains and Catalog 
houses. Excellent reputation in trade. Box C-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, c/o 
HarpwarRe Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


BUSINESS OPPORTUNITIES 


SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding market 
on our Refillable Assortments. $2,000.00 
investment sets you up with a complete 
inventory and exclusive franchise with 
our full support and cooperation. 


SHARON BOLT & SCREW CO., INC. 
Endicott St., Norwood, Mass. 














GO PUBLIC OR MERGE! Unusual plan de- 
veloped by specialists to provide new sources of 
funds with capital gain advantages, estate tax 
savings and ready marketability of your assets. 
Also arrange private financing. Box E-21, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





RETAIL OPPORTUNITY. Looking for capa- 
ble Merchandising minded hardware man to buy 
into successful, profitable store in Idaho. Volume 
over $300,000 and increasing. Good location in 
sportman’s paradise. Excellent schools. This un- 
usual opportunity due to my plan to retire shortly. 
Box E-26, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





BELIEVE IT OR NOT! For less than $.05 
each, you can buy as few as three dozen key 
blanks beautifully embossed with your name and 
address in permanent raised letters. yiiew for 
free bulletin #858. HAZLETON CHAIN CO. 
(manufacturers of key blanks and sash chain), 21 
Kemble St., Roxbury 19, Mass. 


QUALITY HOUSE BROOMS 


100% Broom Corn. Full weight brooms. 
$5.95 per dozen f.o.b. Laredo, Texas, or 
$6.40 per dozen ex-docks, loaded trucks, 
f.o.b. Atlantic Seaboard Ports. Less 2%. 
Price Leader Surplus Bargain. Volume 
users write: 
NICA, Incorporated 
P.O. Box 6681, Dallas 19, Texas 











DETROIT, MICHIGAN—Industrial and 
residential neighborhood. Modern store in 
for over 40 years. Annua] volume 
$300,000.00. Public utilities 
over $280,000.00 annually. Good opportunity for 
right party. Owner has other interests. Box 
E-11, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


Old 
area 
upwards o. 
substation grossing 





HARDWARE, ELECTRICAL AND PLU MB- 
ING Supply Store. Approximately 380% Indus- 
trial supply business 20% retail. Established and 
continually in business for over 60 years in same 
location. Will, also, sell building or long term 
lease. Located in heart of Chicago on the South- 
west side. Box E-29, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE, SPORTS & HOBBY STORE 
for sale including well established TV and small 
appliance repair service with little competition. 
Located in Pittsford, N. Y. fast growing suburb 
east of Rochester in a colonial designed business 
area. Building and inventory approximately $35,- 
000 or will rent building. TV Manager could 
stay with business. Box E-22, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


EXPERIENCED HOUSEWARES BUYER 


For young Wastern Wholesale Distributor to buy 
HOUSEWARES—PICNIC GOODS and OUTDOOR 
LIVING supplies. Prefer resident with experience in 
New York to Washington, D. C., area. Accustomed 
to budgets, turnover controls and modern techniques. 
Excellent opportunity for younger person. Reply in 
confidence with all details to: 

Box E-19, ¢/eo HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 


POSITIONS WANTED 


HARDWARE RETAIL POSITION wanted 
by mature man with seventeen years experience 
in selling, buying, merchandising and sales pro- 
motion of Hardware and allied lines. Exceptional 
background with best of references. Would re- 
locate in California or Oregon. Address, Box 
126, Hayward, California. 

















HARDWARE MAN WITH 28 YEARS of 
wholesale and retail experience. Ability to act in 
administrative capacity in either wholesale or re- 
tail hardware. Box D-17, c/o Haroware Acoez, 
Chestnut & 56th Sts., Phiiadelphia 39, Pa. 





SALESMAN WELL QUALIFIED IN 
TOOLS, electrical and plumbing supplies, hard- 
ware, seeks association as manufacturer’s repre- 
sentative for a first line of paint brushes in the 
St. Louis area. 20 years experience in the retail 
hardware business as salesman and store owner. 


P. O. Box 698, St. Louis 88, Mo. 





OFFERING MYSELF AS A FACTORY 
SALESMAN or a Manufacturers Representative 
in the Carolina area. Headquarters Asheville—- 
have 30 years experience calling on Hardware—- 
Mil} Supply—Plumbing—-Automotive—Jobbers and 
Retailers, in Tools—Specialties or Chemicals. 
Box E-23, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





“PROGRESSIVE HARDWARE  SALES- 
MAN” seeks association with “Progressive Con- 
cern” as Manufacturer’s Representative or Whole- 
sale Representative. New York State or North 
ern Pennsylvania territory preferred. Will con- 
sider moving to new location. 14 vears’ success- 
ful selling both retail and wholesale. Box E-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

















( WRITE FOR ic 


/ Complete Newest Set 
of Key Board Tags 
Colorful Streamers 


* 
Thot Will Brighten e \ 
Your Store 

v New Edition of co 


Blank Comporctive List 


STAR Key & Lock 
Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y. 





Want more facts? Circle 216, p. 77 




















DO YOU 
WANT T0— 


Sell or buy a store 


® Represent new ac- 
counts 


® Hire experienced hard- 
ware pe 


® Dispose of surplus stock 
—distress inv 
job lot merchandise 


® Get sales representa- 
tion for your line 


© Get a job in the hard- 


ware field 


THEN — 


Tell 1* To The Trade 
In The Classified 
Advertising Pages Of 


HARDWARE AGE 











Classified Ad Dept. 


Hardware Age 


56th & Chesinut Sts., Phila. 39, Pa. 
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pER NEW 
a Sc HARDWARE ( woven 


| —\ sims 
The Best Value and The Consumer’s Choic~ 


BETTER SELF SELLING DISPLAYS 


CARDED DISPLAY BOX DISPLAY BOARD 





Increase Sales... Reduce Selling Costs 
BETTER QUALITY 


00/fso/h 


KNOBS, PULLS & HINGES IN CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


1. New contemporary styles add charm, beauty and new life to natural finish 
woods or painted cabinets in kitchen, hall, family room, etc. 


Extra features in design, utility, finish, material, and workmanship. 
. Super tough zinc alloy—die cast—assures strength and durability. 
Full size comfortable grip—standard size screws—perfect threads. 


BETTER PRICE 


Retail Price Provides 30% Saving to Consumer 
MADE IN U.S.A. WRITE FOR CATALOG AND PRICE LIST 


IN 5k ee 6 we cae oe 


1623 € t7eh STREET © LETTLE ROCK, ARKANSAS 


Want more facts? Circle 217, p. 77 





205 Graphite has never been 

improved on for forming a protective, 
lubricating, low friction film impervious 
to heat, cold and moisture. Penetrates 
smallest cracks ... wears in... not out! 
Case lots of 1 and 5 pound packages; 

25 pound drums. Prices and 

information on request. Ask your 
wholesaler or write us today. 


Wholesalers’ inquiries invited. 


THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION, SAGINAW 9, MICHIGAN 
Want more facts? Circle 218, p. 77 
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| Ambroid Co., Inc. 


| American Chain Div. E 





| Aluminum Co. of America 


| American Hardware Corp. 


_ Animal Trap Co. of America 90 
_ Arrow Fastener Co., Inc..... 105 
_ Arrow Metal Products Co. .. 126 


| Behr Manning Corp. ....... | 








Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A Dutch Brand Div. 
Johns-Manville Corp. .... 145 


Pigment Div. Dykem Co., The 


American Chain & Cable 4 | Edwards Co., Inc. 


Ekco Products Co. 


Safe Padlock & Hardware Empire Brushes, Inc. 
Co. 


| American Tack Co. ........ ' 


Ames Co., O. Firestone Tire & Rubber Co. 20 


Fuller Tool Co., Inc. 


G 
Gates Rubber Co. .. 


General Electric Co. 


3 


| Barr Rubber Products Co... 46| Christmas Lamp Div. ... 44-45 





General Wire Spring Co.... 129 


Bentzinger Bros., Inc 99 | Gerber Wrought Iron Prod- 


Scthichom Steel Co. ...... 32] ame Inc. 

Borden Chemical Co. Gibson-Homans Co. ....... 
A div. of The Borden Co.. 40 Gilbert Co., A. C. 

Boyle-Midway, Inc. ........ 22 Gougler Keyless Lock Co., 


Browr, Inc., John Clark 
Goulds Pumps, Inc. 


Graham & Co., Inc., John H. 
King Cotton Cordage Div. 117 


Greyhound Corp. ......... 121 


Campbell Chain Co Gries Reproducer Corp. .... 84 
Champion DeArment Tool Sas tte, LL... 0980 


Cc 


H 


| Columbia-Southern Chemical Hager & Sons Hinge Mfg. 


| Columbus Plastic Products, 


| Continental Can Co 





| 


Corp., Sub. of Pittsburgh Sea’ ©: 


Plate Glass Co. Hercules Chemical Co., Inc. 30 


Hines-Park Foods, Inc. 
(Duncan-Hines Institute). 95 


Hollingshead Corp., R. M.. .38-39 
Hoppe, Inc., Frank A 
Hustler Corp. 


Crescent Plastics, Inc. ...... 
Crescent Tool Co. ........ 


D 
Kees Mfg. Co., F. D....... 136 
Keil Lock Co., Inc 


Dearborn Stove Co. ....... 126 
Delta Electric Co. 
ae 
Diamond Wire & Cabie Co. 24 L 
Draper-Maynard Co. Lamson & Sessions Co. .... 25 
Duncan Morris Co. Larson Co., Charles O. ... 144 











Index to Advertisers 





Libbey, Owens, Ford Glass 


Co., Window Glass Div. 118-19 


Lufkin Rule Co. ........... 


Lynwood Laboratories, Inc.. 


M 


Marksman Products 
Div. of Morton H. Harris, 


Marlin Firearms Co. 
Marshalltown Trowel Co. .. 
Master Lock Co. .......... 
May Ma-Crepe Co., D. C. 
Mayes Bros. Tool Mfg. Co... 
McGill Metal Products Co... 
Metal Ware Corp. 

Miller Co., Inc., Robert E. 
Minnesota Mining Mfg. Co. 


Mirro Aluminum Co. ....... 


N 
Mfrs. 


National Housewares 
Assoc. 


Nicholson File Co. 
North & Judd Mfg. Co. 


O 


O'Brien Corp., The .. 
Outboard Marine Corp. 


Pp 
Panef Mfg. Co., Inc. 


Parker Co., Charles 
Pecora, Inc. 
Petersen Mfg. Co. 
Pioneer Gen-E-Motor Corp. 


Pittsburgh Plate Glass Co. 
Columbia-Southern Chemi- 
cal Corp. 


Plumb, Inc., Fayette R. 
Poly-Pox Ltd. .. 
Pro Hardware Co., Inc..... 


Puritan Cordage Mills, Inc.. 


R 
Red Devil Tools 


Remington Hardware Co., 
127, 
Republic Steel Corp. 


OE 
National Metal Products Co. 


... 144 
132-133 


.. 16-17 


Reynolds Metals Co. ...... 75 
123 | Ridge Tool Co. ...... 

124 | Rival Mfg. Co. 

Roberts Co. .. 

Royal Electric Corp. 

Rubbermaid, Inc. ... 

Ruby Chemical Co. ....... 
|Rust-Oleum Corp. ......... 





S 
1! | Safe Padlock & Hardware 


. 132 Co. Sub. of American 


132| Hardware Corp. 
86 | Samson Cordage Works .. 


46 | Scharf Mfg. Co., J. H... 


144 ‘Screw & Bolt Corp. of 
143. America 





2 Security Storm Lock & Hard 
ware Co. 


Simonsen Industries, Inc. 
South Bend Toy Mfg. Co. 
|Standard Tool Co. 
‘Stanley Works 


os Star Key & Lock Mfg. Co... 14! 


"| Stratatflo Products, Inc. 128 | 


T 


True Temper Corp. 
37 


116, 124, 


100-101 | 


U 


| United States Graphite Co. 


United States Rubber Co. 
89 | Cycle Tire Dept. 


110 bad 


13 | Washburn Co., The 

West Georgia Mills, Inc.. 
|Wheeling Corrugating Co.. 

48 | Whiz-Mow, Inc. 

102 | Wood Shovel & Tool Co... 








- 135 |Woodhill Chemical Co. 


116 | 


Worthington Co., George .. 
106 


Wright & McGill Co. ..... 





Y 


. 146) Yale & Towne Mfg. Co. 


Lock & Hardware Div. . 
137 | Yazoo Sales Co., Inc 
Yoder Mfg Co. 








Revere Copper & Brass, Inc. II! | 


“You'll pull in extra profits when you suggest 
‘SCOTCH’ BRAND Masking Tape with every paint sale.” 





“SCOTCH” 1S A REGISTERED TRADEMARK OF THE 3M CO. 


Mianesora [ffinine ano (ffanuracturine company 
... WHERE RESEARCH IS THE KEY TO TOMORROW 





| 
|Star Metal Products Co.... 122 | 








These rugged lifetime aluminum driveway guides 
sell like “hot cakes.” Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 
to meet every requirement. 


~~ - ~~ 4 Sa 
Dua-THar Kuistlesas rblaminim 


PROTECT YOUR LAWN 


FROM UGLY RUTS 


LIST PRICES 
No. 220 20” tall, 1” reflectors, 
le”xl2” body stock 


30” tall, 134” reflectors, 
3/16"x54” body stock 


36” tall, 3” reflectors. 
3/16”"x%%4” body stock .. 


each $ .85 


No. 230 6 of each 
on its own 
display 
card as 
pictured. 


oReR Ror-S Bee £eok. 2. She On oe 


48 N. VALLEY. ST. ° AKRON, OHIO 


each 1.45 


No. 236 
each 1,95 


Want more facts? Circle 219, p. 77 
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STOCK PARKER 
- WORKSHOP VISES 


COTTE TTT a" 2 « « only vises shell molded from semi-steel—by 


vise makers for over 125 years. 
Demand... your customers know and want the work- 


manship and-materials built into every Parker Vise. 


SALES... the extra features in Parker Vises will keep 


your stock moving, your customers satisfied. & 


For other Parker workshop vises, —P4—P5 


No. 703%4—Available with smooth jaws 7ée CHARLES PARKER CO. 
amie On Suan WB CATALOS TODAY! ; 50 HANOVER ST. MERIDEN, CONN. 


_____ Want more facts? Circle 220, p. 77 




















TOOL BOX 
OF THE 
MONTH 


Deep drawn, seamless 
stee|, hip roof style. 19" 
x 7¥," x B84". Lift-out 
tray, electro - welded 
piano hinges; durable 


. = aa . 
on baked enamel! finish; 
Most items available, contour form fitting 


me oe gg deci- handle; bright, zinc 
‘ ° plated hardware: also 
See Your Jobber or Write for Literature available in ' 
(140DL) and SIMONSEN INDUSTRIES, INC. 


CHAS. O. LARSON Co. ee y (160D%). 1414 S. Michigan Ave., Chicago 5, til. 





facts? Circle 223, p. 77 


Furniture Rest — Pintle Type 





= _ ; ad ~ Sg ot BF mig ) 

— : -color Box, Rubber Expander 

RUBBER CUSHION GLIDES a N7 eae) | 12 Boxes In Tubular Glide 
Wonderful for all wood 
al furniture. 
silently, 
Rubber ae. oe -y ot on 
Ti . a 3-color card. zes, 

Crutch Tip Bakelite Furniture Rest Se”, %e”, 1, 11/43", 1%e", Ye". 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 


See 35 Pearl St., New York 4 N. Y. 
Want more facts? Circle 224, p. 77 














ee Rubber | Adjustable Tubular 
ion Gl Spring Type 
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Fast-selling, packaged right 
J-M Dutch Brand Plastic Tape 


a You’re never “stuck” with J-M Dutch Brand plastic electrical tape! 
It’s a fast-moving money maker because customers know Dutch 
Brand is easy to work with, made of the finest materials for the best 
on-the-job performance. It’s weatherproof, oil, acid and grease 
resistant. 
Dutch Brand offers a complete selection of plastic electrical tape sizes 
and widths so do-it-yourselfers, electricians and contractors will find 
at your store the right plastic electrical tape for any job. 
Dutch Brand tapes sell on sight. They’re packaged in bright, self- 
display boxes that turn a few square inches of counter-space into big 

inti tistieiaieaen seaieattien tien profit spots in your store! Be sure you have plenty in stock. 


“21 IDEAS TO HELP You RING JOHNS-MANVILLE DUTCH BRAND DIVISION 
Up More SALES” gives practi- 


— 7800 S. j 
cal, profitable merchandising 00 S. Woodlawn Avenue, Chicago 19, /ilinois 
tips to help you sell more and 


smenoremeeeae' ~~ JJOuNS-Manvinte 9/¥ 
costing money. Write today! M4 


PRODUCTS 


JOHNS-MANVILLE 





